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TUESDAY,  FEBRUARY  13,  1996 

House  of  Representatives, 
Subcommittee  on  Procurement,  Exports, 

AND  Business  Opportunities, 
Committee  on  Small  Business, 

Washington,  DC. 

The  Subcommittee  met,  pursuant  to  notice,  at  9:10  a.m.,  at 
Northern  Illinois  University,  Rockford,  Illinois,  the  Honorable  Don- 
ald A.  Manzullo,  (chairman  of  the  Subcommittee)  presiding. 

Chairman  Manzullo.  Good  morning.  We  welcome  you  all  here 
this  morning.  I  was  the  first  one  here.  I  arrived  here  at  7:45.  I 
thought  the  hearing  began  at  8.  At  8,  no  one  was  here.  So,  I  figured 
it's  not  too  bad  if  nobody  shows,  but  the  thought  that  perhaps  I  had 
had  the  wrong  date  and  40  people  showed  up  yesterday  morning 
would  have  been  a  little  bit  disconcerting.  But  we're  glad  to  have 
you  here  this  morning. 

Today,  the  Subcommittee  on  Exports  of  the  Small  Business  Com- 
mittee will  examine  various  technologies  to  assist  small  business 
people  in  entering  the  export  arena.  This  field  hearing  is  mainly 
designed  to  wet  your  appetite  about  the  wealth  of  trade  informa- 
tion just  a  few  computer  keystrokes  or  a  phone  call  away. 

Many  pundits  have  decried  low  wage  growth  and  company 
downsizing.  We  are  still  dealing  with  more  imports  than  exports, 
with  the  most  recent  statistics  revealing  a  $7  billion  monthly  trade 
deficit  for  November,  However,  the  United  States  has  once  again 
produced  a  record  level  of  exports  and  several  academic  studies 
point  to  a  growing  correlation  between  companies  that  decide  to  ex- 
port and  higher  wages,  benefits,  increased  productivity,  and  more 
jobs. 

In  one  example,  the  Institute  for  International  Economics  and 
the  National  Association  of  Manufacturers  concluded  that  workers 
at  exporting  firms  earn  15  percent  more  on  average  than  those  em- 
ployed at  nonexporting  firms.  These  same  workers  enjoy  benefits 
worth  nearly  33  percent  more.  They  are  generally  30  to  50  percent 
more  productive,  depending  on  which  industry,  than  nonexporting 
workers;  and,  annual  job  growth  rates  in  exporting  firms  are  3  to 
11  percent  higher  than  nonexporting  companies. 

In  another  study  published  by  the  Brookings  Institution,  plant 
production  workers  who  produce  or  manufacture  goods  for  export 
are  paid,  on  the  average,  $3,429  more  per  year  than  their  counter- 
parts at  nonexporting  plants. 

These  findings  do  not  apply  just  to  large  companies.  What  is  the 
most  surprising  result  from  the  study  from  IIE/NAM  is  that  small 
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companies  experience  similar  benefits  to  their  counterparts  pre- 
cisely because  of  a  decision  to  enter  the  export  market.  In  fact, 
large  and  small  exporters  are  more  alike  in  terms  of  productivity, 
wages,  benefits,  and  job  security  than  similar  large  and  small  com- 
panies that  don't  export. 

The  16th  Congressional  District  of  Illinois  is  very  diverse,  in- 
volved in  both  manufacturing  and  agriculture.  The  city  of  Rockford 
is  one  of  the  most  densely  populated  per  capita  manufacturing 
cities  in  the  country.  We  have  over  950  factories  here,  providing 
employment  for  tens  of  thousands  of  highly  skilled,  highly  produc- 
tive and  high  technology  positions.  In  fact,  the  work  force  in  Rock- 
ford  is  represented  by  30  percent  manufacturing,  which  is  twice  the 
average  of  people  involved  in  manufacturing  nationwide. 

We  know  what  happened  back  in  the  early  1980's  when  Rockford 
led  the  Nation  in  unemployment  at  close  to  26  percent.  Chrysler 
was  fighting  to  stay  open  and  we  had  some  very  difficult  times. 
Throughout  the  evolution  of  U.S.  manufacturing,  Rockford  has 
been  part  of  the  equation.  Known  early  as  a  hub  for  fine  furniture 
and  textiles,  Rockford  began  its  history  of  metals  and  machining 
with  companies  like  J.  L.  Clark,  which  employed  our  neighbors  to 
manufacture  stovepipe  covers.  Today,  Clark  is  still  here  employing 
our  neighbors  to  produce  specialty  products  of  metal,  plastic  and 
paper. 

Ingersoll  has  been  in  Rockford  for  generations.  Literally,  genera- 
tion after  generation  has  been  employed  to  manufacture  some  of 
the  finest  cutting  tools  and  manufacturing  components  in  the 
world.  Ingersoll  has  been  here  for  the  people  of  Rockford  through 
the  good  times  and  bad.  Just  like  every  industry  here  today  has 
been  here  for  Rockford,  Freeport,  Belvidere,  Galena  and  McHenry 
County  through  the  thick  and  thin  of  manufacturing. 

We're  noticing  that  McHenry  County  now  has  hundreds  of  small 
manufacturers.  It's  an  astounding  growth  rate  that's  taken  place  in 
McHenry,  two  counties  east  of  us. 

Over  the  past  few  years,  we've  brought  three  of  the  leaders  from 
the  big  emerging  markets  here  to  northern  Illinois  —  China,  India, 
and  Indonesia.  We're  working  on  bringing  people  here  from  Italy. 
I  like  that.  We'll  have  a  bowl  of  spaghetti  to  enjoy  the  festivities 
here.  I  will  be  meeting  2  weeks  from  now  with  the  Ambassador 
from  Turkey,  which  is  also  a  big  emerging  Nation. 

Today,  we  are  privileged  to  have  in  Rockford  trade  information 
specialists  who  have  traveled  a  long  way  to  be  with  us  this  morn- 
ing. First,  the  hearing  will  begin  with  three  Rockford  area  business 
persons  who  will  give  their  perspective  on  what  they  expect  from 
trade  statistics.  Then  we'll  proceed  with  the  demonstrations.  Fi- 
nally, trade  experts  from  the  Federal  One-Stop  Export  Assistance 
Center  in  Chicago  will  discuss  the  services  they  offer. 

[Mr.  Manzullo's  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Starting  off  today  is  Mike  Donnelly  of  W. 
A.  Whitney  Company,  Derek  Sherman  of  S.  Franke  &  Company, 
and  Maria  Perr  of  Pierce  Chemical.  If  you  want  to  come  on  up  to 
the  stage  here  and  take  your  positions. 

I  would  encourage  you  to  keep  your  remarks  to  no  more  than  5 
minutes.  This  is  a  gavel  and  I've  been  known  to  bring  it  down  very 


hard.  So,  when  I  start  tapping  like  this,  that's  just  a  Httle  indica- 
tion that  it's  time  to  wind  up. 

Mike,  why  don't  we  start  with  you?  You  have  to  put  the  micro- 
phone very  close  to  your  mouth.  Tell  us  who  you  are,  a  little  bit 
about  your  company. 

TESTIMONY  OF  MICHAEL  P.  DONNELLY,  VICE  PRESIDENT, 
MARKETING,  W.  A.  WHITNEY  COMPANY,  ROCKFORD,  ILLINOIS 

Mr.  Donnelly.  Good  morning,  everyone.  My  name  is  Mike  Don- 
nelly. I'm  the  vice  president  of  Marketing  for  W.  A.  Whitney.  I'd 
like  to  first  thank  you,  Mr.  Manzullo.  We  appreciate  the  oppor- 
tunity to  participate  this  morning.  We  think  what  you're  doing  is 
very  important  and  we're  glad  for  your  advocacy  of  exports.  It 
means  a  lot  to  us. 

I'd  also  like  to  thank  Phil  Eskeland,  the  Subcommittee  Staff  Di- 
rector, and  also  thank  all  representatives  from  the  various  Federal 
Government  agencies  and  other  private  industry  guests  and  par- 
ticipants. 

I  would  like  to  introduce  a  couple  of  people  at  W.  A.  Whitney  who 
are  working  with  me  to  help  our  company  grow  in  the  area  of  ex- 
ports. First  is  Ron  Fowler,  our  marketing  manager  and  publisher 
of  Metal  Fabricating  News  and  President  of  Metal  Fabricating  In- 
stitute. Why  don't  you  stand  up,  Ron,  and  everybody  can  see  you. 
Laurie  Videle  is  our  systems  application  engineer,  international  re- 
sponsibilities of  Pacific  Rim.  Laurie  right  now  is  breaking  ground 
in  Korea,  India,  Thailand,  Vietnam,  and  Taiwan. 

The  biggest  accomplishment  that  Laurie  has  had  in  the  Pac  Rim 
has  been  about  $8  million  in  sales  since  1987  in  the  People's  Re- 
public of  China. 

The  question  that  was  asked  by  Chairman  Manzullo  was  "what 
does  W.  A.  Whitney  expect  fi'om  trade  statistical  information?" 
First  of  all,  I'd  like  to  tell  you  about  our  mission,  what  our  goal  is, 
our  markets  and  our  needs.  Then,  given  the  satisfaction  of  our 
needs,  what  we're  going  to  do  with  the  trade  statistical  informa- 
tion. 

First,  our  mission  statement  is  to  identify,  communicate  and  sat- 
isfy or  exceed  the  needs  of  our  marketplace.  We  will  achieve  com- 
pany goals  through  promotion  and  sales  of  all  our  products  and 
provide  prompt,  accurate,  courteous  customer  support  and  develop 
strong  internal  and  external  customer  relationships.  That's  not 
only  for  the  United  States,  that's  for  the  world. 

Second,  our  goal  at  W.  A.  Whitney  is  to  grow,  in  the  next  10 
years,  our  export  business  from  what  it  is  now,  20  to  50  percent 
—  a  very  ambitious  goal,  but  we  think  we  can  do  it. 

We  believe  this  is  durable  because  we  have  identified  our  target 
markets.  There's  about  15  or  16  target  markets  —  For  instance, 
the  construction  equipment  market,  SIC  Code  3531.  Some  of  our 
U.S.  customers  are  J.  I.  Case,  Caterpillar,  Bobcat,  Ditch  Witch,  to 
name  a  few.  We  think  that  our  target  markets  like  construction 
equipment  are  in  emerging  countries.  However,  we're  having  dif- 
ficulty finding  the  companies  within  these  target  markets. 

Third,  what  are  our  needs?  Given  these  target  markets,  we'd  like 
to  know  the  size  of  these  markets  by  country.  We  don't  know  that 
now.  It's  kind  of  hit  or  miss.  We'd  like  a  profile  of  these  companies 


within  the  target  markets.  We'd  like  to  know  what  their  sales  are, 
the  number  of  employees,  their  manufacturing  contacts,  addresses, 
phones,  fax,  any  and  all  information  that  we,  as  marketers,  could 
use  to  penetrate  those  markets. 

To  put  it  simply,  we  know  that  these  target  markets  can  use  our 
products  to  their  advantage  and  help  them  be  more  competitive. 
The  difficulty  is  finding  those  companies  within  these  target  mar- 
kets, particularly  in  emerging  countries. 

Futhermore,  we'd  like  to  know  the  trade  associations  supporting 
these  industries.  We  would  like  to  know  which  U.S.  firms  that  we 
serve,  like  Caterpillar,  for  instance,  have  foreign  licensees  in  our 
target  markets.  One  of  the  ways  in  which  we  were  able  to  pene- 
trate the  China  market  was  through  our  association  with  Caterpil- 
lar in  Peoria.  Through  them,  we  have  served,  I  think,  eight  or  nine 
of  their  licensees  with  W.  A.  Whitney  machine  tools. 

So  with  this  information,  our  strategy  will  be  to  prioritize  our  op- 
portunities. Knowing  the  size  of  these  target  vertical  markets  in 
these  emerging  countries  will  help  us  determine  where  we  should 
spend  our  time  and  money. 

The  second  thing  we'll  do  with  the  information  is  execute  a  mar- 
keting plan.  We'll  invest  in  trade  journal  advertising.  We'll  invest 
in  direct  mail,  trade  shows  and  seminars,  and  then,  finally,  we'll 
complete  the  sales  cycle.  Our  marketing  plan  will  generate  inquir- 
ies, and  that's  what  we  need.  We  need  more  inquiries  fi-om  these 
foreign  markets,  where  we  can  do  an  application  analysis,  conduct 
demonstrations,  issue  proposals,  and  ultimately  close  the  business 
and  ship  machine  tools. 

So  in  a  nutshell,  Chairman  Manzullo,  that's  what  W.  A.  Whitney 
Co.  experts  from  trade  statistical  information  and  how  we  will  put 
that  information  to  use. 

[Mr.  Donnelly's  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Thanks,  Mike.  Derek,  you  want  to  go 
next? 

TESTIMONY  OF  DEREK  SHERMAN,  PURCHASING  AND  SALES,  S. 
FRANKE  &  COMPANY,  INC.,  ROCKFORD,  ILLINOIS 

Mr.  Sherman,  Thank  you,  Congressman  Manzullo,  Mr. 
Eskeland.  Thank  you,  everybody.  I'd  like  to  recognize  my  colleague 
at  the  World  Trade  Council  of  Northern  Illinois,  Mr.  John 
Lockwood.  Would  you  stand  up?  Thank  you.  Mr.  Stanley  Bokota  of 
the  Export  Assistance  Center. 

My  name  is  Derek  Sherman.  I  work  with  F.  Franke  Company 
here  in  Rockford.  Franke  Company  buys,  rebuilds  and  sells  ma- 
chine tools,  metal  working  equipment,  and  other  industrial  machin- 
ery. Of  the  many  machine  tools  that  we  buy  and  rebuild,  the  only 
application  is  outside  of  the  United  States.  Because  of  technological 
changes  here  in  the  United  States,  machines  are  obsolete  here,  but 
are  completely  state-of-the-art  in  other  parts  of  the  world. 

Our  international  marketing  is  done  by  myself.  It  generally  is  hit 
and  miss  because  there  is  no  international  source  of  reference  ma- 
terial for  our  merchandise.  I  would  concur  with  Mr.  Donnelly.  W. 
A.  Whitney  sells  machine  tools,  as  well.  There  is  no  international 
trade  association  for  machine  tools. 


One  of  the  questions  I  had.  We  frequently  use  the  National 
Trade  Data  Bank  for  our  leads,  which  is,  again,  a  hit  and  miss  type 
of  operation,  where  we  print  out  and  fax  or  mail  to  prospective  cus- 
tomers, which  is  very  time-consuming  and  very  expensive  for  us. 
Mr.  Williams,  of  the  Stat-USA  in  Washington,  answered  quite  a 
few  of  my  questions  there. 

Is  there  a  clearinghouse,  a  central  place  for  companies  like  F. 
Franke  Company  or  W.  A.  Whitney  to  go  for  international  compa- 
nies for  general  information?  We've  used  private  sources,  which  are 
very  in-depth.  We  don't  really  necessarily  care  where  the  CEO  of 
a  large  company  went  to  college.  We  really  don't  care.  The  private 
companies  which  provide  this  information  go  into  such  detail  and 
are  very  in-depth,  but  not  very  broad. 

The  Department  of  Commerce  has  programs  through  the  embas- 
sies, through  the  National  Trade  Data  Bank,  which  are  very  broad, 
but  the  information  to  access  it  is  generally  not  very  user-iriendly. 
So,  that's  really  what  we're  looking  for  —  user-friendly  access  to  a 
clearinghouse  of  conoanies. 

Chairman  Manzullo.  Thank  you,  Derek.  The  next  panels  are 
itching  to  show  you  the  wares  and  materials  that  they  have  to  fill 
that  need.  Thank  you  for  coming.  Maria? 

TESTIMONY  OF  MARIA  PERR,  MARKETING  MANAGER  FOR 
INTERNATIONAL  SALES,  PIERCE  CHEMICAL,  ROCKFORD,  IL- 
LINOIS 

Ms.  Perr,  Good  morning.  I'd  also  like  to  extend  my  thanks  for 
allowing  Pierce  Chemical  to  participate.  Pierce  Chemical  has  been 
in  Rockford  now  for  about  almost  50  years  now  and  our  company 
manufactures  as  well  as  supplies  reagents  for  the  research  market. 
So,  for  example,  someone  who  would  be  doing  research  in  the  area 
of  cancer  or  AIDS  would  be  using  some  of  our  products  in  their  ex- 
periments. 

Consequently,  we  do  have  an  International  Department,  of  which 
I'm  a  marketing  manager  of,  and  we  have  been  able  to  sell  success- 
fully some  of  our  products  into  various  foreign  markets.  However, 
there  are  a  few  foreign  markets  that  escape  us  and  we  definitelv 
would  like  to  increase  our  penetration  into  certain  markets,  as  well 
as  some  new  emerging  markets.  As  you  mentioned,  Turkey  is  of  in- 
terest to  us. 

What  we  have  found  in  the  past  with  the  information  that  we 
have  gotten  through  Government  agencies  is  that  we  can  find  a  lot 
of  information  available  through  the  Freedom  of  Information  Act 
when  we  want  to  get  statistics  on  how  large  the  R&D  budgets  are 
here  in  our  country  for  spending  on  medical  research  or  life 
sciences  research. 

However,  it  gets  more  uifficult  when  you  go  into  foreign  markets 
to  try  and  get  that  type  of  information.  Also,  we're  interested  in 
trying  to  fmd  out  information  on  the  universities,  on  some  of  the 
bio-tech  companies  that  are  also  in  these  emerging  markets,  and 
that  would  help  us  expand  our  business  and  help  us  target  our 
products. 

One  of  the  services  that  we  did  have  an  opportunity  to  use  in  the 
past  through  the  U.S.  Commerce  Department,  we  tried  to  look  for 
distributors  to  resell  our  products  into  particular  markets.  In  fact. 


we  have  quite  a  large  distribution  network,  with  over  50  distribu- 
tors worldwide.  Our  efforts  in  looking  for  that  distributor,  let's  say, 
in  South  America  was  somewhat  good  and  somewhat  bad.  We  had 
some  interesting  contacts,  but  nothing  that  really  panned  out  for 
us. 

So  I  realize  that  there  are  a  number  of  services  that  the  U.S. 
Commerce  Department  offers  that  I  think  are  very  valuable,  but 
the  problem  becomes  when  you  are  servicing  a  niche  market  and 
how  can  you  get  information  from  the  Government  when  your  mar- 
ket may  be  not  as  big  as  an  SIC  code  where  you  can  define  and 
locate  what  types  of  products  are  exported  or  imported  under  an 
SIC  code.  In  fact,  we  kind  of  fall  off  of  the  SIC  code.  We'd  probably 
be  in  a  tenth  digit  area  before  we  would  actually  be  able  to  seg- 
ment our  marketplace. 

So  in  other  words,  we're  trying  to  look  for  information  that  we 
can  get  for  our  industry  that  may  be  a  bit  smaller  than  what  the 
U.S.  Commerce  Department  can  provide.  If  there  is  any  type  of  co- 
operation that  our  Grovernment  may  have  with  foreign  govern- 
ments, where  we  can  obtain  some  information  such  as  the  research 
budgets  and  information  on  the  universities  and  bio-tech  compa- 
nies, that  would  be  helpful  to  us. 

Chairman  Manzullo.  We  appreciate  you  stating  your  concerns. 
I  think  if  we  had  room  for  a  fourth  chair,  we  would  probably  have 
somebody  sitting  there  who  has  never  been  involved  in  exports  at 
all.  One  of  the  experiences  that  we  have  found  is  that  many  small 
business  people  think  that  it's  scary  to  get  involved  in  exports. 
They're  terrified  because  there  may  be  a  culture  barrier,  and  obvi- 
ously, a  currency  opportunity  of  which  they're  not  aware. 

The  people  who  will  be  demonstrating  the  products  that  are 
available  will  also  be  addressing  themselves  not  only  to  the  needs 
of  the  three  of  you,  but  also  to  the  imaginary  fourth  person  who 
is  ready  to  put  his  toe  into  the  water  of  exports. 

Thank  you  for  participating  on  the  panel.  You  can  have  a  seat. 

The  next  panel  of  witnesses  will  demonstrate  for  us  the  tech- 
nology for  accessing  foreign  markets.  The  first  group,  led  by  Rich- 
ard Preuss  and  Forrest  Williams,  represents  what  trade  resource 
information  is  available  from  the  Federal  Government.  Few  people 
know  that  the  good  people  they  supervise  at  the  Commerce  Depart- 
ment produce  a  monthly  trade  deficit  statistic  that  you  hear  on  TV 
or  the  radio  or  read  about  in  the  paper,  and  trade  leads  from  our 
overseas  embassies. 

TESTIMONY  OF  RICHARD  M.  PREUSS,  DIRECTOR,  FOREIGN 
TRADE  DIVISION,  U.S.  CENSUS  BUREAU 

Mr.  Preuss.  Good  morning,  Mr.  Chairman.  I'll  go  ahead  and  get 
started  as  we  set  up  the  equipment.  I  remember  from  the  hearing 
in  Washington  that  you  do  have  that  heavy  gavel  and  like  to  keep 
things  moving.  So,  I  will  get  started. 

My  name  is  Dick  Preuss.  I  work  at  the  Foreign  Trade  Division 
of  the  Census  Bureau.  Often,  when  we  speak  to  groups  like  this, 
they  are  wondering  why  is  the  Census  Bureau  invited  to  a  meeting 
on  exports.  Most  people  are  aware  that  the  Census  Bureau  counts 
the  people  every  10  years  and  have  little  idea  what  we're  doing  the 
other  9  years. 


Well,  in  reality,  in  normal  years,  about  30  percent  of  the  Census 
Bureau  works  demographic  information.  The  other  70  percent, 
which  I'm  a  part  of,  puts  out  economic  statistics.  We  put  out  the 
information  on  housing  starts.  We  put  out  information  on  whole- 
sale/retail trade.  We  collect  the  information  for  the  Bureau  of  Labor 
Statistics  on  unemployment  numbers.  In  addition  to  those  things, 
we  also  put  out,  as  the  chairman  just  mentioned,  the  monthly  trade 
figures. 

We  work  very  closely  with  U.S.  Customs  in  collecting  the  import 
and  export  statistics  for  the  United  States,  As  you  re  probably 
aware,  anything  imported  into  the  United  States  or  exported  out 
of  the  United  States,  documentation  must  be  filed  with  Customs. 
On  the  import  side,  if  it's  valued  at  over  $1,250,  and,  on  the  export 
side,  if  it's  valued  at  over  $2,500,  documentation,  by  law,  must  be 
filed. 

Once  Customs,  on  the  imports,  they  collect  the  duties,  check  for 
quotas  and  so  forth,  they  are  basically  done  with  it.  They  forward 
that  information  to  the  Foreign  Trade  Division  of  the  Census  Bu- 
reau and  we  process  the  information.  On  a  normal  month,  we're 
processing,  on  the  import  side,  about  2  million  records,  and,  on  the 
export  side,  about  1.5  million  records.  So,  we're  doing  a  basic  cen- 
sus each  month  for  the  trade  statistics.  It's  not  like  the  rest  of  the 
Census  Bureau,  where  they  mail  out  a  questionnaire  and  they  wait 
for  the  respondent  to  fill  it  out  and  then  aggregate  the  data. 

In  order  to  get  anything  out  of  the  country  or  into  the  country, 
that  documentation  must  be  filed,  and  we  have  the  entire  universe 
for  those  statistics  and  publish  that  information  to  the  data  user 
public. 

On  the  import  side  of  those  in  excess  of  2  million  records  that 
we  process,  98  percent  of  those  records  we  receive  electronically. 
The  other  2  percent  is  actually  keypunched  in  a  field  office  that  we 
have  in  Jeffersonville,  Indiana.  On  the  export  side,  because  the  vol- 
ume for  the  minimum  value  is  at  $2,500  versus  the  $1,250  on  the 
import  side,  about  35  percent  of  those  1.5  million  records  come 
from  the  data  exchange  that  the  United  States  has  with  Canada. 
About  35  percent  we  receive  electronically.  On  the  export  side,  a 
good  30  percent  of  the  records  that  we  process  are  keypunched  in 
our  field  office  in  Jeffersonville,  Indiana. 

After  we've  processed  all  those  records,  they  are  run  through  a 
very  extensive  edit  program.  Anything  that  is  rejected  from  our 
edits  is  resolved  before  it's  included  in  the  monthly  trade  statistics. 
We  have  commodities  specialists  in  our  office  in  Washington  that 
resolve  these  rejects  by  calling  the  broker  or  the  importer  or  ex- 
porter, whoever  filled  out  the  documentation,  to  get  the  information 
right.  If  the  information  is  still  rejected  after  talking  to  the  broker, 
it's  excluded  until  we  can  get  it  resolved.  We  do  this  so  that  the 
statistics  that  we  put  out  are  as  accurate  as  possible. 

As  the  Congressman  said,  we  do  put  out  the  monthly  merchan- 
dise trade  report  after  all  the  data  collected  is  edited  and  reviewed 
and  so  forth.  This  report  normally,  and  I'll  do  that  in  quotes,  nor- 
mally comes  out  about  45  days  after  the  end  of  a  calendar  month. 
Because  of  some  circumstances  in  Washington,  our  schedule  was 
thrown  off  and  where  we  normally  would  be  releasing  the  Decem- 
ber figures  the  middle  of  this  month,  we  will  not  be  releasing  them 
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until  the  end  of  the  month.  We're  doing  everything  we  can  to  catch 
up. 

We  understand  that  foreign  trade  statistics  are  very  important  to 
people  and  they  depend  on  the  statistics  in  making  marketing  deci- 
sions. So,  we're  doing  everything  we  can  to  get  back  on  our  original 
schedule.  We  normally  would  have  released  our  1996  release  sched- 
ule back  in  November.  Because  of  the  circumstances,  and  I  don't 
need  to  go  into  those,  we  are  off  schedule.  We  hope  to  get  back  on 
track  with  the  release  of  March  statistics,  which  will  come  out  in 
April.  Again,  because  of  the  volume  that  we  have  to  keypunch  in 
our  field  office  in  Jefifersonville,  Indiana  and  the  fact  that  we  do  an 
entire  universe  survey,  it  takes  a  while  for  us  to  get  caught  up.  But 
we  hope  to  in  the  not  too  distant  future. 

Again,  after  everything  is  edited  and  reviewed,  we  put  out  the 
monthly  trade  figures.  For  those  of  you  that  grabbed  a  copy  of  the 
folder  that  we  left  out  in  the  front,  the  press  release  that  we  put 
out,  which  is  one  of  the  leading  economic  indicators,  is  on  the  front 
of  the  right-hand  side  of  the  packets.  That's  the  November  1995 
trade  figures.  Within  this  release,  we  publish  information  on  a  sea- 
sonally adjusted  basis,  on  a  not  seasonally  adjusted  basis,  constant 
hour  basis.  There's  a  lot  of  information  included  in  this  release. 

Of  the  other  economic  indicators  that  the  Department  of  Com- 
merce and  the  Census  Bureau  puts  out,  most  of  those  reports  are 

I  or  2  pages.  You'll  notice  that  this  release  is  30  pages  and  it  con- 
tinues to  grow  as  there  is  more  and  more  interest  in  the  trade  sta- 
tistics that  the  Census  Bureau  puts  out. 

All  of  the  bilateral  trade  information  that  you'll  see  in  the  report 
is  not  seasonally  adjusted  data.  That  is  actually  what  is  traded 
monthly  with  a  particular  country.  The  official  trade  numbers  that 
the  chairman  quoted  before  where  our  deficit  for  the  month  of  No- 
vember was  at  $7  billion,  and  I  should  mention  that's  a  deficit  on 
both  goods  and  services.  That  is  seasonally  adjusted  monthly  data. 
At  the  end  of  the  year,  the  official  trade  numbers,  the  seasonally 
adjusted  and  the  not  seasonally  adjusted  are  one  and  the  same. 

The  report  that  we  put  out  is  a  joint  release  between  the  Bureau 
of  Economic  Analysis  and  the  Census  Bureau.  The  Bureau  of  Eco- 
nomic Analysis  provides  the  service  information  within  the  reports 
and  the  Census  Bureau  provides  all  of  the  merchandise  or  goods 
information  included  in  the  reports. 

So  when  you  hear  that  the  U.S.  has  a  trade  deficit  for  the  first 

II  months  of  this  year  with  Japan  of  $55.8  billion,  that's  strictly 
in  U.S.  goods  trade  with  Japan,  and  that's  the  type  of  information 
that  comes  from  the  Foreign  Trade  Division  of  tne  Census  Bureau. 

Now,  we  can  tell  you  specifically  which  goods  we're  trading  with 
Japan  on  both  the  imports  and  exports  side.  All  the  data  that  is 
collected  by  the  Census  Bureau  is  based  on  the  harmonized  tariff 
schedule  on  imports  and  schedule  B  for  exports.  On  the  har- 
monized tariff  schedule,  there  are  16,000  individual  commodities 
that  statistics  are  collected  on  and  on  the  export  side  it's  just  under 
10,000  commodities. 

For  those  of  you  who  are  familiar  with  the  schedule  B  and  you 
don't  see  your  product  currently  listed  specifically  as  part  of  the 
schedule  B,  it  is  included  in  there  somewhere.  Every  good  is  in- 
cluded somewhere  within  the  schedule  B.  But  we  are  constantly 


updating  and  changing  the  schedule  B  according  to  changes  in 
technology,  requests  we  receive  from  data  users.  So,  if  you're  man- 
ufacturing a  product  and  you're  interested  in  exporting  that  prod- 
uct and  you  need  specific  information  for  your  particular  product 
and  you  don't  see  it  listed  specifically  in  tne  schedule  B,  you  can 
write  a  letter  to  the  Foreign  Trade  Division  of  the  Census  Bureau. 
We  will  review  that,  along  with  the  International  Trade  Commis- 
sion and  the  Customs  people  and  as  long  as  there  is  not  a  problem 
where  you  might  be  the  only  manufacturer  of  that  particular  good 
and  if  we  were  to  publish  that  information  —  or  it's  more  where 
we  run  into  problems  where  there  might  be  two  manufacturers. 

If  we  publish  the  information,  you  know  what  you're  currently 
exporting,  that  would  also  tell  you  what  your  competitor  is  also  ex- 
porting. The  Census  Bureau  is  very,  very  careful  about  confiden- 
tiality. As  we  were  listening  to  the  first  people  on  the  panel,  I  was 
feeling  a  little  bit  frustrated  in  that  a  lot  of  what  you  are  looking 
for  is  names  of  companies,  names  of  foreign  companies  and  domes- 
tic companies. 

All  of  the  information  that  we  put  out  is  commodity-based.  It's 
not  company-based.  But  we  can  tell  you  specifically  which  goods 
the  United  States  is  importing,  which  goods  we're  exporting,  to 
which  country.  We  have  information  on  both  quantity  and  value. 
You  can  work  up  unit  price  information  to  see  whether  you  can 
compete  in  existing  markets  or  whether  you  need  to  enter  new 
markets. 

But,  again,  the  information  that  we  make  available,  for  reasons 
of  confidentiality  —  and  this  is  true  not  only  for  imports  and  ex- 
ports, but  on  our  domestic  manufacturing  information,  where  we 
put  out  the  information  on  the  SIC  basis  and  so  forth  —  everything 
is  commodity-based  and  not  company-based.  So,  unfortunately, 
some  of  the  things  that  you  mentioned  with  the  first  panel  we  will 
not  be  able  to  help  you  with,  but  for  specific  commodity  informa- 
tion, we're  the  source  of  the  trade  statistics. 

Chairman  Manzullo.  Richard,  I'm  going  to  have  to  do  as  I  did 
in  Washington. 

Mr.  Preuss.  Yes,  sir.  I  will  also  mention  that  back  in  the  late 
'80's,  we  had  between  20  and  25  monthly  and  annual  publications. 
A  lot  of  those  publications  were  the  size  of  the  Chicago  city  phone 
book  or  larger.  They  were  very  hard  to  use.  They  did  not  meet  the 
specific  needs  of  the  data  user. 

So  starting  with  September  1989,  we  started  putting  out  two 
monthly  CD-ROM  disks.  There  is  one  disk  that  comes  out  each 
month  for  imports  and  another  disk  that  comes  out  for  exports. 
Since  our  audience  this  morning  is  primarily  interested  in  exports, 
we  have  a  copy  of  the  export  disk. 

Again,  this  disk  is  the  entire  database  for  the  United  States  for 
all  10,000  export  commodity  codes,  all  240  countries  we  trade  with. 
It  gives  you  information  as  to  whether  the  good  enters  the  United 
States  or  leaves  the  United  States  by  vessel,  air,  quantity,  value 
and  so  forth. 

We  have  some  very  simple  user-friendly  software  on  this  disk. 
We  make  this  available  at  over  1,200  depository  libraries  around 
the  country.  So,  they  are  for  the  data  user  to  use.  You  just  need 
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to  go  to  the  library,  ask  to  see  the  U.S.  import  merchandise  disk 
or  the  U.S.  export  merchandise  disk. 

Each  disk  has  current  month  and  year-to-date  information.  So, 
we  have  a  number  of  people  who  just  get  the  December  disk,  which 
gives  you  annual  totals.  We  have  some  people  who  get  it  on  a  quar- 
terly basis.  We  have  400  to  500  monthly  subscribers  to  the  disk 
who  are  interested  in  the  entire  database. 

Mr.  Orsini,  who  works  with  me  at  the  Bureau,  will  quickly  run 
through  the  software  that's  on  the  disk  just  to  give  you  a  flavor  as 
to  the  type  of  information  available. 

Mr.  Orsini.  Grood  morning.  I  finally  got  this  thing  set  up  right. 
Like  Richard  said,  the  disk  is  all  harmonized  code-based.  So,  if  you 
don't  know  your  harmonized  tariff  code,  you  could  either  scroll 
down  througn  the  2  and  the  4  and  the  6  digit  level  or  you  could 
enter  it  just  by  hitting  Fl  and  typing  in  your  10-digit  code. 

In  the  future,  we  will  have  some  commodity  look-up  software,  so 
you  could  type  in  a  word,  like  automobiles,  and  it  will  give  you  the 
codes  for  automobiles  and  you  could  choose  from  there.  That  addi- 
tion to  the  software  will  be  available  sometime  in  1996. 

So  we'll  just  scroll  down  through  the  2-digit  codes  here  and 
choose  a  10-digit  number  to  pick. 

Mr.  Preuss,  We  understand  there  are  a  number  of  manufactur- 
ers in  Rockford.  So,  we'll  get  down  to  that  to  show  you  the  kind 
of  information  on  there. 

Mr.  Orsini.  This  just  takes  you  through  the  different  levels  of 
the  harmonized  tariff  code.  It  will  go  through  a  2-digit  to  a  4-digit 
to  a  6  and  finally  to  a  10-digit  level.  At  the  6-digit  level,  for  both 
imports  and  exports,  they're  identical.  As  I  mentioned,  on  imports, 
there  are  16,000  codes.  On  exports,  there's  about  10,000  codes.  But 
at  the  6-digit  level,  imports  and  exports,  the  commodity  codes  are 
identical. 

Finally,  you  get  your  data  on  your  screen.  What  you  see  here  is 
the  current  month  data  for  this  particular  harmonized  tariff  code. 
You  see  a  breakout  between  the  domestic  exports  and  a  foreign  ex- 
port, a  foreign  export  being  something  that  was  not  produced  in  the 
United  States,  a  domestic  export  being  something  that  was  pro- 
duced or  grown  in  the  United  States. 

It  has  the  current  month  data  and  if  you  just  follow  the  instruc- 
tions along  the  bottom,  you  could  see  that  you  could  get  year-to- 
date  data  and  some  additional  detail.  If  we  hit  the  detail,  we'll  get 
a  listing  of  the  individual  countries  which  we  exported  this  particu- 
lar product  to.  If  you  choose  a  country,  you'll  get  the  region  within 
the  United  States  that  this  particular  product  went  out  of.  So,  this 
is  U.S.  exports  of  planing  machines  to  Mexico  through  Nogales  and 
you  can  see  that  there  is  none  for  November.  But  if  I  hit  a  page 
down,  it  will  show  me  some  year-to-date  statistics  and  it  will  show 
me  we  only  exported  one  at  a  value  of  $15,000. 

Now,  that's  basically  the  software  right  there.  This  is  what  a  li- 
brary could  use.  You  could  go  to  your  local  library  here  on  Rockford 
and  pull  this  disk  out  and  get  information  on  any  commodity  or  in- 
terest. 

Chairman  Manzullo.  Mr.  Orsini,  the  purpose  of  this  would  be 
to  indicate  to  the  user  what  competition,  if  any,  is  existing.  Is  that 
correct? 
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Mr.  Preuss.  Right.  It  would  list  all  of  the  countries  that  the 
United  States  is  currently  exporting  this  commodity  to  and  by  pro- 
viding you  the  quantity  and  value  information,  you  can  develop 
unit  price  information  to  see  whether  you  can  compete  in  this  exist- 
ing market,  whether  you  need  to  find  a  new  market.  But  it  will  list 
—  the  United  States  has  241  trading  partners  right  now  recognized 
by  the  State  Department  and  it  will  list  all  of  the  countries  that 
we  are  currently  trading  this  commodity  in,  quantity,  value,  wheth- 
er it  left  by  vessel  or  air. 

So  it's  the  entire  database,  in  this  case,  for  exports  for  the  United 
States  for  all  10,000  export  commodity  codes.  We  make  this  disk 
available,  again,  on  a  monthly  basis.  Right  now  we  have  almost 
500  monthly  subscribers  to  it. 

For  some  of  you,  though,  if  you're  not  interested  in  the  entire 
database  for  the  United  States  and  you're  interested  in  primarily 
focusing  on  specific  commodities  that  you're  manufacturing  and  in- 
terested in  exporting.  So,  again,  in  the  folder,  we  have  an  order 
form  for  one  other  thing  that  I'll  mention,  and  then  I'll  be  done.  It's 
for  computer  printouts  of  selected  commodities.  What  you  are  able 
to  do  here  is  you  select  up  to  10  schedule  B  numbers  that  you're 
interested  in  tracking  this  detailed  trade  information  and  for  $160 
a  year,  you  get  the  monthly  detailed  trade  statistics  for  these  10 
commodities  that  you  choose.  So,  again,  you're  able  to  use  this  to 
develop  your  strategy,  ft-om  which  countries  you  can  compete  in, 
which  countries  we're  currently  exporting  to. 

Right  now  we  have  about  2,300  subscribers  to  this,  because  it's 
an  idea  data  product,  very  inexpensive  for  those  manufacturers 
that  aren't  interested  in  this  entire  database,  but  just  interested  in 
the  specific  commodities  that  they're  either  importing  or  exporting. 

Chairman  Manzullo.  Richard,  this  database  is  found  at  the 
local  U.S.  Department  of  Commerce  here  in  Rockford.  Correct? 

Mr.  Preuss.  It's  available  at  all  of  the  depository  libraries  in  the 
United  States  that  have  CD-ROM  capability.  So,  right  now  we're 
providing  it  to  1,270-some  libraries  that  have  CD-ROM  capabilities. 
The  timing  of  this  is,  say,  the  November  numbers  were  released 
last  Wednesday.  Because  of  the  sensitive  nature  of  the  trade  statis- 
tics, we  can't  send  the  files  out  to  the  manufacturer  to  have  the 
disk  produced  until  the  numbers  are  released.  So,  normally  it's 
about  10  days  after  the  release  of  the  official  trade  numbers  that 
the  CD-ROM  disk  is  available. 

But,  now,  the  2,300  people  who  subscribe  to  this  service,  this  1- 
to-10  service,  where  you  specifically  select  the  commodities  that 
you're  interested  in,  that  information  is  produced  within  the  For- 
eign Trade  Division  of  the  Census  Bureau.  So,  on  the  morning  that 
the  numbers  are  released,  we  mail  out  the  2,300  subscriptions  to 
the  data  user. 

We  are  also  in  the  process  now  of  making  this  available  on-line, 
where  you  would  give  us  your  Internet  address  and  the  morning 
that  the  numbers  are  released,  we  would  send  this  information  out 
to  you  to  your  Internet  address,  so  that  you  would  receive  it  the 
morning  that  the  numbers  are  released. 

Chairman  Manzullo.  Appreciate  it.  Thanks,  Richard.  You're  into 
these  computers  and  we  were  in  our  office  fascinated  for  about  2 
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hours  going  through  the  different  mockups  as  to  products  manufac- 
tured here  in  the  16th  District. 

Before  I  introduce  Forrest  WilHams,  Doug  Thomas,  my  adminis- 
trative assistant,  is  going  to  be  passing  around  a  Httle  registration 
paper.  If  you  could  put  in  there  the  name  of  your  company,  the 
name  of  your  local  manager  or  CEO,  the  number  of  employees,  if 
you're  presently  exporting,  what  you  manufacture,  and  it  you  have 
any  particular  exporting  problems.  If  you  could  just  fill  that  out  as 
the  hearing  continues  this  morning,  that  will  help  us  out  in  trying 
to  identify  more  opportunities  for  exporting  here  in  the  district. 

Forrest,  why  don't  you  go  ahead. 

TESTIMONY  OF  FORREST  B.  WILLIAMS,  DIRECTOR  OF  OPER- 
ATIONS, ECONOMICS  AND  STATISTICS  ADMINISTRATION, 
DEPARTMENT  OF  COMMERCE 

Mr.  Williams.  Thank  you.  Congressman.  I  appreciate  the  oppor- 
tunity to  be  here  today.  I  am  Forrest  Williams.  I  am  also  with  the 
Department  of  Commerce.  I'm  with  an  agency  called  Stat  USA. 
We're  a  sister  agency  of  the  Census  Bureau.  We  like  to  feel  that 
we  complement  the  work  of  the  Census  Bureau  in  that  they  pro- 
vide primarily  statistical  data  on  merchandise  trade.  We  provide 
all  sorts  of  technical  information  or  textual  information  that  ranges 
from  the  information  on  the  NAFTA  to  how-to  guides  for  exporting 
to  market  research  reports,  and  these  are  all  provided  as  part  of 
something  called  the  National  Trade  Data  Bank,  and  that  is  what 
I  am  here  representing  today. 

The  National  Trade  Data  Bank  has  been  characterized,  the  CD- 
ROM  version  of  it,  as  the  most  popular  Grovernment  CD.  It's  avail- 
able in  virtually  all  the  Commerce  offices  and  a  good  many  of  the 
Federal  Depository  Libraries,  over  1,000  of  the  depository  libraries. 

What  I  wanted  to  be  brief  today  —  and  I'm  reminded  of  the  old 
adage  from  college  teaching  that  if  you  want  me  to  teach  do  a  2- 
hour  lecture,  I  don't  have  to  prepare.  But  if  you  want  me  to  make 
5-minutes  of  remarks,  I'll  have  to  work  on  it  for  about  8  hours.  I 
feel  that  way  now  and  want  to  be  sure  and  try  to  cover  everything 
in  just  a  few  minutes. 

So  what  I'd  like  to  do  today  is  show  you  a  few  things  that  you 
can  use  for  free,  or  practically  for  free,  that  will  help  you  in  getting 
involved  in  exporting. 

I  was  very  appreciative  of  the  remarks  of  the  panel  and  realize 
that  a  good  many  of  you  may  already  use  the  National  Trade  Data 
Bank.  How  many  people  here  already  use  the  National  Trade  Data 
Bank? 

Mr.  Williams.  Quite  a  few,  but  we  still  have  some  people  who 
aren't  convinced.  Well,  we're  going  to  look  at  a  couple  of  our  prod- 
ucts here  today.  First,  let  me  show  you  how  to  log  onto  our  on-line 
system.  The  user  ID  is  DEMO  and  the  password  is  MANZULLO. 
When  you  use  that  user  ID  and  password,  the  bill  for  this  session 
gets  charged  to  Congressman  Manzullo. 

Chairman  Manzullo.  Well,  thank  you  very  much  for  your  testi- 
mony. 

Mr,  Williams.  This  is  a  free  account  on  our  on-line  system,  the 
Economic  Bulletin  Board  (EBB).  The  main  thing  I  want  to  talk 
about  in  my  5  minutes  is  something  called  the  market  research  re- 
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ports.  These  are  collected  by  Grovernment  personnel  in  about  190 
embassies  around  the  world.  They  are  submitted  to  the  Inter- 
national Trade  Administration  in  the  Department  of  Commerce 
and  then  we  make  them  available  on  the  National  Trade  Data 
Bank. 

On  their  way  to  the  National  Trade  Data  Bank,  they  go  onto  this 
on-line  service  first  and  they  are  updated  there  every  day.  We're 
going  to  look  at  some  released  for  today.  The  diskette  that  you  can 
get  from  the  table  in  the  lobby  contains  some  free  software.  If  you 
have  a  computer  with  a  modem,  you  can  use  the  diskette  this  after- 
noon to  access  the  EBB  with  just  a  long-distance  phone  call.  The 
demo  account  is  free  for  a  couple  of  days. 

If  you'll  watch  the  screen,  first,  we  go  into  FILES  after  we  log 
on  and  then  we  go  into  AREAS.  There  is  a  category  for  export.  It's 
called  "trade  and  promotional  information."  You  type  T  for  that  and 
we  have  all  this  information  concerning  exporting  on  the  Economic 
Bulletin  Board,  which  is  updated  every  day. 

I  want  to  call  your  particular  attention  to  item  number  five, 
International  Marketing  Insights,  because  that's  an  area  that's  be- 
coming very  popular  with  customers.  Every  day  we  get  articles  like 
these  car  import  restrictions  in  Thailand,  the  prospects  of  selling 
PC's  in  New  Zealand,  a  big  airport  project  in  China. 

These  are  there  ports  that  just  came  in  yesterday,  February  13, 
I  looked  at  the  ones  for  Friday  this  weekend.  One  of  you  was  ask- 
ing about  projects  in  Brazil  this  morning.  There  is  an  article  on 
Brazil  on  the  screen.  To  look  at  the  article,  I  just  select  it  and  ex- 
pand it  on  the  screen  very  quickly.  You  can  see  here's  an  article 
on  a  project  in  Brazil  that  is  very  detailed.  Typically,  not  here,  but 
in  many  cases  there  will  be  names  and  addresses,  phone  numbers 
and  fax  numbers  of  people  in  the  foreign  countries  that  are  in- 
volved with  these  projects.  These  may  be  importing  U.S.  goods  and 
services,  and  these  are  good  business  contacts. 

What  you  can  do  is  you  can  go  through  and  look  at  all  these 
leads  very  easily,  just  the  way  I  did.  You  can  look  at  these  as  you 
page  through  and  mark  these  very  easily  for  downloading  by  nit- 
iing  the  space  bar.  You  can  mark  as  many  of  these  as  you  want. 
Again,  I  encourage  you  to  use  the  free  account  and  do  this  yourself. 

That  was  the  on-line  service,  called  the  economic  bulletin  board, 
which  has,  again,  the  trade  leads  on  them  every  afternoon.  I  would 
really  encourage  you  to  use  the  free  disk,  use  the  free  account,  try 
it  yourself,  practice.  I  apologize  that  we  lost  our  projector  —  I  also 
wanted  to  show  you  the  CD-ROM.  Some  of  you  may  want  to  try 
to  use  the  CD  rather  than  the  on-line  service. 

Chairman  Manzullo.  Forrest,  why  don't  you  —  let's  pretend 
that  we  don't  get  hooked  up  again  —  explain  to  the  folks  here  some 
of  the  things  that  they  could  have  seen  on  the  screen. 

Mr.  Williams.  Well,  what  I  intended  to  show  you  was,  again,  the 
market  research  reports  on  the  compact  disk.  The  way  you  do  that 
is  to  look  under  the  "source"  of  International  Trade  Administration 
and  you  would  see  a  number  of  program  areas.  One  of  those  areas 
would  be  market  research  reports.  There  would  be  about  10,000 
documents.  At  this  point,  you  could  do  something  like,  for  example, 
type  in  "machine  tools"  and  the  software  would  go  through  the  text 
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and  pull  out  all  the  documents  that  had  machine  tools  in  the  ref- 
erence. 

If  you  type  in  "fans  and  blowers,"  you  would  have  the  same  sort 
of  result.  In  fact,  Phil  asked  me  to  do  some  reports  for  some  con- 
stituents in  which  we  retrieved  industrial  fans  and  blowers  and  we 
extracted  about  80  reports  from  the  National  Trade  Data  Bank  on 
industrial  fans  and  blowers.  So,  there  are  a  tremendous  number  of 
different  market  research  reports  in  the  National  Trade  Data  Bank 
that  you  could  use. 

I  also  want  to  mention  that  I  have  copies  of  the  CD-ROM  with 
me  in  the  lobby.  They're  for  an  old  version  of  the  data  bank.  I'd 
be  glad  to  give  those  to  you,  if  you'll  see  me  later.  I  think  the  main 
point  I'm  trying  to  make  is  that  there  are  services  available  from 
the  Government  or  from  private  sources  that  are  very  inexpensive, 
in  some  cases  free,  and  all  it  takes  to  use  them  is  just  a  little  bit 
of  your  time. 

Remember,  you  can  use  this  on-line  service  this  afternoon  by 
using  the  free  diskette,  and  you  can  use  it  for  free.  You  can  use 
the  free  CD-ROM  this  afternoon  if  you  have  a  CD-ROM  player  on 
your  computer. 

I  would  encourage  you,  if  you  haven't  done  this,  to  take  advan- 
tage of  some  of  these  sources. 

Chairman  Manzullo.  I  guess  my  question  is  are  we  down  on  all 
of  our  electronic  equipment? 

Mr.  Williams.  We're  not  certain. 

Chairman  Manzullo.  Pardon? 

Mr.  Williams.  We're  not  certain. 

Chairman  Manzullo.  Or  is  it  just  yours? 

Mr.  Williams.  I  hope  it's  just  mine,  but  I'm  afraid  maybe  it's  not. 

Mr.  Preuss.  One  thing  I  would  mention  as  we  are  waiting  is  on 
the  press  release  that's  on  the  right-hand  side  of  that  folder  — 
again,  my  name  is  Richard  Preuss.  My  name  and  telephone  num- 
ber and  stuff  is  on  the  press  release.  If  you  have  any  questions  con- 
cerning the  actual  statistics  that  the  Government  collects,  please 
don't  hesitate  to  give  us  a  call.  As  you  look  through  the  folder,  you 
can  see  the  type  of  special  reports  that  we  can  provide  to  you. 

We  have  a  staff  in  Washington  that  works  exclusively  answering 
data  user  requests,  from  as  simple  as  how  many  bananas  we  im- 
ported from  Brazil  for  a  given  month  to  if  you  wanted  to  know, 
well,  Mr.  Preuss,  I've  noticed  that  the  trade  deficit  with  Mexico  has 
increased  this  year  as  a  result  of  increase  in  imports  and  decrease 
in  exports.  We  can  tell  you  at  the  industry  level  where  the  decrease 
in  exports  has  occurred  and  the  increase  in  imports  has  occurred 
or  we  can  provide  you  with  very  detailed,  specific  information  as 
to  which  specific  commodities  nave  increased  or  decreased.  So, 
please  don't  hesitate  to  use  the  services  that  we  can  provide  you 
with. 

Chairman  Manzullo.  Why  don't  we  go  on  to  the  next  panel? 
Forrest,  fortunately,  everything  you  were  going  to  demonstrate  for 
us  today  is  available  to  the  participants  here  to  simply  take  back 
and  hook  into  their  computer  with  a  modem. 

Mr.  Williams.  That's  right.  I  brought  extra  copies,  because  I 
knew  I  had  very  limited  time  and  I  think  the  value  of  a  lot  of  this 
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is  to  actually  try  to  get  in  and  use  it  and  see  what  works  for  you 
and  see  whether  it's  useful  to  you. 

Chairman  Manzullo.  We  appreciate  your  coming  up  and  appre- 
ciate your  patience.  This  reminds  me  of  that  old  TV  ad  when,  I 
think,  Betty  Forness  was  advertising  Westinghouse  refrigerators. 
Do  you  remember  that?  She  went  to  open  the  door  and  the  door 
didn't  open  and  she  kept  on  pulling  at  it.  Back  in  those  days,  ad- 
vertisements on  television  were  live.  So,  her  frustration  was  cap- 
tured on  film  for  eternity.  Appreciate  your  coming  here. 

Next,  Craig  Leonard  will  demonstrate  a  free  fax  hotline  for  basic 
trade  information  from  foreign  companies  expressing  an  interest  in 
your  product  to  market  conditions  abroad.  This  is  a  free  service. 
The  Export  Hotline  is  sponsored  by  several  large  companies,  in- 
cluding AT&T,  Peat  Marwick,  and  Delta  Airlines,  Businessweek, 
the  Journal  of  Commerce,  the  National  Association  of  Manufactur- 
ers, and  the  U.S.  Council  for  International  Business  in  cooperation 
with  the  Department  of  Commerce. 

TESTIMONY  OF  CRAIG  LEONARD,  ACCOUNT  CONSULTANT, 
AT&T,  REPRESENTING  THE  EXPORT  HOTLINE 

Mr.  Leonard.  I'm  Craig  Leonard  with  AT&T.  A  lot  of  you  are 
probably  wondering  what  I'm  doing  here.  We  are  a  lead  sponsor  for 
the  Export  Hotline  and  also  the  Trade  Bank.  As  mentioned,  it  is 
a  free  service  which  provides  a  lot  of  good  information  for  compa- 
nies looking  to  expand  to  new  markets.  The  Export  Hotline  is  a 
product  of  the  International  Strategies  Corporation  and,  as  men- 
tioned, it  is  a  free  service. 

It's  free,  it  is  instantly  obtainable  anytime,  anywhere,  and  that 
is  the  Export  Hotline  and  the  Trade  Bank.  A  lot  of  good  informa- 
tion can  be  achieved.  How  do  you  get  this,  everyone  is  probably 
wondering.  We  can  give  it  all  to  you  by  fax.  Now,  if  you  were  on 
the  computer,  you'd  see  a  nice  green  ball  and  all  that  good  stuff. 
However,  we  don't  have  that  luxury  here  today. 

Now,  when  you're  expanding  to  new  markets,  this  is  where  the 
Export  Hotline  really  comes  into  play.  The  Export  Hotline  is  basi- 
cally, if  you  think  about  it,  a  big  database  in  the  sky.  How  you  ac- 
cess it  is  essentially  you  dial  into  and  say,  hey,  I  want  this  code, 
this  code,  this  code,  and  it  will  send  it  right  to  your  fax  machine. 
So,  it's  a  free  service.  When  I  say  free,  there  is  no  charge  for  the 
information.  The  only  charge  incurred  is  the  charge  for  a  long-dis- 
tance call.  The  database  is  out  of  Boston,  Massachusetts.  So,  there 
is  that  charge  of  calling  out  there  and  having  the  information  come 
back  to  you. 

But  I  think  when  you  see  some  of  the  information  that  you're 
able  to  pull,  it's  really  a  small  price  for  what  you're  able  to  obtain. 

The  types  of  information  that  you  can  get  off  the  Export  Hotline. 
You  get  trade  barriers,  financing,  distribution,  there's  a  section  on 
business  etiquette,  which  is  sometimes  —  when  you're  looking  to 
go  over  to  a  country  for  the  first  time,  are  you  supposed  to  bow  to 
them  when  you  see  them,  are  you  supposed  to  say  yes,  is  that  ac- 
ceptable. You  go  into  all  of  this.  There's  really  some  great  informa- 
tion in  there. 

There's  a  section  for  key  contacts.  If  you're  looking  for  direct 
marketing  over  there,  they  have  that.  They  also  have  a  section  on 
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how  to  export,  which,  if  you're  just  beginning  and  you've  never 
done  it  before,  they  provide  a  checkhst  of  things  that  you  should 
look  at  before  you  make  a  decision  to  jump  into  an  overseas  mar- 
ket. 

You  can  discover  new  partners  with  the  Trade  Bank.  What  the 
Trade  Bank  does  is  provides  contacts  that  you  can  find,  inter- 
national and  domestic  trading  partners.  For  instance,  companies 
can  advertise  —  they  give  you  a  hard  copy  of  it  by  fax.  You're  also 
up  in  the  worldwide  web.  So,  if  you  dial  into  the  worldwide  web 
and  say,  hey,  I'm  looking  for  harmonized  code  7318,  you'll  see  all 
the  companies  listed  under  7318  that  are  currently  listed  at  the 
Trade  Bank.  I  believe  there  are  something  like  10,000  companies 
in  the  Trade  Bank. 

The  types  of  information  that  you  can  pull  off  the  Trade  Bank, 
all  kinds  of  information  on  10,000  companies,  international  busi- 
ness, you've  got  the  U.S.  Department  of  Commerce,  leads,  current, 
updated  twice  weekly.  If  you  look  for  that  type  of  information  in 
the  library,  through  the  hard  copies  and  things  of  that  nature, 
chances  are  you're  not  going  to  find  it. 

One  thing  I  want  to  add  is  the  Export  Hotline  uses  sources  — 
uses  Government  as  well  as  sources  that  are  not  available  in  the 
worldwide  web,  which  is  presented  in  a  format  so  that  you  can  get 
reports  on  all  the  countries  you  will  be  going  to. 

Getting  to  our  sponsors  and  how  we're  able  to  provide  this  for 
free  to  you.  Our  sponsors  —  we  have  national  sponsors,  regional 
sponsors  and,  also,  local  sponsors.  We've  got  Businessweek,  the 
Journal  of  Commerce,  National  Association  of  Manufacturers,  Unit- 
ed States  Council  for  International  Business.  We  also  have  had  a 
couple  new  ones  added,  which  we're  very  excited  to  have  on  the 
team  this  year.  We  have  added  United  Parcel  Service  for  1996,  as 
well  as  Inc.  Magazine.  So,  two  new  people.  They  all  have  under- 
writing service  and  the  sponsors  provide  all  the  information  free  of 
charge  to  you.  We  also  have  a  new  local  sponsor  for  1996,  which 
is  the  Chicago  Chamber. 

Now,  I  want  to  do  a  little  demo,  kind  of  a  dry  run  here  to  see 
what  can  this  really  do  for  us.  In  our  example,  we  have  ACME 
Company.  ACME  is  a  manufacturer  of  screws,  bolts,  nuts,  and 
washers,  made  out  of  iron  or  steel,  and  they're  located  in  Rockford, 
fictitiously. 

All  of  a  sudden,  here's  Larry,  Larry  gets  a  call  and  the  owner 
calls  and  says,  "Hey,  I  want  you  to  find  some  information  on  Ger- 
many. Should  we  be  exporting  to  Germany?"  Then  Larry  responds, 
"Do  you  want  me  to  find  out  if  we  should  export  to  Germany?"  I 
need  the  information  right  away.  Like  any  good  manager,  Larry 
has  people  underneath  him  who  he  knows  are  highly  trained  and 
able  to  achieve  anything  that's  sent  their  way. 

So  he  calls  Bob  and  says,  "Bob,  this  is  what  we  need.  We  need 
information  on  Germany.  What's  going  on?"  Bob  says,  "No  prob- 
lem." Now,  he's  heard  of  the  Export  Hotline.  He's  used  it  a  couple 
times.  He  knows  he  can  pull  information,  readily  available  anytime 
he  wants  it. 

So  what  does  he  do?  He  picks  up  the  handset  of  his  fax  machine 
and  dials  the  number,  which  is  617248,  it's  right  up  there,  and  he 
follows  the  voice  prompts.  It  will  prompt  you  right  through  what 
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you  need  to  do.  He  selects  —  it  will  ask  whether  you  want  English, 
French,  Spanish.  He  wants  English,  he  moves  on.  It's  going  to  ask 
you  for  your  registered  fax  number  and  your  fax  number  that 
you're  collecting  information  on  is  a  registered  fax  number  and  it's 
also  got  a  PIN  number.  So,  if  you  ever  see  Q's  on  there,  that's  the 
number  that  they're  looking  for. 

Now,  this  here  is  where  Bob  requests  information  on  Grermany 
on  the  different  reports  and  it  comes  in  user  standby.  Well,  user 
standby  is  you  can  registered  for  the  Export  Hotline.  It  basically 
has  your  company's  name  and  a  contact  name.  They  will  send  this 
to  you  and  it  comes  in  about  2  weeks,  2  to  3  weeks  time  to  get  it 
out  to  you.  That  doesn't  mean  you  can't  use  the  Export  Hotline  for 
2  to  3  weeks,  because  you  can  pull  all  the  information  that  you 
need.  You  can  pull  a  registered  fax,  as  well.  You  can  pull  all  the 
listings  and  it  shows  you  everything  that  you  can  achieve. 

On  Germany,  for  instance,  if  you  want  to  overview  Grermany,  you 
enter  23010,  it  will  give  you  an  overview  of  Germany,  provides  a 
map.  In  this  case.  Bob  wanted  a  report  under  23020,  which  is  ex- 
port issues,  and  he  wants  to  see  what's  going  on  with  that. 

So  what  does  Bob  do?  They  continue  with  the  process.  He  selects 
option  one.  He  enters  the  five-digit  code  for  the  information  he 
wants  and  he  can  select  up  to  two  documents  at  a  time.  So,  for  in- 
stance, if  he  wants  an  overview  of  Germany  and  then  he  wanted 
the  export  issues,  he  would  get  those  two. 

All  he  has  to  do  is  once  he  s  done,  the  computer  will  say,  OK,  you 
want  20101,  press  star  now.  Press  the  star  button  and  automati- 
cally the  report  starts  coming  in  across  his  fax. 

Here's  Mr.  Ackman.  He  says,  "Well,  that's  incredible.  What  does 
the  report  look  like?"  Lo  and  behold,  this  —  I'm  not  going  to  show 
you  the  whole  report.  This  here  is  on  the  export  issues.  In  the  ex- 
port issues,  it  covers  such  things  as  the  trade  barriers,  trade  regu- 
lations, the  trade  finance,  the  best  export  prospects,  intellectual 
property  rights.  This  report  here  is  nine  pages  long. 

Now,  the  other  part  of  the  report,  which  I  will  show  you,  is  the 
part  where  you're  coming  to  the  best  export  prospects.  We're  here 
in  1995.  At  a  quick  glance,  you  can  go  through  them  and  see,  well, 
wait  a  minute,  we're  in  screws,  nuts,  bolts,  how  did  they  do  last 
year.  Is  it  a  market  that's  already  capped  or  they  were  only  in  the 
25th  or  how  did  they  go.  It  gives  you  a  little  synopsis  here  as  to 
where  you  want  to  go  in  the  process  of  pursuing  different  avenues 
of  further  investigation  on  it. 

Now,  if  anyone  is  interested,  we  do  have  a  room  back  on  the  far 
side,  it's  room  number  164,  and  I  do  have  the  full  reports  all  print- 
ed out.  So,  if  someone  wants  to  see  exactly  the  information  that's 
in  those  reports,  I  do  have  them. 

Now,  Bob  wants  information  about  Brazil.  No  problem,  I've  got 
Bob  and  Bob  knows  what  he's  doing.  Let's  call  Bob.  Once  again. 
Bob  goes  through,  picks  up  the  handset,  dials  the  number,  fofiows 
the  voice  prompts,  selects,  enters  his  fax  number,  and  away  he 
goes. 

Now,  talking  about  harmonized  codes,  when  I  first  hard  of  har- 
monized codes,  I  said  what  the  heck  is  a  harmonized  code.  I  had 
no  idea.  So,  Export  Hotline  has  a  glossary  of  all  the  definitions  for 
all  the  trade  terms.  You  can  prompt  the  directory  of  the  dictionary 
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section  and  you  get  the  whole  thing,  the  glossary  section,  which 
has  all  the  terms,  what  they  are. 

For  instance,  the  harmonized  code  and  what  we  use  for  it  in  the 
Export  Hotline  is  —  it  consists  of  1,400  article  descriptions  and  it 
is  an  internationally  accepted  standard  since  1988.  So,  as  you're  ex- 
panding more  into  the  markets,  you'll  be  hearing  about  harmonized 
codes  and  you'll  know  what  it  is. 

Chairman  Manzullo.  Craig,  that's  fine.  We  appreciate  it. 

Mr.  Leonard.  I  do  have  some  more  here.  Just  real  quickly  here, 
I'll  show  you  a  quick  example  of  what  the  Trade  Bank  is  and  then 
I  can  go  from  there.  In  the  book  that  you  will  receive  when  you  reg- 
ister, which  is  this  book  here,  it  has  the  full  listings  of  all  the  har- 
monized codes.  For  our  customer,  the  question  —  you  can  see  very 
clearly  where  it's  got  the  red  mark  next  to  it,  7318.  This  is  a  har- 
monized code  for  screws,  bolts,  nuts,  washers,  et  cetera,  made  out 
of  iron  or  steel. 

Chairman  Manzullo.  So  a  company  simply  calls  you  and  then 
you  ship  that  book  to  them. 

Mr.  Leonard.  There's  a  couple  ways  you  can  do  it.  You're  calling 
up  the  International  Strategies  Corporation.  We  are  a  sponsor.  The 
people  will  get  it  sent  out  to  you.  However,  you  can  request  this 
right  across  the  fax  machine.  You  say  send  me  the  form,  the  reg- 
istration form. 

Chairman  Manzullo.  And  there's  no  charge  at  all  for  the  serv- 
ice. 

Mr.  Leonard.  The  only  charge  incurred,  like  I  said,  is  the  cost 
of  the  call.  So,  it's  nothing  more  than  a  long-distance  call  going  to 
Boston,  Massachusetts,  the  call  going  out  and  then  the  report  com- 
ing back  in. 

Chairman  Manzullo.  So  the  consumer  is  billed  for  the  long-dis- 
tance call  from  Boston  back  to  his  or  her  place  of  operation. 

Mr.  Leonard.  That's  correct.  That's  the  only  cost  incurred.  I  real- 
Iv  hope  that  you  people  do  get  a  chance  to  come  down  to  our  room, 
aown  to  164,  and  get  a  chance  to  look  at  the  report,  as  well  as  the 
report  on  how  to  export,  because  the  stuff  that  you're  going  to  see, 
there's  a  lot  of  information  there,  information  that  —  I  was  so  sur- 
prised. 

I  have  sold  this  before  where  it's  helped  customers.  I  had  never 
actually  used  it  before  I  started  preparing  for  it.  I  started  prepar- 
ing and  started  going  through  the  documents  and  seeing  what's 
there.  I  was  like,  wow,  I  never  knew  how  much  information  is 
available.  The  fact  that  it's  updated  twice  weekly,  it  really  is  a  good 
source. 

[Mr.  Leonard's  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Craig,  You  went  from  a  computer  dem- 
onstration to  an  overhead  demonstration.  I  appreciate  your  versa- 
tility. What  we're  going  to  do  now  is  thank  you  for  that  excellent 
demonstration. 

We're  going  to  take  about  a  5-minute  break  and  Bryant  College 
is  going  to  be  using  their  equipment  to  bypass  what's  here.  Then 
as  you  come  back  here,  we'll  be  all  set. 

The  next  panelist  is  Ray  Fogarty,  director  of  the  Rhode  Island 
Export  Assistance  Center  from  Bryant  College  in  Smithfield,  Rhode 
Island.  If  we  could  try  to  keep  our  timeline  to  10  or  15  minutes  as 
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much  as  possible  because  we  do  have  to  end  sometime.  I  appreciate 
your  being  able  to  get  the  information  together. 

If  those  of  you  in  back  can't  see  this,  you  might  want  to  spread 
out  just  a  little  bit,  if  the  projector  is  in  your  way.  Gro  ahead,  Ray. 

TESTIMONY  OF  RAYMOND  W.  FOG  ARTY,  DIRECTOR,  RHODE  IS- 
LAND EXPORT  ASSISTANCE  CENTER,  BRYANT  COLLEGE, 
SMTTHFIELD,  RHODE  ISLAND 

Mr.  FOGARTY.  Thank  you,  Mr.  Chairman.  First  of  all,  I'd  like  to 
thank  you  for  having  the  initiative  to  have  us  come  out  here,  be- 
cause I  think  that's  what  is  important,  to  get  out  into  the  districts 
and  to  meet  businesses  face-to-face  about  what  we're  doing  on  — 
basically,  today,  we're  talking  about  trade  information. 

For  those  of  you  who  don't  know  what  we  do,  we're  also  the 
World  Trade  Center  and  we  also  run  the  International  Services  of 
the  State  of  Rhode  Island,  with  a  State  Trade  Director.  So,  what 
we  do  is  apply  information.  We  do  trade  shows,  trade  missions, 
consulting  services,  training  programs,  and  I  also  chair  a  10-State 
regional  trade  task  force  on  trade  with  the  northeast,  working  to- 
gether to  increase  our  exports. 

I  believe  that  we're  in  a  partnership  with  the  Federal  Grovern- 
ment.  I  believe  that  with  what  we  do  today,  what  you're  about  to 
see,  with  the  International  Trade  Data  Network,  we  wouldn't  be 
here  without  the  National  Trade  Data  Bank,  their  services  and  all 
the  information  that's  collected.  That  is  crucial  information  for  our 
country  to  progress  in  trade  for  businesses. 

What  the  International  Trade  Data  Network  does  is  get  that  in- 
formation out.  We  package  it  in  a  way  where  it's  very  easy  to  use 
for  the  small  and  medium-sized  business  and  basically  for  any 
businesses.  We've  helped  the  largest  companies  in  the  State  of 
Rhode  Island.  We've  helped  the  AT  Crosspens,  if  you've  heard  of 
them.  Not  with  information  necessarily  in  their  particular  stand- 
point, but  with  contacts  that  we  may  develop  with  certain  people 
around  the  globe.  So,  we  try  to  apply  that  information  as  we  go 
along. 

What  we're  going  to  be  showing  you  is  some  of  our  site  software, 
as  well  as  our  on-line  bulletin  board  system.  We  also  have  an  on- 
line real-time  system,  which  we're  not  going  to  show  today,  but  we 
are  in  the  process  of  developing.  It's  just  about  done  now.  Basically, 
what  that  means  is  that  we're  taking  the  trade  information  from 
many  different  sources  and  putting  them  into  an  easy-to-use  soft- 
ware package.  So,  that  any  level  of  use  is  important  to  us,  from  a 
business  that  doesn't  have  any  computers  to  a  business  that's  very 
high  tech  as  far  as  their  own  computer  use,  and  we  try  to  assist 
them  not  only  in  giving  them  the  information,  but  applying  that 
data. 

As  you'll  see,  we're  directly  in  manufacturers.  We're  in  SBA  of- 
fices. We're  in  small  business  development  centers.  Chambers  of 
Commerce.  Score  representatives  use  our  data.  Different  colleges 
use  our  data  around  the  country.  We're  in  17  sites  in  Iowa.  UnK)r- 
timately,  I  would  like  to  tell  the  Chairman  we're  in  17  sites  in  Illi- 
nois, but  we're  not  yet.  But  hopefully  after  today  we  will  be.  Again, 
I  appreciate  the  invitation  to  show  what  we  do. 
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This  is  just  a  sampling  of  some  of  the  corporate  sponsors  that  we 
work  with.  What  we  try  to  do  with  them  is  to  promote  their  own 
products  internationally  when  we  work  with  them.  We  also  try  to 
work  with  them  as  far  as  developing  their  own  export  plans.  But 
we  do  rely  on  a  nongovernmental  match  of  $2-to-$l  dollars,  where 
we  go  to  the  corporate  side  and  we're  partners  with  the  corporate 
sector. 

This  system  is  built  by  people  who  come  in,  who  are  manufactur- 
ers who  want  to  sell  their  products.  They  tell  us  what  information 
they  want  to  see  on  the  system  and  how  they  want  to  access  it  and 
how  they  want  it  changed. 

I'll  give  you  one  quick  example,  if  you  can  read  that  from  here, 
of  what  our  benefits  of  the  system  are.  I'll  give  you  a  very  quick 
example.  We  had  a  snail  salad  manufacturer  in  the  State  of  Rhode 
Island  who  said  I'm  trying  to  make  payroll.  I  have  a  $1.2  million 
budget  and  I  don't  know  if  I  can  make  payroll  on  Friday.  So,  how 
can  I  consider  international  trade?  We  got  him  information.  Some 
people  say  the  top  leads  from  Commerce  are  worthless. 

Well,  they're  not  worthless.  What  you  have  to  do  is  work  with 
the  medium-sized  and  smaller  business  through  a  long  period  of 
time;  not  just  give  them  the  information,  but  stay  with  them  for 
a  long  period  of  time.  In  this  particular  case,  after  4  years,  the 
snail  salad  producer  had  a  $300,000  sale  to  Canada.  What  that 
made  them  think  about  was  if  I  can  sell  in  Canada,  I  can  sell  in 
New  Jersey. 

Before  they  started  into  the  global  market,  they  started  to  think 
that  they  couldn't  sell  outside  of  the  State  of  Rhode  Island.  This 
just  broadened  their  horizons.  They're  now  a  $5  million  company 
and  the  CEO  does  a  lot  of  buying  and  selling  of  seafood  products 
worldwide  now  and  he  has  become  computer  literate  himself,  which 
we  assisted  in  that  process,  also. 

So  I  think  it's  important  to  note  and  give  some  examples.  It 
doesn't  have  to  just  be  the  larger  companies  or  the  medium-sized 
companies  which,  in  our  State,  are  sometimes  the  larger  companies 
in  other  States.  We  can  work  with  the  large  to  the  very  small  and 
it's  important  to  take  them  through  the  process  in  trade,  I  think. 

These  are  some  of  the  States  that  we're  in.  We're  in  22  States 
right  now.  As  I  said,  this  is  a  partnership.  We  don't  look  at  the 
other  States  as  this  is  our  data  system  and  they're  using  our  sys- 
tem. We  look  at  it  as  —  the  Georgia  International  Trade  Informa- 
tion System,  for  example.  They  have  60  sites  in  Georgia  now  where 
they're  using  our  data.  It's  called  the  Georgia  International  Trade 
Network.  It's  not  called  the  Rhode  Island  International  Trade  Data 
Network  in  Georgia.  We  think  that's  very  important  for  Georgia; 
not  just  because  Newt  Gingrich  is  the  Speaker  of  the  House,  but 
because  we  feel  that  people  should  be  able  to  feel  like  they're  part 
of  the  whole  process  of  fostering  trade  relationships  from  their  own 
home  State,  whatever  the  State  or  territory  or  region  is  that 
they're  dealing  with.  We  believe  that  very  much. 

I  do  have  to  make  one  statement  that  in  my  particular  job  now, 
I  get  as  much  satisfaction  as  working  with  a  company  from  another 
State  as  I  do  Rhode  Island.  I  like  to  hear  about  the  Iowa  examples 
of  where  they've  made  international  sales  by  using  our  data.  Again, 
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it's  not  our  data.  It's  the  Federal  Government's  data  that  we're  just 
packaging  and  getting  out  in  a  partnership  way  with  them. 

So  I  think  it's  important  to  support  the  information  system  of  the 
Department  of  Commerce  congressionally.  I  think  that  s  one  of  the 
vital  things  that  I  could  probably  say  today  to  the  Congressman. 
Without  that  base  information,  we  wouldn't  be  talking  and  a  lot  of 
other  people  wouldn't  be  talking  about  the  next  steps  of  applying 
that  trade  data.  A  lot  of  countries  are  much  more  sophisticated  in 
what  they  do  to  assist  their  small-  or  medium-sized  businesses 
than  we  are  as  a  country,  but  I  believe  that  we're  getting  there, 
again,  in  our  public-private  partnership  way. 

I'd  like  to  now  ask  Carl  just  to  show  some  of  that  information 
and  how  he's  programmed  the  information.  Again,  it's  important 
for  a  small  business  person  to  be  able  to  get  that  information,  ac- 
cess it,  get  on  the  system,  get  off  the  system,  and  then  apply  the 
data.  So,  our  system  is  basically  a  database  system  where  you'd 
have  it  in-house  on  your  hard  drive.  You  can  access  it  through  your 
hard  drive  and  network  it  throughout  vour  cornpany,  if  you  would 
like,  so  that  information  can  get  applied  on  a  daily  basis. 

Carl  is  going  to  show  you  just  some  of  the  information  and  I'll 
be  able  to  take  questions  at  the  appropriate  time.  Thank  you  for 
allowing  us  to  come,  again.  Congressman. 

[Mr.  Fogarty's  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Carl,  you  have  to  state  your  name  for  the 
record. 

Mr.  Anderson.  My  name  is  Carl  Anderson,  C-a-r-1. 

Chairman  Manzullo.  That  was  just  in  case  you  didn't  know  how 
to  spell  Carl. 

Mr.  Anderson.  With  a  K  or  a  C.  First  of  all,  Ray,  being  from  the 
east  coast,  he  was  mentioning  snail  salad.  That's  not  snails  that 
most  people  think  of  That's  conk  salad.  It's  a  seafood  salad.  I  just 
wanted  to  clear  that  up. 

Chairman  Manzullo.  Thank  you. 

Mr.  Anderson.  Basically,  as  Ray  had  mentioned,  what  we  do  is 
we  take  information  from  a  variety  of  sources  and  we  trv  to  put 
it  into  a  format  that  makes  it  accessible  for  the  smaller  business 
user  or  the  people  who  are  really  nontechnical,  that  don't  have  a 
large  MIS  staff  or  technical  staff  in  their  shop.  A  lot  of  the  people 
who  actually  produce  the  data,  I  ^ess.  Department  of  Commerce, 
Census,  so  forth  and  so  on,  you  just  see  a  different  viewpoint  of 
how  easy  it  is  to  integrate  all  of  these  sources  in  one  spot. 

Initially,  when  we  started  off,  we  started  off,  we  were  dealing 
with  trade  leads.  As  Ray  had  mentioned,  a  lot  of  people  sav  trade 
leads  aren't  that  great.  Well,  that's  not  true,  because  it's  still  a  con- 
tact point.  Even  the  age  of  a  trade  lead  isn't  really  important.  You 
might  make  a  complimentary  product.  For  example,  if  you  see  a 
trade  lead  for  computers,  that  trade  lead  might  be  filled.  On  the 
other  hand,  you  might  make  printers  and  sell  supplies  for  comput- 
ers. So,  you  wouldn  t  want  to  contact  that  company  anyway.  So,  it's 
a  ready-made  mail  list  and  it's  very  specific  and  targeted. 

What  we  do  on  this  whole  system  —  you  always  see  that  there 
are  three  buttons  down  at  the  bottom.  One  is  about  like  the  —  this 
deals  with  the  sources  of  information  and  help  is  just  what  it 
means.  I  don't  know  what  to  do,  so  what  do  I  do  next.  There  are 
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different  ways  of  searching  through  the  system.  We  can  go  from 
very  generahzed  searches,  all  countries,  down  to  specific  countries 
or  regions.  We  have  two  sets  of  data  —  current  leads,  which  are 
2-day,  and  historic  leads,  which  might  be  up  to  a  year  old.  These 
are  the  different  search  methods  here. 

I'll  just  show  you  how  easy  it  is  to  use  this.  You  can  go  in  a  very 
generalized  search  by  picking  a  product  category,  saying  that,  yeah, 
I'm  done.  You'll  notice  the  little  green  light  is  ready  here.  That  tells 
you  that's  all  you  have  to  do  to  begin  the  search  on  the  system. 

One  of  the  things  that's  unique  about  the  system  is  that  trade 
leads  are  actually  searched  in  multiple  data  sets.  This  includes  the 
top  system,  from  Commerce,  foreign  agricultural  service  leads, 
World  Trade  Center  leads,  National  Marine  Fisheries,  so  forth  and 
so  on.  What  we  actually  do  is  take  this  data  from  all  these  different 
sources  and  put  it  into  a  consistent  format. 

We  also  use  a  type  of  a  card  catalog  concept,  which  is  much  like 
you'd  find  in  a  library,  because  most  people  are  familiar  with  it. 
This  just  brought  up  the  first  card  in  the  set  and  you  can  see  down 
here  there  is  a  trade  lead  from  the  World  Trade  Center  and  here 
is  one  from  Commerce.  Now,  to  actually  go  out  and  take  a  look  at 
this  trade  lead,  all  you  have  to  do  is  hit  the  view  key  here  and  then 
you're  done.  So,  in  a  matter  of  three  or  four  clicks,  you  actually 
have  the  data  in  front  of  you. 

This  is  an  example  of  a  U.S.  Department  of  Commerce  trade 
lead,  for  those  of  you  who  have  not  seen  these. 

One  of  the  things  we  feel  is  important  are  the  market  research 
reports,  as  some  of  the  prior  speakers  have  indicated.  What  we  do 
is  we  put  all  of  the  different  agency  reports  into  an  area  called 
country-specific  reports.  Again,  we've  tried  to  make  this  simple,  put 
it  into  a  concept  people  can  understand.  You  see  background  notes. 
This  file  contains  reports  from  the  State  Department,  U.S.  Depart- 
ment of  Commerce,  CIA,  labor  trends,  that's  Department  of  Labor, 
food  market,  that's  Department  of  Agriculture.  So,  all  of  these  dif- 
ferent sets  of  data  are  in  one  place  in  a  concept  that  people  can 
deal  with. 

One  of  the  newer  consolidated  type  of  reports  that  Commerce 
puts  together  is  what  are  called  commercial  guides.  Again,  you'll 
notice  how  easy  this  is  to  use.  You  just  go  down  the  list  and  select 
whatever  country  interests  you.  I  just  click  done.  Again,  it  divides 
it  up  into  specific  categories  or  actually  chapters  from  this  report 
and  you  just  click  on  the  ones  that  are  of  interest  to  you,  then 
you're  done  and  then  you  go  out  and  it  will  put  the  report  together 
for  you. 

It's  a  tightly  integrated  system  because  of  the  fact  it's  Windows- 
based.  At  this  point,  for  example,  if  you  were  dealing  with  some- 
body else  on  the  phone,  if  you  were  a  client,  for  example,  and  they 
wanted  this  information,  the  only  thing  you'd  have  to  do  at  this 
point  is  actually  select  where  you  want  to  send  the  report  to.  If  you 
happen  to  have  a  fax  modem  on  your  system,  it  will  fax  it  out  di- 
rectly from  inside  the  program.  So,  it's  very  simple. 

Chairman  Manzullo.  Carl,  is  your  system  available  to  people 
who  want  to  subscribe  on-line  or  must  you  have  a  base  that  is  set 
up  in  each  State? 
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Mr.  Anderson.  Actually,  there  are  a  number  of  different  ways 
that  we're  distributing  this  information  system.  One,  we  do  have 
an  on-line  bulletin  board  system,  similar  to  what  Commerce  was 
demonstrating  earlier.  The  other  thing  that  we  have  is  we  distrib- 
ute this  on  CD.  The  third  way  of  distribution  that  we're  going  to 
be  doing  probably  within  a  month-and-a-half  or  so  is  we  will  have 
a  real-time  live  system.  So,  if  people  don't  have  a  lot  of  hardware 
in  front  of  them,  all  they  need  is  a  modem  to  actually  dial  into  our 
system. 

So  generally  we  try  to  service  it  from  all  different  directions. 

Chairman  Manzullo.  Do  you  have  an  idea  as  to  the  cost  of  the 
services? 

Mr.  Anderson.  Do  you  want  to  take  that  one,  Ray? 

Mr.  FoGARTY.  Yes.  He  always  looks  at  me  when  it  says  cost. 

Chairman  Manzullo.  They  usually  look  at  the  Congressman 
when  they  say  cost. 

Mr.  FoGARTY.  We  have  a  contract,  for  example,  with  the  State 
of  New  Hampshire  where  they  give  us  $5,000  and  they  have  access 
to  our  data.  But  they'll  get  that  information  out  fi-ee  to  businesses 
in  New  Hampshire.  In  one  PC  alone,  they  had  1,000  businesses  ac- 
cess the  information  on  a  free  basis. 

So  our  way  of  working  with  businesses  in  different  States,  who- 
ever we're  working  with,  is  to  get  the  information  out  on  a  sub- 
scription basis.  So,  that  when  we're  dealing  with  a  small  business 
person,  we  only  charge  them  $500.  They  nave  full  access  to  the 
data.  There  are  no  on-line  charges.  There  are  no  charges  after  that. 
We  deal  with  businesses  maybe  for  a  year  or  two,  where,  if  thev 
don't  have  the  means  or  the  computer  wherewithal  to  do  it,  we'll 
do  the  searches  for  them.  We'll  send  the  information  out.  We  be- 
lieve it's  already  been  paid  for  by  the  Federal  Grovernment. 

Chairman  Manzullo.  That's  $500  a  year.  Is  that  correct? 

Mr.  FoGARTY.  That's  $500  a  year  to  have  our  system. 

Chairman  MANZULLO.  Then  you  do  the  search, 

Mr.  FoGARTY.  No.  For  them  to  actually  have  it  in-house  in  their 
business.  They  can  network  it  to  48  PC's,  if  they'd  like  to.  What 
we're  trying  to  do  is  to  get  it  out  whatever  way  electronically  it 
would  be  most  convenient  to  the  user. 

Chairman  Manzullo.  So  Chamber  of  Commerce  or  an  SDDC 
could  contract  with  you  and  the  people  would  come  there. 

Mr.  FoGARTY.  Chamber  of  Commerce,  for  example,  in  Rhode  Is- 
land pays  us  $1,000.  They  mail  out  information  on  a  proactive  way 
to  160  companies  weekly  and  they're  scrolling  every  single  day. 

So  ultimately,  whatever  their  entire  network  is,  it's  like  2,400 
chamber  members,  they  have  access  to  that  data  on  a  free  basis. 
They  can  come  in  and  use  it.  At  our  own  college,  we  have  eight 
work  stations  where  businesses  can  come  in,  we'll  train  them  on 
the  system,  they  can  come  in  and  use  it  if  they  don't  have  the  nec- 
essary equipment. 

So  there  are  various  ways  and  we  work  with  whatever  State 
we're  working  with,  depending  on  their  own  funding  mechanisms. 
I  just  want  to  say  that  after  the  $5,000  per  site,  we  then  go  down 
to  $1,000.  The  theory  behind  that  is  we  support  the  $5,000  site, 
say,  in  Greorgia.  They  then  get  it  out  to  another  59  sites  at  $1,000 
apiece.  So,  they  have  an  exact  duplicate  of  the  system  in  60  sites 
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in  Georgia.  So,  it's  60  times  what  we  would  see  to  be  as  many  as 
1,000  companies  using  the  system  for  free.  A  lot  of  it  is  privately 
funded  or  quasi-publicly  funded  or  businesses  will  pay  for  the  data. 
But  for  the  most  part,  most  of  the  States  give  the  data  away  for 
free. 

Chairman  Manzullo.  Ray,  do  you  have  a  room  that  is  set  up? 

Mr.  FoGARTY.  Yes,  we  have  a  room.  Unfortunately,  they  told  me 
to  remember  the  room  number,  but  I  didn't. 

Chairman  Manzullo.  But  it's  directly  out  by  the  front  desk.  So, 
that  anybody  who  has  any  inquiries  could  just  stop  by  the  room. 

Mr.  FoGARTY.  Yes. 

Chairman  Manzullo.  We  only  have  a  few  minutes  left.  Are  you 
almost  done,  Carl? 

Mr.  Anderson.  Yes.  I'll  do  another  2  or  3  minutes  so  we  can 
keep  things  moving  and  go  into  the  back  room. 

Chairman  Manzullo.  That  will  be  fine. 

Mr.  Anderson.  Just  a  couple  of  other  quick  areas.  We  will  be  in 
the  back  room  later  on,  so  you  can  actually  get  hands-on  and  go 
through  the  whole  system  here.  There  are  a  lot  of  other  types  of 
reports,  some  of  which  Commerce  had  mentioned.  Again,  this  is  a 
different  way  of  viewing  them. 

These  are  called  industry  reports.  There  are  about  2,800  or  2,900 
on  this  computer  here.  These  are  very  industry-specific  reports, 
where  it  goes  into  detail  of  how  to  market  your  product,  what  the 
competitive  situation  is,  how  receptive  another  country  is  to  your 
product  line,  economic  statistics,  and  basically  how  to  actually  get 
into  the  marketplace  in  a  particular  country  by  a  particular  prod- 
uct. 

Mr.  FoGARTY.  You  can  press  a  button  and  a  40-page  report  will 
print  and  then  you  can  duplicate  that  around  your  company  and 
say  this  is  the  industry  we're  targeting,  this  is  the  country  we're 
targeting,  and  get  that  information  out  to  them  in  a  real-time 
basis. 

Mr.  Anderson.  This  is  another  way  of  viewing  international 
market  insight  reports.  I'll  just  do  this  very  quickly.  You  would  ac- 
tually do  a  key  word  search  and  just  type  in  I'm  interested  in  any- 
thing to  do  with,  like,  widgets  and  it  will  go  out  and  search  the 
whole  data  set  to  find  those.  But  just  to  give  you  an  idea  of  how 
it  works  here. 

You  can  go  in  and  select  whatever  it  is  of  interest  and,  again,  it 
brings  it  up  into  a  card  catalog  type  of  situation,  where  you  can  ac- 
tually go  out  and  view  this  particular  report.  That's  the  actual  in- 
sight report  there. 

We  also  have  the  entire  harmonized  system  on  here.  So,  if  you 
don't  know  what  your  harmonized  code  is  oryour  SIC  code,  you  can 
go  out  and  find  it  through  a  number  of  different  ways  or  you  can 
go  in  and  type  the  product  specifically  or,  again,  you  can  bring  up 
a  list.  Say,  for  example,  I'm  in  the  appliance  industry  and  this  will 
actually  go  out  and  find  all  specific  codes  that  pertain  to  this  par- 
ticular product  line. 

Mr,  FoGARTY.  What  we're  also  going  to  do,  for  anybody  in  the  au- 
dience, if  you  give  us  a  business  card,  we're  going  to  work  with  you 
and  send  you  a  packet  of  information.  We're  going  to  have  re- 
searchers research  the  data  and  mail  it  out  to  you  so  that  you  get 
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some  —  a  packet  of  pertinent  information  toward  your  business. 
So,  you'll  be  able  to  do  that. 

We're  also  going  to  have  the  on-line  system  for  a  year  available 
to  anyone  in  uie  audience,  because  we  believe  it's  important  for  you 
to  test  out  the  information,  work  with  the  data.  But  we'll  also  do 
specialized  research  for  you  over  the  next  2  weeks  and  then  mail 
that  out  to  you.  So,  all  you  have  to  do  is  give  us  a  business  card. 

Chairman  Manzulix).  Thank  you,  Bryant  College.  Appreciate 
your  taking  the  time  and  setting  up  the  equipment.  Our  next  pan- 
elist is  Mary  Ann  Boukalis,  who  is  vice  president  of  Global  Trade 
Information  Services.  Mary  Ann,  you  came  in  from  Washington. 

Ms.  Boukalis.  Yes,  I  came  in  from  Washington. 

Chairman  Manzullo.  Appreciate  that  very  much.  Now,  do  you 
need  overhead  equipment? 

Ms.  Boukalis.  The  Rhode  Island  people  have  been  very  kind  and 
are  letting  us  use  their  projector. 

Chairman  Manzullo.  Great. 

TESTIMONY  OF  MARY  ANN  BOUKALIS,  VICE  PRESIDENT, 
GLOBAL  TRADE  INFORMATION  SERVICES,  INC.,  WASHING- 
TON, DC 

Ms.  Boukalis.  My  name  is  Mary  Ann  Boukalis  and  I'm  vice 
president  of  Global  Trade  Information  Services.  If  the  projector 
doesn't  work,  I  would  refer  everybody  to  our  testimony,  because  I 
put  in  it  tables  which  I'm  going  to  show  on  the  screen. 

I  would  also  like  to  identify  Russell  Patterson,  who  is  our  produc- 
tion manager,  who  is  going  to  be  working  the  computer  for  us. 

Global  T^ade  Information  Service  is  a  South  Carolina-based  mar- 
ket research  and  economic  consulting  firm  which  designs  and  mar- 
kets international  trade  software.  I  am  pleased  to  be  here  to  de- 
scribe how  our  company  can  be  helpful  to  small  businessmen  in 
this  area. 

Our  software  is  called  the  World  Trade  Atlas  CD-ROM  and  was 
designed  to  take  merchandise  trade  data  from  the  Bureau  of  Cen- 
sus, people  you  already  heard  from,  and  to  make  it  into  a  more 
useful  research  and  marketing  tool  for  businessmen  and  Govern- 
ment policymakers  alike. 

What  I'd  like  to  do,  Congressman,  with  your  permission,  is  to  ask 
that  my  full  statement  be  put  into  the  record. 

Chairman  Manzullo.  That  will  be  fine. 

Ms.  Boukalis.  So  that  we  can  cut  to  the  quick.  I  think  what's 
most  interesting  for  people  is  to  see  how  our  software  works.  What 
we've  tried  to  do  with  our  software  is  to  let  the  computer  do  what 
it  can  do  best  so  that  the  analyst  can  do  what  he  or  she  can  do 
best.  So,  we've  taken  a  lot  of  the  initial  steps  that  one  would  take 
if  they  were  working  with  raw  import  data  or  export  data  and  let 
the  computer  process  it  in  a  way  to  focus  in  very  quickly  and  easily 
on  what  should  be  target  markets. 

For  instance,  if  you  were  working  with  the  raw  data,  you  would 
have  to  identify  your  Harmonized  Tariff  Schedule  number,  and  I 
would  encourage  all  of  you,  if  you're  not  working  with  a  Har- 
monized Tariff  Schedule  number,  to  do  so.  You'll  get  a  lot  more  de- 
tail and  data  in  the  harmonized  tariff  schedule  than  you  will  in 
SIC  codes,  for  instance.  Then  you  would  have  to  rank  potential  ex- 


26 

port  markets  according  to  the  value  to  the  trade  and  calculate  the 
percent  increase  and  decreases  of  trade  of  potential  export  markets 
over  a  time  series.  After  that,  you  have  to  compute  the  average 
value  of  the  trade  by  country  on  each  commodity  of  interest  and 
then  cumulate  the  data,  and  so  forth. 

What  we'd  like  to  do  here  is,  first  of  all,  to  show  you  the  first 
screen.  Our  software  is  on  CD-ROM.  Notice  that  the  screen  shows 
U.S.  exports  for  a  3-year  time  period.  This  happens  to  be  year-to- 
date  data,  and  you  can  see  January  through  November  trade  1993, 
1994,  and  1995.  If  you  wanted  to,  you  could  look  and  see  monthly 
data  for  November  —  monthly  November  1993,  1994,  and  1995  or 
you  could  see  calendar  year  data  for  a  3-year-period.  So,  you  have 
three  different  time  periods  that  you  can  look  at  data  in. 

You  might  also  notice  that  on  the  same  CD,  we  have  U.S.  export 
information,  U.S.  import  information,  and  balance  of  trade  informa- 
tion. If  you  are  an  exporter,  you  should  remember  that  you  can 
learn  a  lot  about  your  potential  competitors  in  the  global  market 
by  looking  at  the  import  data,  and  that's  why  we've  included  it  all 
in  one  CD-ROM  product  for  you  to  look  at. 

Now,  on  the  first  screen  you  see  country  trade  ranked  according 
to  its  dollar  volume  in  each  market.  So,  you  can  see,  for  instance, 
that  Canada  is  our  number  one  customer  for  our  exports  and  you 
can  see  it's  $116  billion  worth  of  trade  in  the  1995  period  and  the 
trade  is  up  considerably  over  the  same  period  last  year.  So,  that 
you  can  look  at  trade  by  country  or  you  can  look  at  trade  by  prod- 
ucts. 

Since  I  think  most  of  the  people  here  seem  to  have  an  interest 
in  machine  tools,  let's  go  and  look  at  trade  by  product.  Let's  look 
at  trade  by  product  first  on  the  world.  Now  you  can  see  all  products 
at  the  two-digit  level  of  the  Harmonized  Tariff"  Schedule  which 
we're  exporting  and  see  that  our  number  one  export,  right  at  the 
top,  is  machinery  and  you  can  see  what  our  machinery  exports  are. 

Our  machinery  exports  are  increasing  dramatically,  and  I  think 
that's  very  interesting  and  very  good  news.  I  think  U.S.  business- 
men are  becoming  better  exporters. 

Now,  what  I've  tried  to  do  is  to  identify  a  product  here,  and  it's 
an  arbitrary  kind  of  thing.  I  should  tell  you,  first  of  all,  I  know 
nothing  about  machine  tools.  I'm  a  trade  analyst.  But  I've  picked 
up  a  product  arbitrarily  and  the  first  thing  you  would  do  is  if  you 
were  interested  in  identifying  a  Harmonized  Tariff  Schedule  num- 
ber, you  would  go  to  our  lexicon. 

We  might  look  at  the  word  tools  first.  Type  in  the  word  tools. 
Now,  what  that  will  do  is  identify  —  you  can  see  on  the  other  side 
all  HS  numbers  down  through  the  six-digit  level  of  the  Harmonized 
Tariff  Schedule  that  are  described  using  the  word  tool.  So,  you  can 
see  that  most  machine  tools  are  either  in  the  two-digit  84  number 
or  the  two-digit  82  number.  So,  we  see  that  metal  tools  and  cutlery 
is  82  and  machinery  is  84. 

Now,  I  have  picked  one  arbitrarily,  which  is  pneumatic  rotary 
machine,  hand  tools  for  metalworking  to  look  at  in  detail.  Don't  ask 
me  how  I  picked  it,  but  I  picked  that  out  of  the  group.  So,  we  have 
to  identify  that.  Using  our  lexicon  for  instance,  type  in  the  word 
pneumatic,  and  you  could  find  it  very  quickly.  You  can  get  to  your 
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Harmonized  Tariff  Schedule  number  very  quickly  on  what  you 
want  to  see.  Can  you  identify  it  there?  You've  got  it. 

Now,  let's  go  back  into  machinery,  and  find  the  4-digit  number 
and  down  through  to  the  10-digit  number  on  this  produce.  So,  we 
know  that  the  4-digit  number  is  8467.  Now,  if  we  wanted  to  go 
down  to  the  next  6-digit  level,  we  press  enter  and  we  get  846711 
and  you  might  look  at  that  trade  there.  First  of  all,  you  have  the 
2-digit.  You're  going  from  a  broad  category  down  to  a  more  special- 
ized category.  So,  you  can  see  you  can  get  a  much  better  feeling  for 
trade,  I  think,  than  the  way,  for  instance,  the  information  is  pre- 
sented if  you  look  at  the  National  Trade  Data  Bank,  which  is  from 
the  most  specific  and  then  you  have  to  cumulate  the  data  up  to  the 
most  general. 

Here  you  get  a  much  better  feel.  If  you're  an  analyst,  I  think  it 
makes  the  trade  much  easier  to  look  at.  Now  we're  at  the  6-digit 
level.  Go  down  to  the  next  level.  Now,  this  is  the  most  detailed 
level.  At  the  10-digit  level,  you  can  see  rotary-type  pneumatic.  Ob- 
viously we  had  to  use  just  a  few  key  words  to  describe  these  10- 
digit  numbers. 

If  you  wanted  a  more  detailed  description,  you  simply  press  a 
function  key.  Now,  this  describes  what  each  of  those  little  10-digit 
numbers  are  and  this  is  a  shortened  definition,  which  is  basically 
provided  by  the  Commerce  people.  So,  that  you  can  see  this  is  ro- 
tary-type pneumatic  —  I  can't  read  it. 

Mr.  Patterson.  Hand-directed  tools  for  metalworking. 

Ms.  BouKALis.  Let's  get  out  of  that  and  let's  look  at  me  numbers. 
Let's  see  who  the  United  States  is  exporting  these  tools.  This  gives 
you  an  idea  of  who  the  United  States  has  been  successful  exporting 
this  product  to.  So,  you  can  see  that  Singapore  is  our  number  one 
customer  for  these  products,  I  believe,  and  it's  like,  am  I  right,  $4 
million.  You  can  see  that  Singapore  represents  15  percent  of  all 
U.S.  exports  of  this  product  overall.  You  can  also  see  that  U.S. 
trade  is  up  168  percent  to  Singapore.  So,  this  is  a  real  growing 
market. 

This  is  something,  if  you  were  involved  in  exporting  this  particu- 
lar product,  it  is  important  that  you  know  this.  This  is  a  good  po- 
tential target  for  you.  Now,  what  you  might  also  want  to  do  is  to 
look  at  quantity  information.  As  you  will  notice,  this  screen  is  in 
value.  It's  in  millions  of  dollars.  You  might  also  want  to  look  at  this 
trade  in  quantity. 

Let's  go  back  to  all  countries.  Now,  you  can  see  this  same  cat- 
egory and  all  of  the  trade  is  in  quantity  terms,  Singapore  was  our 
largest  market  for  this  product  in  value  terms,  but  Japan  and  Grer- 
many  are  on  top  in  quantity  terms.  Now,  you  can  see  the  number 
of  these  machine  tools  which  are  going  out  to  countries. 

Now  let's  take  a  look  at  these  maoiine  tool  exports  in  terms  of 
average  unit  price.  You're  going  to  see  all  of  our  trade,  U.S.  exports 
to  these  countries,  and  we're  going  to  show  you  the  average  unit 
price  of  all  of  this  trade.  So,  for  instance,  if  you're  involved  in  this 
category  of  goods  and  you're  producing  very  expensive  kinds  of  ma- 
chine tools  in  this  category,  you  might  choose  one  where  the  aver- 
age unit  value  is  higher.  If  you  are  producing  at  the  lower  end,  you 
might  choose  something  from  one  of  the  countries  and  target  your 
markets  that  way. 
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This  is  the  way  we  think  trade  information  can  give  you  a  much 
better  feeling  for  where  you're  going  and  to  focus  your  attention 
very  quickly. 

I  should  say  that  our  product  is  on  CD.  What  we  do  is  we  collect 
the  information  and  download  it  into  our  computer  the  day  that  it 
is  released  from  the  Department  of  Commerce.  I  download  it  in  my 
machine  in  Washington.  I  send  it  off  to  Russell,  who  downloads  it 
in  South  Carolina.  It's  available  to  our  clients  and  our  subscribers 
that  afternoon  and  we  have  it  in  their  hands  the  next  day,  so  that 
they  get  the  data  quicker,  in  general,  than  most  people  who  are 
using  the  Government  data  on  CD. 

Now,  this  is  a  start  for  you  to  see  potentially  and  to  target  your 
markets.  You  might,  as  I  said,  also  want  to  look  at  the  import  data. 
If  you're  going  to  go  in  the  global  market,  you're  going  to  want  to 
know  who  are  you  going  to  be  competing  with  on  that  global  mar- 
ket. So,  now  you  go  to  imports  and  you're  going  to  look  at  the  same 
category  again  and  you're  going  to  see  who  was  your  competitor  on 
the  U.S.  market.  If  a  country  is  your  competitor  here  and  this  is 
a  huge  market,  then  they're  very  likely  to  be  your  competitor  in  an 
overseas  market. 

So  when  Russell  gets  to  that,  you  can  see  that  Japan  is  your 
major  competitor  in  these  machine  tools.  Now,  we  don't  produce 
just  U.S.  data.  We  also  get  the  information  from  the  Japanese  on 
their  data.  So,  what  we  could  show  you,  as  well,  is  Japanese  data 
which  would  be  very  valuable  if  Singapore  was  a  target  market. 
The  United  States  and  Japan  are  the  major  suppliers  to  this  mar- 
ket. You  might  want  to  look  and  see  what  Japan  is  sending  to 
Singapore  and  at  what  price  Japan  is  sending  it  there,  so  that  you 
have  a  better  idea  if  you  can  compete  in  Singapore  with  the  Japa- 
nese and  the  others.  So,  that's  the  way  you  would  use  the  import 
data. 

We  also  have  another  feature  on  our  CD  which  allows  you  to  look 
at  balance  of  trade  information.  This  is  very  good  if  you  want  an 
overall  perspective.  Perhaps  it's  more  useful  for  people  who  are 
doing  macroeconomic  work.  I  happen  to  love  it.  We  all  know  that 
we  have  a  balance  of  trade  deficit  with  Japan.  What  this  lets  you 
see  is  exactly  where  this  balance  of  trade  deficit  exists. 

If  you  look  at  machinery,  you  can  go  down  and  it  can  show  you 
down  through  the  six-digit  level  into  the  category  that  we  were 
looking  at,  which  is  that  846711.  You  can  see  exactly  what  the  U.S. 
trade  imbalance  is  in  the  category  that  you're  interested  in  export- 
ing. That's  your  challenge.  I  mean,  if  you're  good  machine  tool  pro- 
ducers here  and  you  can  export,  you  can  use  this  trade  data  to  tar- 
get very  quickly  the  markets  that  you  should  be  looking  at.  These 
are  markets  where  the  United  States  has  already  had  some  suc- 
cess. 

You  can  see  if  trade  is  growing  or  if  trade  is  declining.  You  can 
make  your  judgments  based  on  hard  evidence. 

In  conclusion,  I  would  say  that  the  United  States  is  on  the  cut- 
ting edge  of  technology  to  assist  U.S.  exporters.  If  they  choose  not 
to  use  it,  in  our  judgment,  they  are  making  a  major  mistake.  Oth- 
ers will  step  in  and  use  the  data  to  further  penetrate  the  U.S.  mar- 
ket and  expand  their  opportunities  globally. 
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As  a  case  in  point,  our  single  greatest  customer  group  are  foreign 
governments  which  pass  information  on  to  small-  and  medium- 
sized  exporters  in  their  country  and  they're  passing  it  on  so  that 
they  can  help  really  either  penetrate  the  Japanese  market,  if 
they're  using  our  Japanese  data,  or  penetrate  the  U.S.  market  or 
penetrate  another  market,  again,  using  trade  data  to  target  what 
they're  looking  at. 

We  find  that  the  organizations  which  provide  a  similar  function 
in  this  country  are  often  reluctant  to  take  an  analytical  approach, 
relying  primarily  on  passing  trade  leads  which,  on  average,  have 
a  very  low  return.  There  is  a  huge  difference  between  taking  a  tar- 
geted approach  and  taking  a  random  approach.  Long-term,  the  ran- 
dom approach  might  very  well  have  some  high  costs  for  U.S.  ex- 
porters. 

Chairman  Manzullo.  Mary  Ann,  thank  you.  Could  you  tell  us 
what  the  price  is  for  the  service? 

Ms.  BouKALls.  Sure.  It  depends  on,  number  one,  how  detailed 
you  want  the  data  to  be.  If  you  want  it  to  the  6-digit  HS  level,  it's 
one  price,  if  you  want  it  to  the  10  digit  level,  its  more.  It  also  de- 
pends on  how  often  you  need  it.  A  lot  of  people  who  are  using  our 
data  are  getting  it  monthly. 

Our  data  starts  —  if  you  want  a  CD  and  if  you  wanted  just  the 
annual  data,  which  will  be  out  probably  the  first  week  in  March, 
if  you  wanted  data  from  1989,  calendar  year  data  1989-1990,  all 
the  way  up  through  1995  and  you  wanted  it  just  for  exports  or  just 
for  imports,  it  would  be  $650. 

Chairman  Manzullo.  That's  per  year. 

Ms.  BouKALis.  Per  year.  If  you  wanted  it  monthly,  it's  available 
at  a  much  higher  price.  I  should  also  mention  that.  I  think  that  if 
you're  just  starting  using  data,  that  you  might  want  to  start  using 
something  like  the  product  that  I  just  described  at  the  $650  level 
and  work  with  that.  As  you  become  more  active  in  the  export  mar- 
ket, you  will  need  the  data  more  often,  especially  if  you're  dealing 
with  emerging  markets. 

Emerging  markets  are  growing  so  quickly.  You  really  have  to  pay 
attention  to  the  data  on  a  monthly  basis  if  you're  a  businessman. 
I  must  tell  you  that  foreign  trade  and  promotion  offices  are  all 
doing  it  and  they're  using  it  pretty  effectively  in  the  United  States. 

I  would  welcome  all  of  you  to  come  —  we  have  room  101  —  and 
I  would  be  happy  to  show  you  trade  in  the  product  that  you're  in- 
terested in  exporting.  If  you're  interested,  as  well,  please  give  us 
your  business  card  and  we'll  give  somebody  a  copy  of  our  lexicon, 
which  allows  you  to  identify  trade  by  key  word,  eitner  from  an  SIC 
number  or  from  a  harmonized  tariff  schedule  number  into  an  SIC 
number.  So,  that  at  least  you  know  really  what  we're  talking  about 
in  terms  of  your  trade  number. 

[Ms.  Boukalis'  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Thank  you,  Mary  Ann.  Appreciate  it  very 
much.  Our  next  panelist  is  Joe  Douress,  the  director  of  the  Global 
Trade  Services  of  Dun  &  Bradstreet  Information  Services,  from 
Bethlehem,  Pennsylvania. 

If  you  haven't  had  an  opportunity  to  sign  in  our  register  there, 
what  we're  trying  to  do  is  to  make  sure  that  every  company  here 
represented  fills  in  the  name  of  their  firm,  what  you're  exporting. 
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any  particular  exporting  problems.  Doug  Thomas  will  pass  that 
around,  if  you  haven't  signed  in  so  far. 

Mr.  DouRESS.  You  can  stretch  for  90  seconds. 

Chairman  Manzullo.  While  we're  stretching  for  90  seconds,  Jim 
Mied,  could  you  stand  up  over  there?  Jim  is  the  new  person,  just 
came  to  town,  is  working  at  the  Department  of  Commerce  here  in 
Rockford.  Jim,  what's  your  phone  number?  Do  you  know  it  yet? 

Mr.  Mied.  987-8123. 

Chairman  Manzullo.  You'll  be  around  here  also  most  of  the 
morning  if  any  of  the  people  want  to  have  any  particular  inquiries 
with  you.  Thank  you. 

TESTIMONY  OF  JOSEPH  P.  DOURESS,  DIRECTOR,  GLOBAL 
TRADE  SERVICES,  DUN  &  BRADSTREET  INFORMATION  SERV- 
ICES, BETHLEHEM,  PENNSYLVANIA 

Mr.  DouRESS.  Mr.  Chairman,  Mr.  Eskeland,  distinguished 
guests,  thank  you  for  the  opportunity  to  demonstrate  how  Dun  & 
Bradstreet  Information  Services  can  help  companies,  especially 
small  businesses,  make  better,  more  informed  exporting  decisions. 

I'm  going  to  be  accompanied  here  today  by  Bill  Reed.  Bill  is  as- 
sistant vice  president  of  Global  Marketing  and  he's  going  to  choreo- 
graph some  of  the  slide  presentations  as  I  spend  about  3  minutes 
here  just  giving  an  opening  statement.  Then  we're  going  to  show 
you  how  Dun  &  Bradstreet,  we  think,  really  makes  it  quite  simple 
for  small  businesses  to  identify  what  are  their  best  markets  over- 
seas and,  more  importantly,  how  you  can  actually  target  prospects 
at  the  company-specific  level  around  the  world. 

It  is  a  pleasure  to  be  here  in  Rockford  for  this  field  hearing.  I 
think  it's  only  fitting  that  Illinois  be  a  backdrop  for  such  a  hearing 
since  Illinois  ranks  among  the  top  10  as  an  exporting  State,  export- 
ing nearly  $24  billion  in  1994,  90  percent  of  that  being  manufac- 
tured exports. 

These  exports  support  more  than  300,000  jobs  in  Illinois  alone, 
accounting  for  approximately  5  percent  of  the  Nation's  total  exports 
annually. 

Dun  &  Bradstreet  Information  Services  has  long  recognized  the 
importance  of  maintaining  a  global  presence  to  best  serve  the 
needs  of  U.S. -based  businesses.  We  opened  our  first  non-U.S.  office 
150  years  ago  and  today  we  operate  in  40  countries.  More  than 
3,000  D&B  information  consultants  in  300  locations  collect  and 
analyze  information  used  daily  by  hundreds  of  thousands  of  firms 
aroimd  the  world. 

This  past  June,  Chairman  Manzullo  requested  help  in  finding  ex- 
port information  for  one  of  his  constituents  who  was  interested  in 
identifying  potential  foreign  buyers  for  its  products  used  in  the 
manufacture  of  trucks.  Within  24  hours,  D&B  provided  a  low-cost, 
customized  report  identifying  not  only  a  list  of  more  than  50  global 
company  prospects  in  three  countries,  but  we  also  identified  the 
best  potential  markets  and  a  summary  of  the  trade  conditions  in 
those  markets,  all  from  D&B's  global  database. 

Next,  let  me  take  a  moment  to  underscore  the  importance  of  ex- 
ports to  the  U.S.  economy;  in  particular,  the  role  it  plays  in  small 
businesses.  Exports  support  more  than  11  million  jobs  in  the  U.S. 
Since  1987,  exports  have  more  than  doubled  and  in  1995,  exports 
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are  expected  to  surpass  $550  billion.  I  say  expected  because  the 
1995  results  aren't  in  yet. 

Exports  are  forecast  to  grow  annually  between  8.5  and  10  per- 
cent between  now  and  the  year  2000,  a  growth  rate  much  higher 
than  that  of  the  overall  economy,  which  is  growing  roughly  at 
about  a  1.9  percent  per  annum  rate. 

Large  businesses,  those  with  more  than  500  employees,  account 
for  approximately  80  percent  of  U.S.  exports.  Small  businesses  ac- 
count for  the  remaining  20  percent  or  an  estimated  $110  billion. 
These  small  business  exports  support  approximately  2  million  jobs 
here  in  the  United  States  and  according  to  the  U.S.  Department  of 
Commerce,  every  billion  dollars  that  we  export  in  the  United  States 
supports  17,000  new  jobs. 

Chairman  Manzullo.  Joe,  let  me  freeze  you  right  here. 

Mr.  DOURESS.  Sure. 

Chairman  Manzullo.  That's  85  percent  of  all  total  exports  or  of 
all  exporters? 

Mr.  DoURESS.  Exporters. 

Chairman  MANZULLO.  They  have  fewer  than  100  employees? 

Mr.  DouRESS.  That's  correct. 

Chairman  MANZULLO.  That's  really  one  of  the  main  reasons  for 
this  field  hearing  is  to  encourage  the  small  business  people  who  ex- 
porting is  a  distinct  possibility. 

Mr.  DouRESS.  Exporting  is  not  only  a  distinct  possibility  for 
small  businesses,  but  as  this  slide  demonstrates,  the  overwhelming 
majority  of  firms  in  the  United  States  who  export  are  small  busi- 
nesses. In  fact,  according  to  the  Census  Bureau,  97  percent  of  firms 
who  export  have  fewer  than  500  employees  and  85  percent  have 
fewer  than  100,  as  this  says.  That's  clear  evidence  that  a  business 
need  not  be  a  large  multinational  to  successfully  compete  in  global 
markets. 

Now,  despite  these  encouraging  statistics,  the  number  of  firms 
who  export  is  still  low  in  comparison  to  the  number  who  could.  For 
example,  Dun  &  Bradstreet  recently  analyzed  the  top  15  exporting 
sectors  in  the  United  States,  primarily  manufacturing  and  agricul- 
tural firms,  which  contributed  87  percent  to  our  total  1994  exports. 
More  than  —  and  this  is  very  important.  More  than  675,000  of  the 
705,000  firms  that  we  identified  in  these  sectors,  96  percent  were 
small  businesses.  They  had  under  100  employees. 

This  analysis  indicates  that  the  other  675,000  small  businesses 
are  manufacturing  or  harvesting  products  that  have  already  proven 
to  be  globally  competitive.  Yet,  we  estimate.  Dun  &  Bradstreet  eco- 
nomic analysis  estimates  that  only  1  in  10  of  these  small  busi- 
nesses are  presently  exporting.  Locally,  Congressman  Manzullo,  in 
your  district,  we  identified  1,939  firms,  just  within  your  zip  codes, 
that  fall  within  these  15  SIC  sectors  that  are  the  most  important 
exporting  industry  sectors. 

We  anticipate  and  we,  from  our  analysis,  think  that  less  than 
200  of  those  firms  are  currently  exporting.  Ninety-four  percent  of 
those  firms  have  less  than  100  employees. 

So  to  sum  up,  small  business  accounts  for  more  than  half  of  the 
employment  and  total  sales  in  the  United  States.  But  it  still  only 
accounts  for  just  20  percent  of  our  total  export  dollar  volume.  Small 
businesses  compete  every  day  in  the  most  intensely  competitive 
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markets  in  the  United  States,  but  seem  to  be  reluctant  to  expand 
into  global  markets;  in  part,  because  of  a  perceived  lack  of  avail- 
able information. 

Because  of  our  work  with  industry  groups  and  focus  group  ses- 
sions conducted  on  a  regular  basis,  we  feel  D&B  is  well  positioned 
to  provide  small  businesses  with  the  information  they  need  to 
make  successful  exporting  decisions.  We  have  customer  support  or- 
ganizations in  more  than  80  offices  in  32  States,  including  five  of- 
fices right  here  in  Illinois.  As  we  will  now  demonstrate,  D&B  has 
designed  products  that  assist  the  small  business  owner  through 
many  steps  of  the  export  cycle,  from  identifying  the  best  global 
markets  at  the  very  granular  commodity-specific  level  to  avoiding 
and  identifying  commercial  risks. 

These  solutions  were  specially  developed  to  respond  to  the  chal- 
lenges facing  today's  small  businesses.  So,  we'll  give  a  brief  demo 
of  some  of  our  capabilities. 

We'll  just  spend  about  2  minutes  on  this  particular  software 
package.  When  I  go  around  the  country  and  speak  to  groups  and 
get  involved  with  small  business  development  centers  and  associa- 
tions and  small  business  people  like  yourselves,  the  number  one 
issue  that  comes  up  with  small  businesses  is  thev  say  it's  so  com- 
plicated, it's  so  complex.  I  mean,  you've  got  a  harmonized  code. 
What  in  the  world  is  a  harmonized  code?  I  mean,  we  could  spend 
3  hours  telling  you  how  to  get  to  your  harmonized  code. 

So  we  tried  to  develop  programs  that  if  you  happen  to  make 
clutches  for  automobiles  or  hand  tools,  you  can  go  in  by  a  key  word 
search  —  it  wasn't  coming  over  for  some  reason.  It's  being  held  up 
here.  You  can  go  in  and  just  type  in  a  key  word  and  we  can  find 
your  harmonized  code  or  your  SIC  code  and,  bingo,  we'll  tell  you 
where  your  largest  markets  are  and  I  firmly  believe,  more  impor- 
tantly, your  fastest  growing  markets. 

So  let's  show  you  how  this  works.  I  took  the  liberty,  because  I 
wanted  to  speed  this  up  as  much  as  possible,  I  took  the  liberty  of 
going  in  and  identifying  some  harmonized  codes  that  I  thought 
would  be  of  interest  to  the  group  here.  So,  let  me  just  type  in  one. 
That  wasn't  the  one  I  was  looking  for,  but  that's  a  good  one.  I  think 
that's  the  one  I  showed  in  Washington. 

I'd  like  to  start  with  toothbrushes. 

Chairman  Manzullo.  That's  because  everybody  has  teeth. 

Mr.  DouRESS.  Exactly.  Everybody  has  teeth.  I  think  this  is  really 
indicative  —  look  at  that.  In  1994,  the  United  States  exported  $51 
million  worth  of  toothbrushes.  Now,  we're  not  talking  semiconduc- 
tor chips  here,  we're  not  talking  sophisticated  aerospace  equipment 
where  we  are  acknowledged  as  the  world  leader.  We're  talking 
about  a  very  primitive  instrument. 

Yet,  there  are  companies  in  the  United  States  who  make  this 
primitive  instrument  who  obviously  see  that  Canada,  Mexico, 
Japan,  Korea  and  Australia  are  the  largest  markets.  But  look  to 
the  right  side  here  and  I  think  that  is  what's  really  important.  The 
fastest  growing  markets  are  Chile,  Taiwan,  the  Dominican  Repub- 
lic, Mexico,  and  the  United  Kingdom.  Then  the  fastest  Rowing 
markets  through  1995,  because  we  want  to  help  companies  identify 
trends  and  ride  those  trends  instead  of  waiting  for  a  market  to  be- 
come mature  and  maybe  overs aturated,  we're  going  to  update  this 
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information  on  a  quarterly  basis  every  year  so  that  you  can  identify 
emerging  markets. 

In  this  case,  you  see  Korea,  Hong  Kong,  Brazil,  France,  and  Ar- 
gentina are  all  fast  growing  markets  through  the  third  quarter  in 
1995. 

Now,  let's  go  to  maybe  something  that's  a  little  more  relevant 
here.  I  certainly  don't  want  to  sound  presumptuous.  I  don't  know 
what  everybody's  business  here  is,  but  I  can  tell  you  that  if  you 
come  to  our  breakout  room,  which  is  right  outside  the  auditorium, 
in  room  100,  we  will  do  specific  look-ups  for  you. 

In  fact,  we  have  somebody  who  asked  specifically  for  something 
that  had  to  do  with  the  automobile  industry,  auto  parts.  We  can 
type  in  a  6-digit  code  here,  parts  and  accessories  of  motor  vehicles, 
and  you  can  see  that  in  1994,  we  exported  $7.5  billion  worth  of 
goods  and  that  the  overwhelming  majority  go  into  Canada.  Not  sur- 
prisingly, in  Mexico,  where  we  nave  automobile  manufacturing  fa- 
cilities. But,  again,  if  you  look  at  the  fastest  growing  markets,  you 
might  be  very  surprised  to  see  some  of  the  countries  that  come  up 
there.  Turkey,  we  see  on  the  bottom  right-hand  comer,  as  Con- 
gressman Manzullo  mentioned  earlier,  Turkey  has  been  identified 
as  1  of  the  10  big  emerging  markets. 

Malaysia,  the  Czech  Republic,  which  has  recently  moved  to  an 
open  economy  and  becoming  more  capitalistic  every  day.  Now,  just 
to  show  you  the  ease  of  using  this  software  package,  let's  say  that 
you  know  your  SIC  code.  Most  people  do,  some  don  t,  but  you  know 
your  SIC.  You  can  type  in  your  SIC  code.  This  gives  you  two  op- 
tions here.  Let's  see  if  it  finds  it  for  us. 

Basically,  these  are  automobile  parts.  Maybe  you  don't  make  that 
one,  but  maybe  you  make  clutches  and  shaft  couplings.  So,  you  just 
click  that  on,  you  go  down  the  profile,  ".nd,  bingo,  just  like  that,  you 
see  that  we  exported  $77  million  worth  of  clutches  last  year.  The 
top  five  markets  are  on  the  bottom  left-hand  comer.  The  fastest- 
growing  markets,  comparing  full  year  information  to  previous  full 
year,  is  at  the  top  right-hand  corner  and  then  the  fastest  growing 
markets  year-to-date  are  the  bottom  right-hand  comer. 

Now,  some  people  like  to  see  this  information  in  a  graphical  for- 
mat. So,  we  added  graphs,  just  to  give  you  an  idea,  for  those  who 
like  the  aesthetics. 

Now,  what  I'm  going  to  do  now  —  this  is  step  one.  Focus  on  your 
market,  where  is  there  growth,  where  are  the  possibilities  and  the 
opportunities.  This  is  all  well  and  good  and  you  can  take  this 
macro  information  and  perhaps  if  you  have  an  in-house  inter- 
national department  or  a  planning  department,  you  can  get  to  the 
next  step. 

What  we  at  D&B  have  tried  to  do  is  we  have  created  an  eight- 
step  cycle  and  this  is  step  one.  Well,  eventually,  you're  going  to 
have  to  find  potential  customers  in  these  markets.  So,  I'm  going  to 
hand  it  over  here  now  to  Bill  Reed.  Bill  is  going  to  spend  a  couple 
of  minutes  talking  about  a  very  unique  —  and  when  I  say  imique, 
I  mean  the  only  one  in  the  world.  D&B  has  developed  a  global 
database  that  has  40  million  records,  20  million  of  which  are  out- 
side North  America.  Each  has  an  SIC  code,  each  has  a  DUNS  num- 
ber, each  has  sales  and  employee  size.  We're  going  to  talk  about 
it  and  we're  going  to  show  you  how,  in  this  particular  instance,  if 
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you're  an  automobile  supplier  —  supplier  to  the  automobile 
aflermarket,  how  can  you  use  a  global  marketing  database  like  this 
one  to  help  you. 

[Mr.  Douress'  statement  may  be  found  in  the  appendix.] 

Mr.  Douress.  Bill? 

Mr.  Reed.  Good  morning,  ladies  and  gentlemen,  Mr,  Chairman, 
Mr.  Eskeland.  Thanks,  again,  for  the  opportunity. 

Chairman  Manzullo.  Spell  your  last  name,  Bill, 

Mr.  Reed.  It's  R-e-e-d, 

Chairman  Manzullo.  Thank  you. 

Mr.  Reed.  What  we'll  be  demonstrating,  I  think,  as  a  first  step, 
is  just  talking  a  bit  about  our  global  capabilities  and  how  we  came 
to  this  position  of  creating  what  eventually  became  a  worldwide 
global  database  for  accessing  cross-border  information. 

Actually,  Dun  &  Bradstreet  faces  the  very  similar  challenges 
that  businesses  around  the  world  face  in  trying  to  grow  their  busi- 
ness, expand  into  new  markets  and  become  a  global  competitor.  In 
our  case,  it  not  only  involves  serving  customer  needs  and  address- 
ing customer  needs  in  the  products  and  services  we  deliver,  but 
also  in  the  collection  of  the  information  that  goes  into  our 
databases. 

I  think  we've  pretty  well  and  it's  been  pretty  well  demonstrated 
some  of  the  challenges  that  face  businesses  today  expanding  out- 
side of  their  own  domestic  market,  whether  it  be  the  distance,  cul- 
ture, currency  or  language.  Those  similar  challenges  are  faced  by 
our  company  in  trying  to  collect  that  information,  as  well,  and  to 
provide  useful  information  for  customers  in  any  market. 

One  of  the  key  drivers,  of  course,  has  been  the  communications 
and  technology,  as  well  as  the  various  political  and  economic  shifts 
that  have  occurred  over  the  past  10  years.  The  word  global,  actu- 
ally, 20  years  ago,  was  not  even  in  our  vocabulary  so  much  as  it 
has  become  on  the,  I  guess,  lips  of  everybody  in  talking  about  busi- 
ness today,  and  that  is  to  be  globally  competitive. 

The  opportunities,  though,  are  there,  and  that  is  to  locate  new 
customers  and  suppliers,  as  well  as  be  able  to  expand  and  strength- 
en your  relationships  with  your  existing  customers.  Not  surpris- 
ingly, those  are  the  easiest  types  of  sales  to  make,  those  to  your 
existing  customers,  and  where  you  can  find  opportunity,  where 
your  existing  customer  has  locations  outside  your  domestic  market 
presents  very  good  opportunities  for  sale. 

Of  course,  the  challenge  becomes  how  do  I  identify  those  new 
markets,  what  are  those  particular  new  markets,  as  well  as  how 
can  I  link  my  customers  that  are  in  my  domestic  market  or  in  the 
United  States  to  locations  overseas. 

This  kind  of  brings  us  to  the  concept  in  talking  about  one  of  our 
global  capabilities,  a  worldwide  database  we  created,  entitled 
WORLDBASE.  Essentially,  what  we  have  done  and  have  found  in 
addressing  customer  challenges  that  have  been  put  to  us  is  that 
while  we  collect  information  from  over  200  countries  worldwide,  we 
have  found  that  customers  that  not  only  operate  in  the  United 
States,  but  also  operate  in  overseas  markets,  have  had  some  real 
difficulties  in  assembling  and  standardizing  the  information  into 
their  information  systems  worldwide  and  have  come  to  realize,  as 
we  have  come  to  realize,  that  the  information  collection  practices. 
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the  cultures  are  different,  and  the  economic  conditions  are  dif- 
ferent. So,  that  the  information,  in  and  of  itself,  outside  the  United 
States  is  very  different  by  country. 

One  of  the  first  exercises  we  began  to  undertake  to  rectify  that 
was  to  create  this  warehouse,  this  global  business  index,  as  we're 
calling  it,  called  WORLDBASE  to  primarily  bring  the  data  from 
around  the  world,  from  the  various  regions  where  we  have  offices 
and  collect  information,  and  to  put  it  into  a  repository.  This  reposi- 
tory, therefore,  would  have  a  common  standard,  a  common  layout 
of  records,  a  common  definition  of  terms. 

It's  the  starting  point  for  what  we  see  as  the  availability  of  get- 
ting cross-border  information  into  the  hands  of  both  small  busi- 
nesses as  well  as  large  businesses  for  whatever  application,  wheth- 
er that  be  risk  management,  sales,  or  marketing  type  applications. 

In  result,  we  have  been  able  to  so  far  generate  various  types  of 
products  as  a  result  of  that,  whether  they  be  country-specific  CD- 
ROM's  or  worldwide  business  locator  type  CD's  that  are  low 
functionality  with  low  cost  associated  with  it,  on-line  access,  which 
we'll  see  a  demonstration  of  very  shortly  —  I  will  run  you  through 
a  capability  that  we've  been  testing  recently  —  as  well  as  calling 
up  by  phone  to  be  able  to  get  marketing  lists  for  businesses  you 
have  identified  in  a  particular  market. 

Chairman  Manzullo.  Bill,  could  you  wrap  it  up  in  about  3  or  4 
minutes? 

Mr.  Reed.  Sure.  The  database  itself  represents  some  40  million 
businesses  today,  which,  not  surprisingly,  represents  a  large  part 
of  the  United  States,  as  well  as  Canadian  and  European  busi- 
nesses, reflecting  basically  the  economic  development  of  the  world 
and  the  distribution  of  our  database.  The  fastest  growing  markets 
are,  naturally,  the  Asia  Pacific  markets,  specifically  Japan,  Hong 
Kong. 

But  this  database  has  been  positioned  as  our  front  door  to  the 
cross-border  opportunities  that  lay  out  there  for  being  able  to  iden- 
tify businesses  where  they  have  locations  in  the  United  States,  as 
well  as  in  foreign  markets. 

What  we're  talking  about  is  basically  a  mile-wide,  inch-deep  rep- 
resentation of  our  database.  It  contains  basic  fundamental  name 
and  address  information,  telephone,  as  well  as  demographic  infor- 
mation; tell  me  the  size  of  the  business,  tell  me  how  many  employ- 
ees they  have  and  how  much  their  sales  volume  is,  as  well  as  im- 
portant linkage  information. 

One  of  the  key  factors  that  drives  the  collection  of  this  informa- 
tion and  making  it  possible  to  identify  new  markets  and  to  link 
customers  to  their  existing  locations  overseas  is  through  the  use  of 
the  DUNS  number.  It's  a  nine-digit  identifier  that  is  the  key.  It's 
one  of  our  core  competence  that  links  all  businesses  in  our  file.  We 
assign  it  to  any  business  that  is  out  there  that  we  collect  informa- 
tion on,  for  which  today  we  have  some  40  million  business.  From 
there,  customers  are  able  to  link  that  particular  business  in  our  file 
to  a  customer  record  in  their  database;  to,  therefore,  make  that 
link  and  to  expand  their  access  to  locations  that  go  outside  of  the 
domestic  markets,  to  look  at  businesses  that  have  subsidiaries  or 
children  in  markets  overseas. 
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The  access  is  available  from  anything  from  reference  books  to 
CD-ROM's  to  on-line  access,  as  well  as  distribution  by  diskette  and 
cartridge.  It's  really  representing  our  first  step  toward  a  simplified 
and  more  efficient  way  to  get  at  cross-border  global  information 
outside  of  the  domestic  market,  as  well  as  a  starting  point  to  lead 
you  into  more  information  at  a  more  in-depth  level  at  local  country 
level;  that  is,  getting  information  on  trade,  financial  statements  on 
companies  in  specific  major  European  and  Asia  Pacific  countries. 

Mr.  DOURESS.  If  I  may,  I  can  quickly  do  a  quick  demo  for  you. 
Let's  pretend  or,  I  guess,  in  many  cases,  maybe  in  the  room,  not 
pretend  that  you  manufacture  some  sort  of  an  automobile  part. 
We've  identified  maybe  a  couple  countries,  let's  say,  through  the 
export  market  locator  or  maybe  you've  gone  to  a  trade  show  over- 
seas and  have  identified  a  country  where  you  think  there's  a  great 
demand  for  your  product. 

Bill  is  going  to  go  in  and  we'll  do  a  demo  that  shows  how  you 
can  use  this  worldwide  information  database  to  identify,  let's  say, 
wholesalers  of  automobile  parts  in  a  couple  countries. 

Mr.  Reed.  What  we  did,  we  took  an  example,  talking  to  Joe's  ex- 
ample about  automotive  parts,  and  actually  began  to  pull  down 
data  relevant  to  those  two  particular  markets  that  Joe  identified 
for  auto  parts.  They  were  the  largest  market,  which  was  Canada, 
as  well  as  the  fastest  growing  market,  which  was  Australia,  for 
automotive  wholesale  parts. 

So  this  software  package  lets  you  access,  in  a  Windows  environ- 
ment, the  warehouse  itself,  the  40  million  records  that  we  have  in 
our  database,  to  be  able  to  profile,  to  be  able  to  look  at  businesses 
by  different  types  of  demographics,  whether  it  be  by  industry, 
whether  it  be  by  employees,  size  or  sales  information,  or  to  specifi- 
cally look  for  a  specific  business. 

It's  essentially,  as  I  mentioned  before,  a  worldwide  rolodex  of 
businesses  that  allows  you  some  profiling  capabilities  by  being  able 
to  gather  this  information  into  one  database  and  standardize  its 
output  and  what  it  can  tell  a  customer. 

Right  now,  I've  simply  put  in  the  fact  that  I  was  looking  for  auto- 
motive wholesalers  in  two  specific  countries,  Australia  and  Canada. 
I  can  expand  that  to  include  whether  it  be  continent,  whether  it  be 
additional  countries,  or  I  could  have  put  in  multiple  SIC's,  or  I 
could  have  put  in  ranges  of  SIC's.  It's  very  flexible  in  terms  of  what 
it's  allowing  you  as  a  user  to  do  to  either  profile  a  market,  get  addi- 
tional information  on  some  key  customers,  or  to  build  family  trees 
on  businesses,  which,  through  the  DUNS  number,  let's  you  bring 
together  all  the  businesses  that  are  related  to  an  operation  that 
perhaps  is  one  of  your  major  customers. 

In  a  moment,  we'll  see  that  the  count  comes  back  and  some  1,000 
businesses  that  we've  identified  as  being  in  the  wholesale  market 
for  automotive  parts  in  Australia,  as  well  as  Canada.  I  have  simply 
gone  in  and  selected  100  records  where  I  can  choose  the  type  of 
output  that  I  request,  whether  it  be  full  information  or  just  simply 
basic  information,  and  now  my  request  has  been  sent  off  to  the 
database  again,  now  to  pull  back  a  selection  of  100  records  out  of 
the  1,000  that  I  initially  identified. 

This  information,  once  pulled  down  and  once  shown  here,  allows 
me  to  go  get  more  value-added  information;  in  other  words,  to  pull 
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specific  business  information  reports,  as  we  call  them,  on  compa- 
nies or  let's  me  go  and  export  the  information  to  be  used  in  an 
Excel  or  other  type  of  database  management  package. 

So  it's  a  very  flexible  access,  which  is  really  only  part  of  the 
story,  I  guess  you  could  say,  as  far  as  the  ways  in  which  people  can 
get  at  the  information  available  on  companies,  both  in  the  U.S.  as 
well  as  outside  the  United  States.  The  range  of  services  go  any- 
where from  serving  small  businesses  up  to  large  businesses,  with 
access  across  telephone,  cartridge,  diskette,  whatever  drives  their 
customer's  business  and  important  to  them. 

Just  in  closing,  what  will  come  back  now  in  a  second  will  be  the 
records,  explained  by  list  on  the  left-hand  side,  as  well  as  an  identi- 
fication of  that  business  on  the  right-hand  side.  So,  you  can  actu- 
ally see  details  of  the  specific  company  that  you've  highlighted  on 
the  left-hand  side. 

In  this  case,  I  pulled  back  100  businesses  and  as  I  look  down  the 
businesses,  it  gives  me  both  basic  information.  I've  pulled  the  full 
record  here  in  this  particular  instance  and  I've  also,  you  can  see, 
as  you  go  through  the  record,  it  identifies  it  by  SIC,  provides  the 
DUNS  number  information,  provides  also  the  linkage  information, 
which  tells  you  how  it  gets  back  up  to  its  ultimate  parent,  wher- 
ever that  ultimate  parent  may  be,  which,  of  course,  let's  you  go  on 
and  get  additional  information  about  that  business. 

Chairman  Manzullo.  Bill,  could  you  tell  us  about  the  cost  to  the 
subscriber  for  the  services? 

Mr.  Reed.  The  cost  typically  is  a  minimum  of  $300  to  place  an 
order  to  obtain,  say,  300  prospects,  to  obtain  a  list  of  300  busi- 
nesses that  one  might  be  interested  in  identifying  by  SIC  or  by 
other  types  of  criteria  and  to  obtain  this  information  either  on 
diskette,  cartridge  or  a  hard  copy  output. 

Chairman  Manzullo.  Are  you  identifying  RFP's  for  exports  or 
are  there  just  names  of  companies  overseas  that  import? 

Mr.  Reed.  They  are  names  of  companies  overseas  that  we  have 
identified  by  the  specific  SIC  that  are  in  the  particular  markets 
that  were  identified  in  that  export  market  locator  search. 

Mr.  DouRESS.  We  also  do,  though,  classified  with  an  import  indi- 
cator. If  somebody  said  they  wanted  to  make  sure  the  company  is 
an  importer,  we  do  have  an  import  indicator  and  an  export  indica- 
tor. 

Chairman  Manzullx).  Thank  you  very  much. 

Mr.  Reed.  The  record  itself,  which  I  didn't  follow  up  on  and  show 
you,  does  include  the  information  on  the  record  itself 

Chairman  Manzullo.  So  D&B  doesn't  sell  software.  The  people 
who  use  this  don't  really  use  a  computer.  They  just  call  you  and 
you  do  the  search.  Is  that  correct? 

Mr.  Reed.  The  methods  of  access,  one  of  which  was  just  by  com- 
puter, which  we  do  sell  the  software,  of  course,  to  access  the  infor- 
mation, as  well  as  by  phone,  as  well  as  by  fax. 

Chairman  Manzullo.  Those  are  different  prices,  of  course. 

Mr.  DouRESS.  Correct.  We  try  not  to  assume  that  some  compa- 
nies have  the  level  of  technology  that  maybe  another  company  has. 
So,  if  you  want  it  in  labels,  vou  can  call  an  800  number.  We'll  do 
all  your  ordering  for  you.  We  11  do  the  processing  and  we'll  actually 
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send  you  the  hard  goods  in  the  mail  or  we  can  set  you  up  with  a 
software  package  where  you  can  do  all  the  searching  from  your  PC. 

Mr,  Reed.  We'll  have  some  demonstrations  running  in  the  room, 
if  people  want  to  put 

Chairman  Manzullo.  And  the  prototype  you  gave  us  in  Wash- 
ington, regarding  fans  and  blowers,  was  there  a  flat  charge  of  $300 
which  identified  close  to  100  companies? 

Mr.  DoURESS.  In  that  case,  I  believe  for  W.  A.  Whitney,  if  I  may 
say  that,  we  actually  did  an  export  market  locator  report  and  iden- 
tified up  to  50  prospects  and  that  whole  thing  was  less  than  $300, 
that  whole  package. 

Chairman  Manzullo.  Appreciate  it.  Thank  you  very  much. 

Mr.  DouRESS.  Thank  you  very  much. 

Mr.  Reed.  Thank  you. 

Chairman  Manzullo.  Our  next  panel  is  Stanley  Bokota,  Director 
of  U.S.  and  Foreign  Commercial  Service,  Department  of  Commerce, 
from  Chicago,  Illinois;  Bradley  Dunderman,  vice  president,  the 
Midwest  Region  of  the  ExportAmport  Bank  of  the  United  States; 
and,  Mary  Joyce,  who  is  senior  international  trade  and  finance  spe- 
cialist with  the  Small  Business  Administration  in  Chicago. 

Stan,  let's  start  with  you. 

TESTIMONY  OF  STANLEY  BOKOTA,  DIRECTOR,  U.S.  AND  FOR- 
EIGN COMMERCIAL  SERVICE,  DEPARTMENT  OF  COMMERCE, 
CHICAGO,  ILLINOIS 

Mr.  Bokota.  All  right,  sir.  Mr.  Chairman,  good  morning,  ladies 
and  gentlemen.  I'm  very  pleased  to  be  here  this  morning.  I  thank 
you  for  the  invitation  and  the  opportunity  to  provide  you  with  some 
information  on  services  that  the  U.S.  Export  Assistance  Center  is 
providing. 

I'd  like  to  recognize  Sandra  Gurley,  who  is  regional  director  of 
the  Midwest  Region.  She  is  here  with  me  to  provide  moral  support 
and  also  fill  in  the  blanks  in  my  testimony. 

Your  5-minute  rule  on  testimony  has  basically  thrown  my  offi- 
cial, prepared  text  out  of  the  window,  so  I  would  like  to  confine  my 
remarks  to  three  points  with  reference  to  who  we  are,  and  then  I'd 
like  to  comment  on  some  of  the  very  pertinent  services  that  we  pro- 
vide, especially  as  it  relates  to  the  export  statistics  information  and 
providing  guidance  as  to  market  potential,  as  well  as  how  to  go 
about  exploiting  it. 

First  of  all,  the  U.S.  Export  Assistance  Center  certainly  is  a 
unique  concept.  It's  a  partnership  between  the  three  Federal  agen- 
cies, Eximbank,  the  SBA,  as  well  as  the  Foreign  Commercial  Serv- 
ice. We  have  about  12  U.S.  Export  Assistance  Centers  in  the  Unit- 
ed States.  Three  more  will  be  open  soon.  One  is  located  here  in  Illi- 
nois, in  Chicago. 

I  will  let  my  partners  comment  on  their  services,  and  I'll  move 
immediately  into  the  commercial  service.  One  of  the  unique  fea- 
tures of  our  agency  is  the  fact  that  we  are  global.  We  have  offices 
in  about  70  or  more  foreign  countries  and  125  or  more  locations 
abroad.  We  are  a  network  of  commercial  service  officers  which  are 
located  in  every  American  Embassy  and  in  most  American  Con- 
sulates in  the  countries  where  we  trade. 
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We  also,  through  USEAC,  have  developed  a  network  of  export  as- 
sistance providers,  and  one  of  the  classical  examples  of  this  type 
of  partnership  is  here  in  Rockford.  Rockford  epitomizes  an  ideal 
partnership  between  the  Federal  Government,  both  the  executive 
as  well  as  the  legislative  branch,  local  government,  the  private  sec- 
tor, as  well  as  universities  and  colleges  here.  We  service  a  10-coun- 
ty  area  of  about  250,000  people  and  at  least  2,000,  presumably 
more  manufacturers,  and  a  number  of  service  organizations. 

We  are  located  here  in  the  Rockford  Chamber  of  Commerce.  In 
Rockford,  the  chamber  provides  a  rent-free  office  and  we  provide 
the  international  trade  specialist  who  is  supported  by  the  Chicago 
U.S.  Export  Assistance  Center,  as  well  as  the  experts  in  Washing- 
ton, people  like  industry  specialists  who  can  supplement  the  infor- 
mation of  the  services  that  we  need  to  provide  here  in  Rockford. 

I'd  like  to  focus  on  one-on-one  counseling  because  it  is  probably 
one  of  the  most  important  elements  of  our  assistance.  In  the  proc- 
ess of  counseling,  we  do  all  kinds  of  things.  We  assess  the  export 
readiness  of  the  company.  We  also  provide  assistance  in  developing 
marketing  strategy  for  entry  into  foreign  countries  and  also  dis- 
seminate market  information. 

You  have  all  heard  those  wonderful  things  about  statistics  and 
I  was  impressed  by  the  visual  presentation  as  well  as  the  technical 
aspects  of  the  computer  —  what  the  computers  can  do  nowadays 
in  massaging  various  data.  I  can  also  empathize  with  the  people 
who  were  here  first  on  the  panel  who  complained  about  the  lack 
of  data. 

I  came  from  the  private  sector.  I  understand  the  lack  of  data.  I 
also  understand  how  expensive  it  is  to  provide  minute  data  for  pro- 
ducers. But  I'd  like  to  stress  one  factor  that  is  that  besides  statis- 
tics, we  provide  a  qualitative  analysis  of  the  market.  We  provide 
insights  into  the  dynamics  of  the  market. 

To  give  you  an  example,  by  accident,  I  have  in  my  briefcase  a  re- 
port derived  from  NTDB  on  Thailand,  produced  by  Carl  Latkink, 
who  is  a  commercial  attache  in  the  American  Embassy  in  Bangkok. 
Now,  this  is  for  metal  carving  machinery.  You  may  not  be  a  pro- 
ducer of  this  particular  machinery,  but  you  may  be  in  a  related  in- 
dustry sector.  Being  in  a  related  sector,  there  may  not  be  any  hard 
statistics  available  to  make  business  decisions.  But  vou  can  per- 
haps relate  and  extrapolate  some  information  from  a  broader  mar- 
ket segment. 

The  first  thing  that  this  report  provides  is  it  tells  us  that  Thai- 
land is  basically  without  manufacturing  facilities  for  machine  tools. 
It  is  essentially  an  import  market.  Ninety  percent  of  all  the  ma- 
chinery used  in  Thailand  is  imported  machinery.  It  also  tells  what 
we  often  hear,  that  70  percent  of  this  market  is  controlled  by  the 
Japanese.  The  Japanese  are  there  because  they  offer  a  tremendous 
service  to  the  customers  in  Thailand.  They  also  have  a  significant 
network  of  distribution. 

This  report  also  indicates  that  the  United  States  has  a  tremen- 
dous competitive  edge.  Besides  the  strength  of  quality  of  our  prod- 
ucts, favorable  dollar  exchange  gives  us  competitive  advantage. 
There  is  a  perception  in  Thailand  that  our  products  are  quality 
products,  that  they  are  competitively  priced,  that  the  market  is 
very  appealing  to  American  products. 
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They  also  indicate  that  you  must  have  a  distribution  there  and 
in  most  instances  you  have  to  offer  exclusive  distributorship  for  at 
least  1  to  3  years. 

So  I  submit  to  you  that  there  is  ample,  if  you  will,  export  assist- 
ance, there  is  ample  evidence  of  a  variety  of  statistical  information, 
but  the  information  alone  will  not  do  the  trick.  You  should  visit  the 
market  personally,  establish  representation,  pay  attention  to 
prices,  to  quality  of  the  product,  and  provide  customer/product 
service. 

Chairman  Manzullo.  Stan,  can  I  ask  you  a  quick  question? 

Mr.  BOKOTA.  Sure. 

Chairman  Manzullo.  The  report  from  which  you  are  reading,  is 
it  generated  by  somebody  from  the  Department  of  Commerce  in 
Thailand? 

Mr.  BoKOTA.  It  is  generated  by  the,  yes,  American  Embassy,  For- 
eign Commercial  Services  in  Thailand. 

Chairman  Manzullo.  What  is  that  called? 

Mr.  BoKOTA.  The  country  guide.  It  is  part  of  NTDB  information. 

Chairman  Manzullo.  It's  called  a  country  guide. 

Mr.  BoKOTA.  Yes.  It  is  derived  from  the  NTDB.  In  addition  to 
this,  the  NTDB  will  provide  some  other  information  on  pricing,  on 
key  people  in  there,  on  trends,  on  the  size  of  the  markets. 

Chairman  Manzullo.  So  all  a  person  has  to  do  is  to  contact  Jim 
at  the  Department  of  Commerce  and  he  or  she  can  get  those  re- 
ports. 

Mr.  BoKOTA.  This  is  absolutely  true. 

Chairman  Manzullo.  They  are  free  of  charge. 

Mr.  BoKOTA.  This  is  free  of  charge.  Obviously,  NTDB,  as  well  as 
the  Census  Bureau  and  other  Grovernment  agency  producers  of  sta- 
tistics, there  is  enough  information  there  to  acquire  special  reports, 
if  you  will,  for  which  you  probably  have  to  pay  a  small  fee. 

For  example,  the  University  of  Massachusetts,  their  Miser  Insti- 
tute, produces  a  very  useful  analysis  of  the  data  produced  by  the 
Bureau  of  Census,  data  which  is  also  available  in  NTDB.  So,  you 
see,  it's  not  a  matter  of  lack  of  statistics.  Obviously,  I  must  admit 
that  there  are  certain  niches  or  certain  products  for  which  we'll 
never  have  any  information.  But  there  is  enough  information  for 
anybody  who  is  willing  to  spend  some  money  to  provide  special 
analysis  and  obtain  more  refined  statistical  information. 

Since  we  provide  a  free  counseling  service,  we  constantly  provide 
analysis  of  the  data.  We  help  customers  to  understand  market  sta- 
tistics. We  also  help  customers  extrapolate  data  from  whatever  in- 
formation we  have.  We  can,  even  with  our  limited  computer  tech- 
nology, refine  data  for  any  specific  company. 

[Mr.  Bokota's  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Appreciate  it.  Thank  you,  Stan.  Mary? 

TESTIMONY  OF  MARY  JOYCE,  SENIOR  INTERNATIONAL  TRADE 
AND  FINANCE  SPECIALIST,  SMALL  BUSINESS  ADMINISTRA- 
TION, CHICAGO,  ILLINOIS. 

Ms.  Joyce.  Mr.  Chairman,  thank  you  for  inviting  me  to  explain 
the  U.S.  Small  Business  Administration's  role  in  tne  U.S.  Export 
Assistance  Center.  SBA  has  been  a  participant  in  the  export  center 
since  January  1994.  During  that  time,  we  have  been  providing  ex- 
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tensive  export  finance  counseling  and  also  export  loan  guarantees 
to  companies  in  both  Illinois,  Indiana,  Minnesota,  and  Wisconsin. 

We  work  very  closely,  as  Stan  had  pointed  out,  with  the  Com- 
merce Department,  the  Foreign  Commercial  Service,  and  also  the 
Eximbank  to  make  sure  that  we  provide  a  full  array  of  services  to 
the  small  business  exporter. 

Commerce  obviously  helps  them  identify  markets  abroad.  We 
also  help  them  obtain  trade  financing  through  the  banks  that  we 
work  with  throughout  the  various  States. 

The  success  of  SBA  and  its  partners  in  these  centers  is  mainly 
because  of  our  ability  to  provide  joint  counseling.  When  we  have  an 
exporter  who  comes  in,  we  have  a  one-stop  location  for  all  different 
kinds  of  services.  So,  if  a  company  needs  that  market  information, 
they  can  obtain  that  from  Commerce.  If  they  need  an  export  fi- 
nance —  any  kind  of  export  financing,  we  will  sit  down  with  them. 
We  will  help  them  structure  their  finance  situation.  We  can  advise 
them  on  whether  they  need  a  letter  of  credit,  whether  they  may 
need  Eximbank's  export  credit  insurance,  or  whether  they  need  a 
loan  through  their  banks  which  SBA  will  guarantee. 

So  depending  on  what  the  needs  of  the  business  are,  we  try  to 
—  through  the  programs  that  are  there,  we  try  to  offer  them  as 
much  as  we  possibly  can. 

Another  important  partner  in  this  network  is  the  Small  Business 
Development  Center  International  Trade  Centers.  Now,  there  are 
five  of  them  in  the  State  of  Illinois.  The  State  of  Illinois  is  very  ac- 
tive in  this  and  they  work  very  closely  with  us  and  they're  located 
from  —  and  there's  a  list  with  my  testimony  —  from  way  down  in 
southern  Illinois  University  all  the  way  up  to  the  College  of 
DuPage  here  outside  of  Chicago.  They  also  help  newer  exporters. 
Thev  help  them  access  the  National  Trade  Data  Bank.  We've  been 
working  with  them  so  that  they  can  help  identify  companies  that 
might  be  able  to  take  advantage  of  SBA's  financing. 

The  program  that  SBA  works  with  the  most  in  the  export  center 
is  the  export  working  capital  program.  This  program  was  har- 
monized with  Eximbank  last  year  and  the  way  it  works  is  that  a 
company  who  needs  a  million  dollars  or  less  will  come  to  SBA  for 
the  kind  of  financing  they  need.  If  they  need  over  that,  they  nor- 
mally would  go  to  Eximbank. 

Until  mid-October,  we  are  offering  a  90  percent  guarantee  for 
these  kinds  of  companies,  which  is  why  our  program  was  har- 
monized. We  work  one-on-one  with  these  businesses.  As  I  said,  we 
will  sit  down,  we  will  help  them  work  on  the  application.  We'll 
meet  with  them  and  their  banker  to  explain  to  the  bank,  because 
part  of  their  main  focus  was  to  market  the  program  to  the  banks. 
So,  we  made  sure  that  the  banks  knew  that  we  were  there  to  pro- 
vide these  kind  of  guarantees. 

In  the  past,  banks,  especially  the  smaller  banks  or  the  commer- 
cial lenders  throughout  the  States,  were  a  little  reluctant  to  become 
involved  in  export  finance.  So,  we  try  to  make  it  as  easy  as  possible 
for  them  and  for  the  small  businesses  coming  in  to  talk  to  us. 

This  is  unlike  most  SBA  Programs.  Most  SBA  Programs  which 
you  may  be  familiar  with  on  the  domestic  side  are  done  all  through 
the  banks.  The  bank  puts  the  package  together  and  then  submits 
it  to  SBA  for  approval.  The  way  we  work  is  we  go  out  and  try  to 


42 

find  those  customers  and  also  the  banks  that  are  willing  to  work 
with  us,  so  that  we  make  sure  that  we're  not  missing  those  compa- 
nies that  are  exporting  and  that  may  need  this  kind  of  financing. 

Our  main  goal  is  to  make  sure  that  their  export  sales  take  place 
and  in  study  after  study,  we  have  found  that  this  is  one  of  the 
major  obstacles  smaller  businesses  are  finding  is  getting  this  kind 
of  financing. 

We'll  also  work  with  them  to  provide  a  preliminary  equipment. 
If  a  company  is  new  and  their  banker  is  not  willing  to  work  with 
them  or  they're  looking  around  for  a  different  bank,  we  can  put 
their  package  together  and  offer  them  a  preliminary  commitment 
for  up  to  60  days.  They  can  go  then  shop  around  the  different 
banks  and  with  SBA's  guarantee,  that  makes  it  a  lot  easier  some- 
times for  them  to  get  a  bank  to  work  with  them. 

We  have  been  educating,  as  I  said,  the  banks  throughout  the 
past  year  with  Eximbank  and  also  Commerce  to  make  sure  they 
know  that  we're  there  and  what  we  offer.  In  the  first  year  of  the 
program's  existence,  we've  nearly  tripled  the  amount  of  export  fi- 
nancing we've  done  under  this  program.  We're  very  happy  with 
that  and  we  hope  to  continue  that  momentum. 

Just  in  Illinois,  we  went  from  doing  one  in  1994  to  doing  about 
24  in  1995,  which  totals  about  9  million.  We  feel  like  weve  just 
gained  momentum  and  we  hope  to  continue  this  on.  One  thing 
we're  worried  about  is  our  guarantee  has  been  lowered  to  75  per- 
cent, unlike  EX-IM's  90  percent.  So,  we  are  a  little  concerned  that 
that  might  put  the  small  business  at  a  disadvantage. 

We  have  been  interviewing  banks,  as  directed  by  Congress,  to  see 
what  the  effect  has  been  so  far.  Banks  have  been  telling  us  that 
it  is  a  bit  more  risky  for  them  with  the  smaller  businesses.  They're 
a  little  less  anxious  to  do  these  kinds  of  loans.  We're  hoping  it 
doesn't  hurt  it  too  much,  but  we'll  see  what  this  full  report  presents 
to  Congress  and  whether  that  will  be  changed  or  not.  That  will  be 
up  to  them,  obviously. 

I  know  there  are  some  bankers  in  the  audience  who  have  worked 
with  us.  Bob  Louvar  from  Bank  One  in  Rockford.  I'm  not  sure  if 
AMCORE  Bank  is  here  in  Rockford,  but  they've  also  worked  with 
us  on  this  and  gave  us  their  opinions  on  what  effect  this  might  be. 

Just  to  wrap  it  up,  I'll  just  give  you  a  few  of  the  stories  from  last 
year,  some  of  the  success  stories  of  the  companies  we  have  worked 
with.  Waste  Tech,  for  example,  in  Libertyville,  Illinois  came  to  us 
in  January  1994  and  received  a  loan  for  a  $1.3  million  contract 
with  an  Italian  mining  company.  Since  that  loan,  their  exports 
have  totaled  more  than  $2  million.  They're  continuing  to  expand 
due  to  this  loem  that  SBA  was  able  to  guarantee  to  the  First  of 
America  Bank. 

Also,  a  company  here  in  Rockford,  a  very  small,  one-person  com- 
pany from  A&B  Design.  Are  they  here,  by  any  chance?  Oh,  yes. 
Hello.  Thank  you.  He  has  received  a  loan  tnrough  SBA  for  as  little 
as  $18,000,  which  is  difficult  in  most  cases.  But  AMCORE  was  will- 
ing to  do  this  loan  for  this  company,  which  is  a  very  advanced 
waste  and  water  treatment  facility.  SBA  guaranteed  this  loan 
through  AMCORE  and  I  know  it  helped  finance  a  contract  with  a 
major  oil  company  in  the  Netherland  Antilles  and  I  understand 
that  you're  doing  very  well  since  then. 
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We  also  did  a  loan  with  the  C.  S.  Johnson  Company  down  in 
Champaign,  Illinois.  We  did  actually  two  loans  for  them.  We  did  a 
single  transaction  and  then  we  went  back  and  did  another  line  for 
them.  Now,  their  exports  are  booming  right  now  and  are  totaling 
about  4  million.  They  are  in  over  10  different  markets,  including 
China,  Indonesia  and  India.  They  make  cement  mixing  equipment 
for  huge  dam  projects  overseas.  They've  also  doubled  their  staff 
from  37  to  80  in  just  that  1  year. 

Another  company.  Overseas  Merchandising  in  Northberg.  They 
also  received  a  loan  from  SBA  and  have  exported  nearly  10  million 
worth  of  products  and  are  continuing  to  grow. 

There  are  many  here.  Another  good  example  is  a  company  that 
started  out  with  a  regular  SBA  loan;  a  year  later,  came  back  be- 
cause they  were  very  innovative,  knew  they  had  to  export,  received 
a  loan  from  us  to  export  mainly  through  Taiwan,  are  now  starting 
to  export  to  Europe.  They've  also  doubled  the  amount  of  employees 
and  have  also  doubled  their  sales.  They've  gone  from  500,000  in 
sales  to  1.8  million  at  the  end  of  1995. 

So  we  think  that  the  program  has  been  very  helpful  and  we  hope 
to  get  the  word  out  even  more  this  year  and  make  sure  that  all 
small  businesses  are  aware  of  it.  So,  if  they  do  need  this  kind  of 
financing  or  if  the  banks  find  that  they  have  clients  out  there  that 
need  this  kind  of  help,  we'll  be  glad  to  come  out,  meet  with  them, 
work  with  them,  and  make  it  as  simple  as  possible  in  getting  these 
kinds  of  export  transactions  to  take  place. 

Again,  I  thank  you  for  having  me  here. 

[Ms.  Joyce's  statement  may  be  found  in  the  appendix.] 

Chairman  Manzullo.  Thank  you,  Mary.  I  appreciate  it  very 
much.  Our  next  panelist  is  Robert  J.  Kaiser,  who  is  the  vice  presi- 
dent of  the  Export-Import  Bank.  Mr.  Kaiser,  are  you  number  two 
in  charge,  second  to  Mr.  Kamark? 

TESTIMONY  OF  ROBERT  J.  KAISER,  VICE  PRESIDENT,  COMMU- 
NICATIONS  EXPORT-IMPORT  BANK  OF  THE  UNITED  STATES, 
WASHINGTON,  DC 

Mr.  Kaiser.  I'm  Bob  Kaiser.  I'm  vice  president  of  the  Office  of 
Communications  out  of  our  Washington  office.  I'm  subbing  for  Brad 
Dunderman,  whose  wife,  perhaps  even  as  we  speak,  is  delivering 
twins. 

I'm  joined  this  morning  by  Jean  Fitzgibbon,  who  is  one  of  our 
business  development  officers  and  who  serves  in  the  Chicago  Ex- 
port Assistance  Center.  Jean,  would  you  stand  up?  She's  our  resi- 
dent expert.  I  will  rely  on  her  for  all  tne  details. 

A  few  comments  about  Eximbank.  First  of  all,  the  name,  the  Ex- 
port-Import Bank  of  the  United  States.  We  were  founded  in  1934 
to  do  business  with  the  Soviet  Union,  and  the  idea  was  we  were 
going  to  finance  the  importation  of  raw  materials  from  the  Soviet 
Union  and  then  refinance  finished  goods  back  to  that  country,  thus 
the  name. 

As  a  practical  matter,  however,  we  have  never  financed  an  im- 
port in  the  history  of  the  bank.  So,  think  of  us  as  the  Export  Bank 
of  the  United  States.  But  I  guess  Eximbank  sounds  better  than  EX 
Bank.  That  doesn't  sound  too  user-friendly. 
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In  our  now  62-year  history,  we  have  supported  more  than  $300 
billion  in  U.S.  exports,  which,  of  course,  accounts  for  many,  many 
jobs  here  in  the  United  States.  Last  year,  we  booked  $11.2  billion 
worth  of  business,  which  supported  some  $15  to  $17  billion  in  U.S. 
exports,  which,  if  we  use  $52,000  in  exports  equals  one  job, 
Eximbank  supported  something  in  the  range  of  280,000  jobs  here 
in  the  United  States  last  year. 

I  want  to  talk  about  our  programs.  Many  people  think  of  us  as 
Boeing's  bank  or  Westinghouse's  bank  and  it's  true  that  we  do  sup- 
port a  number  of  very  large  transactions.  But  really  since  1983,  we 
have  had  a  major  emphasis  on  trying  to  support  and  do  more  busi- 
ness for  the  smaller  exporter  community  and  I  think  we  are  achiev- 
ing some  very  excellent  results  in  that  regard. 

A  couple  of  general  statements.  We  are  a  financial  institution. 
We  can  provide  loans,  guarantees  and  insurance.  There  are  no 
minimums  nor  maximums  at  Eximbank.  The  smallest  transaction 
we've  ever  done,  to  the  best  of  my  knowledge,  is  a  $13,000  working 
capital  guarantee.  The  largest  transaction,  again,  to  my  knowledge, 
is  $6  billion.  That  was  for  a  major  aircraft  sale  to  Saudia  Airlines 
in  Saudi  Arabia. 

This  is  true  in  all  of  our  programs.  You  can  use  any  program 
that  is  appropriate  for  the  solution  or  for  the  problem  that  you 
have  at  hand. 

Another  thing  I'd  like  to  say  is  I  was  struck  by  the  fact  that 
there  was  discussion  about  toothbrush  manufacturers.  I  think  peo- 
ple have  an  idea  that  you  can  only  export  very  sophisticated  equip- 
ment, whether  it's  medical  equipment  or  high  tech  computer  equip- 
ment, things  of  that  nature.  You  can  export  anything. 

My  favorite  story  at  Eximbank  is  we  supported  the  sale  of  sand 
to  Egypt.  Now,  I  would  think,  that  they  have  enough  of  that  stuff 
over  there  already.  But  as  a  practical  matter,  we  have  a  company 
in  Ohio  who  produces  a  sand  compound  which  is  used  to  clean  boil- 
ers and  furnaces  and  they  export  that  product  to  Egypt.  So,  please 
don't  think  of  the  fact  that  you  have  some  product  that  simply  isn't 
sophisticated  enough.  There  are  buyers  for  it  out  there. 

Let  me  talk  about  two  programs  that  I  think  are  of  specific  bene- 
fit to  the  smaller  exporter.  The  first,  an  area  that  was  touched  on, 
is  Eximbank's  working  capital  guarantee  program.  Fundamentally, 
this  is  a  program  that  induces  commercial  banks  to  extend  credit 
to  exporters  where,  at  their  own  risk,  at  the  banker's  risk,  they 
would  not  be  prepared  to  make  that  loan.  The  reason  we  provide 
a  90  percent  guarantee  rather  than  something  less  than  that  is 
simply  because  of  the  risk  that  the  banker  associates  with  this  type 
of  transaction. 

A  smaller  exporter  tends  to  be  undercapitalized.  They  tend  to  be 
highly  leveraged.  They  tend  to  have  minimal  amounts  of  acceptable 
collateral  and  it  is  necessary,  therefore,  if  this  export  transaction 
is  going  to  go  forward,  that  Eximbank  provide  the  90  percent  guar- 
antee to  induce  the  commercial  bank  to  extend  the  credit,  which, 
under  other  circumstances,  they  would  not  be  prepared  to  do.  Sim- 
ple, basic  problem.  The  collateral.  The  product  that's  going  to  be 
manufactured  is  going  to  go  to  China. 

How  is  the  bank  going  to  pursue  its  collateral  if  that  stuff  is  now 
in  Bejiing?  They're  not.  So,  as  a  practical  business  matter,  they  de- 
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cline  to  do  the  deal.  Eximbank,  through  its  guarantee  program,  al- 
lows this  transaction  to  occur. 

The  other  major  program  is  our  insurance  program.  Anybody 
who  is  in  business  knows  that  if  you  want  to  expand  sales,  you  ex- 
tend credit  to  your  buyers.  American  companies  traditionally  and 
historically  have  sold  abroad  either  on  a  cash-in-advance  basis  or 
against  confirmed  irrevocable  letters  of  credit.  Because  of  inter- 
national competition,  it  is  extremely  difficult  to  do  that  in  today's 
international  business  environment. 

So  Eximbank,  by  providing  its  insurance,  allows  you  to  sell  more 
to  your  existing  customers  or  it  allows  you  to  enter  markets  that, 
at  your  own  risk,  you're  not  prepared  to  do.  For  example,  I  heard 
Turkey  mentioned  a  number  of  times.  This  is  a  country  in  which 
Eximbank  is  very  active.  There  are  a  lot  of  American  exporters  who 
are  presently  doing  business,  let's  say,  in  Western  Europe.  They 
have  a  business  opportunity  that's  presented  to  them  in  Turkey. 
They've  never  done  business  there,  they're  not  familiar  with  it. 

They  would  be  inclined  to  turn  down  this  otherwise  attractive 
piece  of  business.  However,  if  Eximbank  is  prepared  to  insure  and 
take  away  the  political  and  commercial  risk  that  the  American  ex- 
porter associates  with  doing  business  in  that  particular  country, 
then  they  are  inclined  to  do  it. 

I  was  in  Milwaukee  2  years  ago  giving  out  some  E  awards.  One 
of  the  companies  there  was  exporting  about  $5  million  a  year  and 
it  was  a  significant  percent  of  their  net  sales,  and  I  want  to  say 
10  percent  or  more.  I  said  to  them  before  the  ceremony,  "Could  you 
export  more  than  $5  million?"  "Oh,  yes,"  they  said.  "We  have  oppor- 
tunities right  now  for  $10  million  in  exports."  I  said,  "Why  don't 
you  do  it?"  "Well,"  they  said,  "that's  all  the  credit  that  we're  pre- 
pared to  extend  ourselves  to  foreign  buyers."  I  said,  "You  mean  you 
don't  use  Eximbank  insurance."  "No,  never  have." 

I  called  Jean's  boss,  Brad  Dunderman,  and  I  said,  "Brad,  what 
are  you  doing  in  the  next  15  minutes?  Why  don't  you  go  to  Milwau- 
kee and  sell  this  company  an  Eximbank  insurance  policy  so  they 
can  take  advantage  of  all  these  other  attractive  sales  opportunities 
that  are  out  there?" 

Another  nice  feature  of  Eximbank  insurance  policies  is  they  are 
assignable  to  commercial  banks.  So,  if  a  company  already  has  an 
extensive  portfolio  of  foreign  accounts  receivable,  you  may  be  aware 
that  American  banks  will  typically  not  permit  you  to  add  foreign 
accounts  receivable  to  your  collateral  pool,  whicn  cuts  back  on  the 
amount  of  opportunities  and  working  capital  that  you  can  get  from 
the  bank. 

By  getting  an  Eximbank  insurance  policy  against  those  existing 
receivables,  foreign  receivables,  and  assigning  the  proceeds  to  the 
bank,  the  bank  then  very  often  permits  you  to  add  your  receivables 
to  your  collateral  pool,  which  takes  away  part,  a  major  part  of  your 
working  capital  problem.  Very  flexible  programs.  We  can  work  with 
SBA. 

The  beauty  of  SBA  and  Eximbank  is  they  can  do  capital  funding 
for  somebody  who  needs  additional  machinery  to  meet  export  or- 
ders. We  can't  do  that,  but  they  can.  Because  the  harmonized  pro- 
gram is  not  currently  in  existence,  Eximbank  has  reopened  its 
working  capital  guarantee  to  smaller  transactions  and  we  are  doing 
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them.  We  hope,  of  course,  that  Congress  will  see  its  way  clear  to 
move  the  SBA  guarantee  up  to  90  percent  so  we  can  once  again  re- 
sume this  harmonized  program,  which  I  think  is  the  way  that  the 
Federal  Government  should  be  going. 

I'd  be  happy  to  answer  any  questions,  Mr.  Chairman.  I  appre- 
ciate the  opportunity  to  speak  here  today. 

Chairman  Manzullo.  We  thank  you  very  much.  I've  received  a 
tremendous  amount  of  information  this  morning.  Mike,  do  you 
have  a  better  idea  as  to  some  of  he  answers  to  the  questions  that 
you  posed  3  hours  ago? 

Mr.  Donnelly.  Yes,  I  do.  Thank  you. 

Chairman  Manzullo.  First,  I  want  to  thank  all  of  you  for  ap- 
pearing on  our  panel,  coming  here  to  Rockford,  We're  proud  of  this 
city,  with  its  close  to  1,000  factories.  Rockford,  the  county  of  Win- 
nebago and  the  County  of  McHenry,  have,  according  to  recently  re- 
leased statistics,  one  of  the  lowest  unemployment  rate  in  the  coun- 
try. A  lot  of  it  has  to  be  because  of  the  tremendous  export  opportu- 
nities here. 

So  I  want  to  thank  you  all.  Will  you  be  available  to  answer  ques- 
tions for  the  folks  after  the  hearing  today?  All  right.  This  Sub- 
committee is  adjourned.  Thank  you. 

[Whereupon,  at  12:10  p.m.,  the  Subcommittee  adjourned,  subject 
to  the  call  of  the  chair.] 
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OPENING  STATEMENT  OF  CHAIRMAN «DONALO  A.  MANZULLO 

BEFORE  THE  SUBCOMMITTEE  ON  PROCUREMENT,  EXPORTS, 

AND  BUSINESS  OPPORTUNITIES 

HOUSE  SMALL  BUSINESS  COMMITTEE 

February  13,  1996   9:00AM  at  Northern  Illinois  University 

FIELD  HEARING  ON 
"EXPORT  INFORMATION  RE80URCB8" 

Today,  the  Subcommittee  will  examine  various  technologies  to 
assist  businesses  enter  the  export  arena.   This  field  hearing  is 
mainly  designed  to  wet  your  appetite  about  the  wealth  of  trade 
infomation  available  just  a  few  computer  keystrokes  or  a  phone 
call  away. 

Many  pundits  have  decried  low  wage  growth  and  company 
downsizing.   We  are  still  dealing  with  more  imports  than  exports, 
with  the  most  recent  statistics  revealing  a  $7  billion  monthly 
trade  deficit  for  November.   However,  the  U.S.  has  once  again 
produced  a  record  level  of  exports.   And,  several  academic 
studies  point  to  a  growing  correlation  between  companies  that 
decide  to  export  and  higher  wages,  benefits,  increased 
productivity,  and  more  jobs. 


48 


In  one  example,  the  Institute  for  International  Economics 
and  the  National  Association  of  Manufacturers  concluded  that: 

1)  Workers  at  exporting  firms  earn  15  percent  more  on 
average  than  those  employed  at  non-exporting  firms; 

2)  These  same  workers  enjoy  benefits  worth  nearly  33 
percent  more; 

3)  They  are  generally  30  to  50  percent  more  productive, 
depending  on  which  industry,  than  non-exporting  workers; 

4)  And,  annual  job  growth  rates  in  exporting  firms  are 
three  to  11  percent  higher  than  non-exporting  companies. 

In  another  study  by  the  Brookings  Institution,  plant 
production  workers  who  produce  goods  for  export  are  paid,  on 
average,  $3,429  more  per  year  than  their  counterparts  at  a  non- 
exporting  plant. 
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Do  these  findings  only  apply  to  large  companies?   No!   What 
was  the  most  surprising  result  from  this  study  is  that  small 
companies  experience  similar  benefits  to  their  large  counterparts 
precisely  because  of  a  decision  to  enter  the  export  market.   In 
fact,  large  and  small  exporters  are  more  alike  in  terms  of 
productivity,  wages,  benefits,  and  job  security  than  similar 
large  and  small  companies  that  do  not  export. 

In  fact,  exports  do  matter.   They  matter  if  we  want  to  keep 
the  U.S.  economy  growing  strong.   They  matter  if  we  want  to 
continue  creating  higher  paying,  higher  skilled  jobs  —  not  only 
for  this  generation,  but  for  our  next  generation,  as  well. 

I  would  like  to  take  this  opportunity  to  briefly  discuss  how 
an  aggressive  export  policy  has  benefited  the  16th  Congressional 
District  of  Illinois. 

The  16th  District  is  very  diverse,  involved  in  both 
manufacturing  and  agriculture.   The  City  of  Rockford  is  one  of 
the  most  densely  populated,  per  capita,  manufacturing  city  in  the 
country.   We  have  over  950  factories  here,  providing  employment 
for  tens  of  thousands  of  highly  skilled,  highly  productive,  and 
high  technology  positions. 
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Not  so  long  ago,  during  the  early  1980 's,  the  people  in 
Rockford,  the  fastener  capital  of  the  world,  were  devastated  by  a 
recession  that  pushed  unemployment  up  to  26  percent.   Chrysler 
was  fighting  to  stay  open.   Times  were  very  difficult.   What 
happened?  The  businesses  of  this  community  beceune  very 
aggressive  in  search  of  new  markets  for  their  products,  which 
included  an  emphasis  on  exports. 

Northern  Illinois  is  now  responsible  for  nearly  half  of 
Illinois'  exports,  not  only  manufactured  products  but  dairy  and 
processed  foods  exports. 

Throughout  the  evolution  of  U.S.  manufacturing,  Rockford, 
Illinois  has  been  part  of  the  equation.   Known  early  as  a  hub  for 
fine  furniture  and  textiles,  Rockford  began  its  history  of  metals 
and  machining  with  companies  like  J.L.  Clark,  who  employed  our 
neighbors  to  manufacture  stove  pipe  covers.   Today,  J.L.  Clark  is 
still  here  employing  our  neighbors  to  produce  specialty  products 
of  metal,  plastic,  and  paper. 
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Ingersoll  has  been  in  Rockford  for  generations.  Literally, 
generation  after  generation  has  been  employed  to  manufacture  the 
finest  cutting  tools  and  manufacturing  components  in  the  world. 
Ingersoll  has  been  here  for  the  people  of  Rockford  through  the 
good  times  and  the  bad.  Just  like  every  industry  here  today  has 
been  here  for  Rockford,  Freeport,  Belvidere,  Galena,  and  McHenry 
County  through  thick  and  thin. 

The  commitment  and  confidence  in  the  quality  and  the  skill 
of  the  labor  force  in  Northern  Illinois  is  still  very  strong.   To 
continue  their  commitment  to  our  communities,  the  businesses  of 
this  district  have  widely  supported  opening  new  markets  by 
endorsing  the  North  American  Free  Trade  Agreement  (NAFTA)  and  the 
General  Agreement  on  Tariffs  and  Trade  (GATT) . 

U.S.  exports  to  Mexico  suffered  a  decline  during  the 
previous  year  because  of  the  peso  devaluation  and  the  economic 
downturn.   If  any  of  you  dealt  with  Mexico  last  year,  I'm  sure 
many  of  you  had  anxious  moments.   However,  NAFTA  prevented  a  bad 
situation  from  turning  worse. 
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A  less  serious  economic  crisis  affected  Mexico  during  the 
early  1980's  and  U.S.  exports  to  Mexico  dropped  35  percent  in 
1982  and  another  24  percent  in  1983.   Yet,  during  this  crisis 
U.S.  exports  only  decreased  by  13  percent.   The  difference  was 
the  legal  protection  contained  in  NAFTA  that  prevented  Mexico 
from  raising  tariffs  and  other  import  barriers  against  U.S. 
products  to  protect  their  industries.   We  should  remember  that 
while  Mexico  significantly  raised  tariffs  against  other  trading 
partners  such  as  Japan  and  Europe,  it  did  not  do  likewise  against 
the  United  States  and  Canada. 

While  many  northern  Illinois  companies  faced  a  rocky  road 
with  Mexico  last  year,  long-term  prospects  still  look  good.   A 
recent  study  by  Dean  International  of  Dallas,  Texas  has  projected 
that  Illinois  exports  to  Mexico  will  increase  from  $1.5  billion 
in  1995  to  $3.5  billion  by  the  year  2000,  creating  nearly  60,000 
jobs  over  that  same  time  period. 

NAFTA  has  helped  companies  like  Clausen  Pickle  sell  more 
pickles  by  taking  advantage  of  a  varied  growing  seasons  both  in 
the  United  States  and  Mexico  without  worry  of  high  tariffs  or 
other  import  barriers. 
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GATT  helped  Rochelle  Foods  sell  pork  tenderloins  like 
gangbusters  In  Japan.   Other  market-opening  initiatives  have 
helped  Chrysler  sell  nearly  54,000  Neons  —  22  percent  of 
production  —  around  the  world,  including  the  first  right-hand 
drive  model  in  Japan  very  soon. 

Precision-Twist  Drill,  Triseal  Corporation,  U.S.  Filter 
Corporation,  Aqua-Aerobics,  RD  Systems,  QED  Dryer  Sales  and 
Manufacturing,  National  Metal  Specialists  all  have  benefited  from 
a  free,  open  trading  system.   Many  of  you  here  in  this  room  are 
can  also  testify  as  to  what  exports  mean  for  your  company. 

Over  the  last  few  years,  I  have  worked  very  hard  to  improve 
export  opportunities.   I  have  brought  leaders  from  the  big  three 
emerging  markets  —  China,  India,  and  Indonesia  —  to  Rockford. 
Maintaining  the  positive  dialogue  of  free  trade  is  very  important 
to  strengthening  our  economy  and  creating  new  jobs. 

Does  exporting  guarantee  success?   Is  there  a  magic  formula 
between  level  of  exports  and  company  growth  rates?  Of  course 
not.   But  your  chances  are  much  greater  if  you  have  a  high- 
quality  product  and  a  very  productive  workforce  for  long-term 
growth  and  job  creation  if  your  business  decides  to  compete  on  a 
global  scale. 
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It  is  also  very  important  for  American  businesses  to  have 
access  to  the  information  as  to  how  to  reach  new  markets. 
Everyday,  there  are  new  markets  opening  around  the  world  for 
virtually  every  product  produced.   In  some  cases,  there  is  demand 
for  products  not  even  invented  yet. 

Today,  we  are  very  privileged  to  have  in  Rockford  trade 
information  specialists  who  have  travelled  a  long  way  to  be  with 
us  this  morning.   First,  the  hearing  will  begin  with  three 
Rockford-area  business  persons  who  will  give  their  perspective  on 
what  they  expect  from  trade  statistics.   Then,  we'll  proceed  with 
the  demonstrations.   Finally,  trade  experts  from  the  "one-stop" 
export  assistance  center  in  Chicago  will  discuss  the  services 
they  offer. 
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Congressman 

Don  ManzuUo's 
Congress  Update 


Legislative  Information  from  the  104th  Congress 


"Exports  Matter" 

by 

U.S.  Representative  Don  Manzullo 

Illinois  -  Sixteenth  District 

Good  news  doesn't  receive  much  attention  anymore,  but  a  recent  study  conducted  by 
the  Manufacturing  Institute,  the  educational  arm  of  the  National  Association  of 
Manufacturers  (NAM),  and  the  respected  Institute  for  International  Economics  (HE)  points 
to  the  growth  importance  of  exports  to  the  overall  health  of  the  economy. 

Many  people  wince  whenever  monthly  U.S.  trade  figures  are  announced,  thinking 
America  will  never  return  to  the  days  when  we  exported  more  than  we  Imported.    Many  are 
also  justifiably  concerned  about  low  wage  growth  and  company  downsizing. 

Economists  debate  as  to  whether  or  not  trade  deficits  are  truly  retleciive  of  our 
overall  economic  health  (eg.  the  trade  deficit  figure  does  not  include  money  spent  in  the 
United  States  by  foreign  tourists).    Others  argue  that  the  trade  deficit  is  comprised  primarily 
of  our  reliance  on  imported  oil  and  our  trade  difficulties  with  Japan,  mainly  in  the 
automotive  sector  ($4.13  billion). 

Regardless  of  this  academic  debate,  the  Census  Bureau  released  some  good  news 
earlier  this  month  about  our  nation's  trade  deficit  in  goods  and  services.    In  a  nutshell,  our 
trade  deficit  picture  improved  slightly,  at  S7.06  billion  for  November,  down  from  $11.7 
billion  last  May.    In  addition,  most  media  coverage  missed  the  best  news  of  this  report  -  the 
U.S.  once  again  exported  a  record  number  of  goods  and  services  around  the  world  at 
$67.36  billion  for  November,  an  increase  of  S2.56  billion  from  last  May.    And.  during  that 
same  month,  the  U.S.  decreased  its  share  of  imports  from  May's  level  -  $74.41  billion  for 
November,  down  $1.79  billion  from  six  months  ago. 

Despite  this  good  news,  it  is  still  important  lo  remember  that  imports  are  not 
necessarily  bad.    An  increasing  level  of  overall  trade  signifies  a  health  economy,    many 
manufacturers  import  components  that  are  u.sed  in  a  final  product  made  and  sold  in 
America. 

But  what  the  report  from  NAM  and  lEE  reveals  is  that  exports  as  a  share  ol  our 
economy  is  increasingly  important.    In  1980,  exports  were  only  8.5  percent  of  our  Gross 
Domestic  Product  (GDP).    In  1994,  exports  are  projected  to  form  12.3  percent  of  GDP. 

In  addition,  the  report  shows  that  "exports  enhance  company  growth  rates  and 
innovative  as  exporters  adopt  new  technologies  far  more  intensely  than  non-exporters,     l-or 
this  reason,  workers  in  export  plants  are  exposed  to  more  advanced  technologies  and  have 
far  greater  opportunities  for  skill-upgrading  than  are  available  elsewhere.  ' 
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The  evidence  reveals  a  quiet  revolution  in  attitude  among  manufacturers  towards 
exporting,  which  is  reflective  in  the  16th  Congressional  District  of  Illinois.    Companies 
involved  in  exporting  and  their  workers  are  much  better  off  than  non-exporters  in  many 
categories.    Workers  at  exporting  firms  earn  15  percent  more  on  average.    They  receive 
employee  benefits  worth  nearly  33  percent  more.    They  are  generally  30  to  50  percent  more 
productive  than  non-exporting  workers.    Finally,  annual  growth  rates  for  employment 
prospects  in  exporting  firms  are  three  to  1 1  percent  higher  than  non-exporting  companies. 

Does  this  only  apply  to  large  manufacturers?    No!    What  was  the  most  surprising 
result  from  this  study  is  small  companies  (those  employing  under  100)  are  experiencing 
similar  benefits  precisely  because  of  a  decision  to  enter  the  export  market.    In  1987,  only 
one  in  ten  small  firms  exported.    Now,  twenty  percent  of  small  companies  are  exporting. 

The  benefits  of  exporting  extend  to  both  small  and  large  firms.  In  fact,  large  and 
small  exporters  are  more  alike  in  terms  of  productivity,  wages,  benefits,  and  job  security 
than  similar  large  and  small  companies  that  do  not  export. 

The  Brookings  Institution  also  examined  the  influence  of  exporting  on  job  and  wages 
specifically  on  U.S.  manufacturing  between  1976  and  1987.    They  conclude  that  "exporters 
are  larger,  more  productive,  and  capital  intensive"  than  their  non-exporting  counterparts, 
regardless  of  location,  size,  and  type  of  industry.    In  addition,  exporting  firms  "pay  wages 
that  are  more  than  14  percent  higher  than  those  paid  by  exporting  plants,  benefits  at 
exporters  are  a  third  higher  than  at  nonexporters."    Production  workers  in  an  exporting  plant 
earned  $3,429  more  per  year  than  their  counterpart  at  a  nonexporting  plant.    Even 
nonproduction  workers  earned  $2,479  more  per  year  in  those  same  exporting  plants. 

The  16th  District  has  also  experienced  this  quiet  revolution.    Through  my  many  visits 
to  factories  and  towns  across  the  district,  I  have  heard  of  many  fascinating  stories  of  small 
companies  new  to  exporting.    Recent  data  by  the  Commerce  Department  reveals  that  exports 
from  the  16th  District  increased  221  percent  from  1987  to  1993,  more  than  double  the  99 
percent  increase  for  the  entire  state  of  Illinois  and  the  90  percent  gain  overall  in  U.S. 
merchandise  exports.    While  some  of  this  data  may  include  factories  just  over  our  district 
line,  this  is  indicative  of  the  immense  productivity  and  dynamism  in  northern  Illinois. 

As  these  academic  studies  conclude,  exports  matter.    They  are  the  key  to  our  future 
prosperity.    There  is  concrete  evidence  right  here  in  the  16th  District  of  the  validity  of  these 
seemingly  dry  statistics. 

Of  course,  there  are  risks  to  selling  overseas.    However,  we  live  in  a  global 
marketplace  where  annual  imports  of  all  of  our  trading  partners  are  expected  to  grow  by 
over  $5  trillion  by  2010.    Seventy  percent  of  that  increase  is  expected  to  occur  in  the  Pacific 
rim  and  the  former  Eastern  bloc.    If  we  withdraw  from  the  world,  it  will  have  negative 
consequences  for  our  economy  here  at  home. 

-END- 

United  States  Congressman  Don  Manzullo  (R-Egan)  represents  the  16th  District  of 
Illinois,  which  includes  McHenry,  Boone,  Winnebago,  Stephenson,  Jo  Daviess,  and 
eastern  two-thirds  of  Ogle  Counties.    Representative  Manzullo  is  Chairman  of  the  House 
Small  Business  Subcommittee  on  Procurement,  Exports,  and  Business  Opportunities.    He 
is  also  Vice  Chairman  of  the  House  International  Relations  Subcommittee  on  Economic 
Policy  and  Trade.    For  more  information  about  issues  before  the  U.  S.  Congress,  contact 
Congressman  Don  Manzullo  at  415  South  Mulford  Road,  Rockford,  Illinois  61108;  or  181 
N.  Virginia  Avenue,  Crystal  Lake,  Illinois  60014. 
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CENTER 

HOUSE  OF  REPRESENTATIVES,  SUBCOMMITTEE  ON  PROCUREMENT,  EXPORTS  AND 
BUSINESS  OPPORTUNITIES,  COMMITTEE  ON  SMALL  BUSINESS  FIELD  HEARING 
IN  ROCKFORD,  FEBRUARY,  13,  199  6. 

Testimony  by  Stanley  Bokota,  Director,  The  Commercial  Service,  U.S. 
Export  Assistance  Center,  Chicago,  Illinois. 

Mr.  Chairman,  thank  you  for  your  invitation  to  this  hearing  and  for 
giving  me  an  opportunity  to  present  to  you  and  to  the  business 
community  the  export  assistance  services  provided  by  U.S.  Export 
Assistance  Center,  more  specifically  by  the  Commercial  Service. 

A.  U.S.  Export  Assistance  Centers 

U.S.  Export  Assistance  Centers  (USEACs)  are  customer-focused, 
federal  export  assistance  offices.  USEACs  streamline  export 
marketing  and  trade  finance  assistance  by  integrating  in  a  single 
location  the  export  marketing  and  trade  finance  counselors  and 
services  of  the  U.S.  Department  of  Commerce,  The  Commercial  Service 
(FCS)  ,  the  U.S.  Export-Import  Bank  (Eximbank) ,  and  the  U.S.  Small 
Business  Administration  (SBA) .  Where  feasible,  USEACs  are  located 
in  facilities  with  other  public  and  private  export  service 
providers.  Co-location  with  other  export  facilitation  partners 
(World  Trade  Centers,  state  and  local  entities,  export  trading 
companies,  and  the  like)  improves  accessibility  by  business,  allows 
the  leveraging  of  resources  among  partner  organizations,  extends 
the  range  and  depth  of  services  available  at  a  single  site,  and 
promotes  a  more  rational,  integrated  delivery  network.  Services  of 
the  USEACs  are  targeted  to  export  ready  firms. 

There  are  fifteen  (15)  USEACs  in  the  United  States,  and  one  of  them 
is  located  in  Chicago. 

B.  The  Commercial  Service 

Unique  among  federal  agencies,  The  Commercial  Service  maintains  a 
worldwide  service  delivery  network  with  offices  in  more  than  70 
cities  in  the  United  States,  69  countries  and  over  125  foreign 
locations. 

The  Commercial   Service   is  an   integral  part  of  the  Clinton 

Administration's  National  Export  strategy  to  promote  U.S.  economic 

growth  through  the  increase  in  exports  and  thus  the  creation  of 

jobs. 

The  mission  of  the  Commercial  Service  is  to  support  U.S.  commercial 

interests, breaking  down  export  barriers  which  restrict  the  export 

of  American  products,  making  the  federal  government  a  responsive 

U^.  Department  of  Commerce  •  Export-Import  Bank  of  the  United  States  •  U.S.  Small  Business  Administration     ^^    '■/u^^M^S  //>  O/pO/t///!^ 
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partner  and  an  aggressive  advocate  for  private  industry,  and  to 
assist  the  U.S.  business  community  in  expanding  sales  and  market 
share  around  the  globe.  Thus,  the  Commercial  Service  is  in  the 
business  of  increasing  U.S.  jobs  through  export  expansion  anywhere 
in  the  world. 

One  of  the  Commercial  Service  Offices  is  located  in  Chicago. 
The  Chicago  Office  is  a  part  of  the  USEAC-Chicago.   It  provides 
export  trade  assistance  to  business  located  in  Illinois  and 
supervises  two  Branches:   one  in  Rockford  and  another  in  Wheaton, 
Illinois. 

The  Rockford  Branch  epitomizes  an  ideal  partnership  between  the 
federal  government,  executive  and  legislative  branches,  local 
government  and  private  sector  all  together  serving  Rockford  and  the 
surrounding  10  county  area  comprising  about  250,000  people  and  over 
2,000  manufacturing  establishments  and  numerous  service 
organizations.  In  Rockford,  The  Commercial  Service  branch  office 
is  co-located  with  Rockford  Chamber  of  Commerce.  The  Chamber 
provides  rent-free  office  space  and  one  staff  assistant.  The 
Branch  is  managed  by  an  experienced  international  trade  specialist, 
who  is  supported  by  the  FCS  Chicago  office,  Exim  Bank,  SBA,  and 
numerous  industry  and  country  specialists  in  Washington  D.C.  In 
Rockford,  many  of  the  local  export  promotion  and  export  education 
programs  are  jointly  developed  and  implemented  with  World  Trade 
Council  of  Northern  Illinois,  the  Rockford  Chamber  of  Commerce,  the 
16th  Congressional  District  Office  and  local  colleges. 

Our  export  promotion  assistance  available  to  this  community 
consists  of: 

1.  One-On-One  counseling  to  export  ready  companies: 

a.  assess  company's  export  readiness 

b.  evaluate  market  potential 

c.  disseminate  market  information  and  business 
opportunities  abroad  utilizing  our  computerized 
data  base  "National  Trade  Data  Base"  (NTDB)  and 
other  sources 

d.  identify  target  markets 

e.  develop  marketing  strategies 

f.  provide  guidance  on  export  credit  insurance,  pre- 
export  financing  through  working  capital  guaranteed 
loans  and  medium-  and  long-term  loans  and 
guarantees  to  overseas  buyers 

2.  Export  education:  conferences,  seminars,  workshops 

3.  Contact  facilitation  abroad: 

a.  Agent  Distributor  Search  -  Customized  search  for 
foreign  representatives  (distributors  or  agents) 
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b.  Gold  Key  Service  (GKS)  -  customized  service  to 
provide  appointments  with  potential  business 
partners  for  U.S.  firms  traveling  abroad 

c.  Export  Contact  List  (ECLS)  -  a  data  base  which 
provides  names  of  agents  and  distributors  by 
product 

d.  Commercial  News  USA  (CNUSA)-  Export  promotion 
magazine  which  lists  new  or  industry-specific  U.S. 
products  and  services  for  export 

e.  Trade  Opportunity  Program  (TOP)  -  Current  sales 
leads  from  international  firms  seeking  to  buy  or 
represent  U.S.  products  or  services 

g.  International  Company  Profile  (TCP)  -  confidential 
background  and  credit  reports  on  foreign  firms 

f.  Matchmakers  -  Industry  and  country  specific  trade 
missions  for  new-to-export  or  new-to-market  firms 

h.    Certified  Trade  Fairs  -  provides  U.S.  Department  of 

Commerce  endorsement  of  private  sector  foreign 

trade  shows 
i.    Catalog  Exhibitors  -  Overseas  U.S.  Department  of 

Commerce  exhibits  of  product  catalogs  and  videos  to 

potential  foreign  buyers 
j .    International   Buyer   Program   -   Foreign   buyer 

delegations  attend  U.S.  trade  shows  to  meet  U.S. 

suppliers 

4.    Other  Resources: 

a.  Business  America 

b.  A  Basic  Guide  to  Exports 

c.  Fax  Retrieval  Systems 

d.  Export  Yellow  pages 

e.  The  Economic  Bulletin  Board 

f.  Newsletters 

g.  Trade  finance:  Exim  Bank,  SBA,  Commercial  Banks, 
Multilateral  Development  Banks 

h.    World  Trade  Center 

i.    Community  Colleges  and  Universities 

j .    International  Trade  Centers 

(ITC  located  in  the  College  of  Du  Page  County 

services  Rockford  area) 
k.  Illinois  Export  Council 
1.    State  of  Illinois 

It  is  fair  to  conclude  that  there  is  ample  and  tangible  export 
assistance  available  to  the  American  business  community  at  no  or 
minimal  cost.  However,  what  we  have  to  offer  are  merely  basic 
although  essential  tools.  They  are  in  no  way  a  substitute  for 
salesmanship,  quality  products  and  service.  Exporters  must  be 
willing  to  study  and  understand  foreign  cultures.  They  must 
acquire  knowledge  of  foreign  markets  and  their  dynamics.  And  this, 
in  most  instances,  can  only  be  acquired  by  visiting  foreign  markets 
and  developing  personal  relationship  with  trading  partners. 
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TESTIMONY 

before  the 

SUBCOMMITTEE  ON  PROCUREMENT,  EXPORTS  AND  BUSINESS  OPPORTUNITIES 

of  the 

HOUSE  SMALL  BUSINESS  COMMITTEE 
I 

February  13,  1996 
Rockford,  Illinois 


by: 

Mary  Ann  Boukalis 
Vice  President 
Global  Trade  Information 
Services,  Inc. 


CORPORATE  OFFICE 

2218  DEVINE  ST     COLUMBIA,  SC  29205 

TEL  (803)  765-1860    FAX  (803)  799-5589 

E-MAIL  GTiesunbell  net 


WASHINGTON  OFFICE 
500  23RD  ST  NW    WASHINGTON,  DC  20037 
TEL  (202)  785-1755    FAX  (202)  293-4893 
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TESTIMONY  BEFORE  THE  SUBCOMMITTEE  ON  PROCUREMENT,  EXPORTS  AND 
BUSINESS  OPPORTUNITIES  OF  THE  HOUSE  SMALL  BUSINESS  COMMITTEE 


February  13,  1996 
Rockford,  Illinois 

Mr.  Chairman  and  Members  of  the  Subcommittee: 

My  name  is  Mary  Ann  Boukalis  and  I  am  Vice  President  of  Global 
Trade  Information  Services,  Inc.,  a  South  Carolina-based  market 
research  and  economic  consulting  firm  which  designs  and  markets 
international  trade  software.   I  am  pleased  to  be  here  to 
describe  how  our  company  can  be  helpful  to  small  businessmen  who 
are  interested  in  entering  the  global  marketplace . 

You  have  already  heard  from  the  Department  of  Commerce  concerning 
the  many  resources  it  has  available  to  exporting  companies.   As  a 
trade  analyst  in  Washington  D.C.  for  many  years,  I  am  very 
familiar  with  most  of  them.   Our  software,  called  the  WORLD  TRADE 
ATLAS  CD-ROM,  was  designed  to  take  one  of  its  major  resources, 
namely  merchandise  trade  data,  and  make  it  into  a  more  useful 
research  and  marketing  tool  for  businessmen  and  government  policy 
makers  alike. 

For  many  years,  international  trade  data,  although  available  in 
raw  form,  was  not  used  very  effectively  by  businessmen  to  make 
strategic  marketing  decisions.   The  reasons  were  obvious;  the 
data  was  cumbersome  and  difficult  to  manipulate.   In  order  to  use 
it,  a  businessman  interested  in  the  global  market  would  probably 
need  at  least  one  trade  analyst  who  would,  for  instance 

(a)  identify  Harmonized  Tariff  Schedule  Numbers; 

(b)  rank  potential  export  markets  according  to  the  value  of 
their  trade; 

(c)  calculate  the  percent  increase  or  decrease  in  trade  of  a 
the  potential  export  markets  over  a  time  series; 

(d)  compute  the  average  unit  value  of  trade  by  country  on 
each  commodity  of  interest; 


22-847  -  96 
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(e)  cumulate  the  data  so  that  trade  could  be  viewed  in  a 
broader  perspective  from  the  most  general  2 -digit  level  of 
the  Harmonized  Tariff  Schedule  down  through  the  4-digit  and 
6-digit  levels; 

(f)  provide  comparable  data  on  U.S.  imports  so  that  a 
businessman  would  have  a  better  understanding  of  who  his 
competitors  might  be  in  the  global  marketplace,-  etc. 

This  process  would  take  days  or  weeks  of  valuable  time. 

Now,  the  WORLD  TRADE  ATLAS  can  do  all  of  the  above  --  and  more  -- 
for  you  in  minutes.  IT  LETS  YOU  FOCUS  ON  THOSE  EXPORT  MARKETS 
WHICH  OFFER  THE  GREATEST  POTENTIAL.   In  general,  it  allows  your 
computer  do  what  it  can  do  best  so  that  you  can  spend  valuable 
time  doing  what  you  can  do  best  --  making  the  strategic  business 
decisions  necessary  with  the  appropriate  background  data  at  hand. 

The  best  way  for  you  to  review  our  software  is  to  take  a  sample 
product  and  run  through  how  the  WORLD  TRADE  ATLAS  CD-ROM  would 
handle  it.   Since  I  understand  that  this  is  a  major  area  for 
machine  tool  manufacturing,  it  is  only  appropriate  that  we  view  a 
product  in  the  machine  tool  area.   Arbitrarily,  I  have  chosen 
Pneumatic  Rotary  Machine  Tools  for  Metalworking. 

First  we  must  find  the  appropriate  Harmonized  Tariff  Schedule 
Number.   Using  the  WORLD  TRADE  LEXICON,  it  appears  that  most 
machine  tool  products  are  located  to  two  broad  categories,  namely 
HS  84  -  Machinery  and  HS  82  -  Metal  Tools  &  Cutlery 

After  identifying  our  number  as  HS  8467111080,  we  proceed  to 
examine  U.S.  export  data.   Using  the  most  recently  released  data, 
we  have  an  option  of  look  at  a  three  year  comparison  of  trade  on 
a  monthly,  calendar  year  or  year  to  date  basis;  in  this  case,  we 
are  looking  at  January  through  November  data.   On  Table  1,  note 
first  that  machinery  exports  are  up  in  the  most  recent  period 
13.9  percent  over  the  same  period  last  year;  that  machinery 
exports  represent  19.2  percent  of  total  U.S.  exports,  and  that 
U.S.  exports  for  the  most  recent  period  totalled  $101.9  billion. 

In  the  10 -digit  number  which  we  have  chosen  to  examine,  trade  is 
up  28  percent  and  U.S.  exports  totalled  $26.6  billion  in  the  most 
recent  period. 
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Global  Trade  Information  Services 
World  Trade  Atlas 


U.S.  Exports  to:  --  WORI 
JANUARY  -  NOVEMBER 


HS   Commodity 
84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN 
84  6711  PNEUMATIC  ROTARY  TY 
8467115090  ROTARY  TYPE  PNE 
8467111080  ROTARY  TYP  PNEU 
8467115020  DRILLS, EX  ROCK, 
8467111040  GRINDERS,  POLIS 
846711504  0  WRENCHES,  ROTAR 
8467115010  ROCK  DRILLS,  RO 


Millions 

of 

U.S. 

.  Dollars 

%  Share 

% 

Change 

1993 

L994 

1995 

1993 

1994 

1995 

95/94 

80,382 

89 

,413 

101,854 

18.99 

19.22 

19.18 

13.91 

335.624 

422 

.951 

446.272 

0.42 

0.47 

0.44 

5.51 

78.514 

96 

.369 

107.962 

23.39 

22.78 

24.19 

12.03 

24.359 

31 

.898 

37.489 

31.03 

33.10 

34.72 

17.53 

17.589 

20 

.791 

26.623 

22.40 

21.57 

24.66 

28.05 

15.574 

20 

.255 

20.823 

19.84 

21.02 

19.29 

2.80 

9.057 

10 

.194 

12.713 

11.54 

10.58 

11.78 

24.71 

9.876 

11 

.239 

8.938 

12.58 

11.66 

8.28 

-20.48 

2.058 

1 

.991 

1.376 

2.62 

2.07 

1.27 

-30.87 

T  '-lie  2  shows  all  countries  to  which  the  U.S.  exports  in  this  10 -digit 
e  .egory.   Note  that  Singapore  is  the  major  customer  with  15  percent  of 
our  export  market  and  that  trade  is  up  168  percent. 


U.S.  Exports  of:  84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN  THE  -  846711  PNEUMATIC  ROTARY  TYPE  TOO 

8467111080  ROTARY  TYP  PNEU  HND-DIR  T 


JANUARY  -  NOVEMBER 

Millions 

of  U.S. 

Dollars 

%  Share 

's   Change 

Rank 

Country 

1993 

1994 

1995 

1993 

1994 

1995 

95/94 

--  WORLD  -- 

17.589 

20.791 

26.623 

100.00 

100.00 

100.00 

28.05 

1 

SINGAPORE 

0.524 

1.509 

4.047 

2.98 

7.26 

15.20 

168.24 

2 

GERMANY 

1.401 

1.639 

2.858 

7.96 

7.88 

10.73 

74.34 

3 

JAPAN 

3.576 

3.545 

2.552 

20.33 

17.05 

9.58 

-28.03 

4 

UNITED  KINGDOM 

0.949 

1.399 

1.991 

5.39 

6.73 

7.48 

42.28 

5 

THAILAND 

0.178 

0.861 

1.746 

1.01 

4.14 

6.56 

102.91 

6 

CHINA 

0.548 

0.520 

1.597 

3.12 

2.50 

6.00 

206.85 

7 

KOREAN  REPUBLIC 

0.839 

0.767 

1.202 

4.77 

3.69 

4.52 

56.85 

8 

FRANCE 

0.427 

1.139 

1.142 

2.43 

5.48 

4.29 

0.23 

9 

AUSTRALIA 

0.532 

1.298 

1.128 

3.03 

6.24 

4  .24 

-13.10 

10 

TAIWAN 

0.338 

0.439 

0.979 

1.92 

2.11 

3.68 

122.76 

11 

MEXICO 

1.928 

0.912 

0.960 

10.96 

4.39 

3.60 

5.26 

12 

NEW  ZEALAND 

0.132 

0.124 

0.920 

0.75 

0.60 

3.46 

643.18 

13 

COLOMBIA 

0.229 

0.136 

0.723 

1.30 

0.65 

2.72 

433.29 

14 

HONG  KONG 

0.255 

0.338 

0.630 

1.45 

1.63 

2.37 

86.10 
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U.S.  Exports  of:  84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN  THE  -  846711  PNEUMATIC  ROTARY  TYPE  TOO 

8467111080  ROTARY  TYP  PNEU  HND-DIR  T 


Rank 

Country 

--  WORLD  -- 

1 

SINGAPORE 

2 

GERMANY 

3 

JAPAN 

4 

UNITED  KINGDOM 

5 

THAILAND 

6 

CHINA 

7 

KOREAN  REPUBLIC 

8 

FRANCE 

9 

AUSTRALIA 

10 

TAIWAN 

11 

MEXICO 

12 

NEW  ZEALAND 

13 

COLOMBIA 

14 

HONG  KONG 

JANUARY  - 

NOVEMBER 

Average 

Price 

%  Change 

1993 

1994 

1995  Units 

94/93 

95/94 

143 

08 

134 

90 

230 

79 

NO 

-5.71 

71.08 

200 

63 

91 

46 

388 

89 

NO 

-54.41 

325.18 

147 

91 

151 

71 

175 

21 

NO 

2.57 

15.49 

96 

76 

126 

65 

143 

13 

NO 

30.89 

13.01 

153 

40 

216 

73 

259 

86 

NO 

41.29 

19.90 

338 

01 

213 

46 

171 

78 

NO 

-36.85 

-19.53 

197 

60 

396 

35 

1,288 

84 

NO 

100.59 

225.17 

102 

59 

213 

90 

253 

46 

NO 

108.50 

18.50 

169 

16 

310 

03 

228 

66 

NO 

83.27 

-26.25 

192 

05 

270 

18 

485 

44 

NO 

40.69 

79.67 

233 

02 

217 

23 

183 

04 

NO 

-6.78 

-15.74 

183 

82 

229 

13 

247 

90 

NO 

24.65 

8.19 

152 

16 

187 

25 

204 

23 

NO 

23.06 

9.07 

122 

56 

204 

84 

750 

97 

NO 

67.13 

266.61 

156 

02 

112 

68 

339 

84 

NO 

-27.78 

201.60 

You  might   also  want   to   look  at   import   trade   to   find  out   which  countries 
a-r-e   the   largest   suppliers   to   the  U.S.    market,    along  with   the   average 

t  value   of   their   trade.      This  may  provide  you  with  additional    insight 
on  which  countries   will   be  your  major   competitors   on   the  global  market. 
Table   5   shows   you  U.S.    imports   of  machinery  products.      Note   that   imports 
in  Pneumatic  Rotary  Machine  Tools   for  Metalworking  are  down  over   12 
percent   in  the  most   recent  period. 


U.S.    General   Imports   from: 


HS        Commodity 
84    MACHINERY 

8467  TOOLS  FOR  WORKING  IN 
84  6711  PNEUMATIC  ROTARY  TY 
8467115040  WRENCHES,  ROTAR 
8467111040  GRINDERS,  POLIS 
8467115020  DRILLS, EX  ROCK, 
8467115090  ROTARY  TYPE  PNE 
8467111080  ROTARY  TYP  PNEU 
8467115010   ROCK  DRILLS,    RO 


Millions 

of 

U.S 

Dollars 

%  Share 

% 

Change 

1993 

L994 

1995 

1993 

1994 

1995 

95/94 

79,075 

95 

729 

111,891 

14.87 

15.79 

16.36 

16.88 

492.709 

543 

597 

614.230 

0.62 

0.57 

0.55 

12.99 

120.691 

142 

812 

161.460 

24.50 

26.27 

26.29 

13.06 

45.945 

67 

099 

77.620 

38.07 

46.98 

48.07 

15.68 

23.922 

28 

065 

32.862 

19.82 

19.65 

20.35 

17.09 

22.524 

18 

666 

23.479 

18.66 

13.07 

14.54 

25.78 

18.653 

16 

851 

16.477 

15.46 

11.80 

10.20 

-2.22 

7.803 

10 

503 

9.194 

6.47 

7.35 

5.69 

-12.47 

1.843 

1 

628 

1.828 

1.53 

1.14 

1.13 

12.30 
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Table  3  shows  us  the  same  trade  in  quantity  terms.   Note  that  in 
numbers,  Germany  and  Japan  are  even  larger  customers  of  these  machine 
tools,  but  that  Singapore  and  Japan  are  buying  fewer  of  them  than  they 
did  in  the  same  period  last  year.   You  might  also  note  how  quickly  trade 
with  Thailand  is  growing. 


U.S.  Exports  of:  84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN  THE  -  846711  PNEUMATIC  ROTARY  TYPE  TOO 

8467111080  ROTARY  TYP  PNEU  HND-DIR  T 


ink 

Country 

--  WORLD  -- 

1 

S INGAPORE 

2 

GERMANY 

3 

JAPAN 

4 

UNITED  KINGDOM 

5 

THAILAND 

6 

CHINA 

7 

KOREAN  REPUBLIC 

8 

FRANCE 

9 

AUSTRALIA 

10 

TAIWAN 

11 

MEXICO 

12 

NEW  ZEALAND 

13 

COLOMBIA 

14 

HONG  KONG 

JANUARY  -  NOVEMBER 

Quantity 

%  Change 

1993 

1994 

1995  Units  94/93 

95/94 

122,931 

154,121 

115,356 

NO 

25.37 

-25.15 

2,612 

16,496 

10,407 

NO 

531.55 

-36.91 

9,470 

10,805 

16,311 

NO 

14.10 

50.96 

36,959 

27,994 

17,827 

NO 

-24.26 

-36.32 

6,184 

6,456 

7,661 

NO 

4.40 

18.66 

528 

4,032 

10,167 

NO 

663.64 

152.16 

2,775 

1,313 

1,239 

NO 

-52.68 

-5.64 

8,183 

3,584 

4,744 

NO 

-56.20 

32.37 

2,524 

3,674 

4,993 

NO 

45.56 

35.90 

2,771 

4,805 

2,324 

NO 

73.40 

-51.63 

1,449 

2,023 

5,348 

NO 

39.61 

164.36 

10,490 

3,979 

3,871 

NO 

-62.07 

-2.71 

865 

661 

4,504 

NO 

-23.58 

581.39 

1,868 

662 

963 

NO 

-64.56 

45.47 

1,632 

3,003 

1,853 

NO 

84.01 

-38.30 

Table  4  gives  you  the  average  unit  price  of  sales  to  each  country. 
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Table  6  shows  the  major  countries  supplying  the  U.S.  market  in  this  10- 
digit  category.  Note  that  U.S.  imports  from  Japan  and  Taiwan  are  down 
significantly  in  value. 


U.S.    General    Imports  of:    84  MACHINERY 

8467   TOOLS    FOR   WORKING    IN   THE    -    846711    PNEUMATIC   ROTARY   TYPE   TOO 

8467111080    ROTARY   TYP   PNEU  HND-DIR  T 


Rank 

Country 

--  WORLD  -- 

1 

JAPAN 

2 

TAIWAN 

3 

UNITED  KINGDOM 

4 

SWEDEN 

5 

DENMARK 

6 

SWITZERLAND 

7 

GERMANY 

8 

ITALY 

9 

BELGIUM 

10 

SINGAPORE 

11 

CANADA 

12 

CHINA 

13 

FRANCE 

14 

MEXICO 

JANUARY  -  NO 

VEMBER 

Millions 

of  U.S. 

Dollars 

%  Share 

% 

Change 

1993 

1994 

1995 

1993 

1994 

1995 

95/94 

7.803 

10.503 

9.194 

100.00 

100.00 

100.00 

-12.47 

5.283 

7.323 

5.887 

67.70 

69.73 

64.04 

-19.61 

1.438 

1.964 

2.221 

18.43 

16.70 

24.16 

13.12 

0.580 

0.595 

0.646 

7.44 

5.66 

7.02 

8.58 

0.081 

0.229 

0.210 

1.04 

2.18 

2.28 

-8.36 

0.018 

0.002 

0.089 

0.23 

0.02 

0.97 

4124.87 

0.000 

0.000 

0.036 

0.00 

0.00 

0.39 

####.## 

0.307 

0.211 

0.035 

3.93 

2.01 

0.38 

-83.55 

0.032 

0.018 

0.024 

0.41 

0.18 

0.27 

32.16 

0.011 

0.007 

0.014 

0.15 

0.07 

0.15 

91.08 

0.000 

0.000 

0.014 

0.00 

0.00 

0.15 

####.## 

0.000 

0.015 

0.012 

0.00 

0.14 

0.13 

-21.42 

0.000 

0.042 

0.004 

0.00 

0.40 

0.04 

-90.34 

0.002 

0.009 

0.002 

0.02 

0.09 

0.02 

-83.05 

0.000 

0.003 

0.000 

0.00 

0.02 

0.00 

0.00 

Table  7  shows  that  Taiwan's  trade  is  increasing  in  quantity,  while 
decreasing  in  value,  and  that  there  are  a  significant  number  of 
newcomers  supplying  the  U.S.  market. 


U.S.  General  Imports  of:  84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN  THE  -  846711  PNEUMATIC  ROTARY  TYPE  TOO 

8467111080  ROTARY  TYP  PNEU  HND-DIR  T 


JANUARY  -  NOVEMBER 


Quantity 

%  ci- 

lange 

Rank 

Country 

1993 

1994 

1995  Units  94/93 

95/94 

--  WORLD  -- 

150,053 

209,112 

219,024 

NO 

39.36 

4.74 

1 

JAPAN 

65,720 

85,534 

80,913 

NO 

30.15 

-5.40 

2 

TAIWAN 

76,890 

109,932 

131,743 

NO 

42.97 

19.84 

3 

UNITED  KINGDOM 

1,640 

1,762 

1,744 

NO 

7.44 

-1.02 

4 

SWEDEN 

1,399 

1,983 

1,084 

NO 

41.74 

-45.34 

5 

DENMARK 

46 

48 

76 

NO 

4.35 

58.33 

6 

SWITZERLAND 

0 

0 

946 

NO 

0.00 

###.## 

7 

GERMANY 

1,255 

633 

46 

NO 

-49.56 

-92.73 

8 

ITALY 

1,671 

864 

1,625 

NO 

-48.29 

88.08 

9 

BELGIUM 

185 

262 

35 

NO 

41.62 

-86.64 

10 

SINGAPORE 

0 

0 

29 

NO 

0.00 

###.## 

11 

CANADA 

0 

6 

695 

NO 

###.## 

###.## 

12 

CHINA 

0 

7,120 

80 

NO 

###■.## 

-98.88 

13 

FRANCE 

2 

19 

8 

NO 

850.00 

-57.89 

14 

MEXICO 

0 

104 

0 

NO 

###.## 

0.00 
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Table  8  shows  the  average  unit  price  of  U.S.  imports  by  country.   This 
might  be  helpful  in  determining  the  countries  supplying  the  world  market 
with  tools  in  your  same  price  range. 

Table  8 

U.S.  General  Imports  of:  84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN  THE  -  8467H  PNEUMATIC  ROTARY  TYPE  TOO 

8467111080  ROTARY  TYP  PNEU  HND-DIR  T 


Rank 

Country 

--  WORLD  -- 

1 

JAPAN 

2 

TAIWAN 

3 

UNITED  KINGDOM 

4 

SWEDEN 

5 

DENMARK 

6 

SWITZERLAND 

7 

GERMANY 

8 

ITALY 

).l 

BELGIUM 

SINGAPORE 

11 

CANADA 

12 

CHINA 

13 

FRANCE 

14 

MEXICO 

JANUARY  -  NOVEMBER 

Average  Price 

%  Change 

1993 

1994 

1995  Units  94/93 

95/94 

52.00 

50.23 

41.97 

NO 

-3.42 

-16.43 

80.38 

85.62 

72.76 

NO 

6.52 

-15.02 

18.70 

17.86 

16.86 

NO 

-4.51 

-5.61 

353.88 

337.46 

370.21 

NO 

-4.64 

9.70 

58.16 

115.55 

193.72 

NO 

98.69 

67.64 

393.22 

43.81     : 

L, 169.07 

NO 

-88.86 

###.## 

0.00 

0.00 

37.73 

NO 

0.00 

###.## 

244 .54 

333.69 

755.30 

NO 

36.46 

126.35 

19.09 

21.36 

15.01 

NO 

11.89 

-29.73 

61.75 

28.27 

404.43 

NO 

-54.21 

###.## 

0.00 

0.00 

482.76 

NO 

0.00 

###.## 

0.00 

2,532.17 

17.18 

NO 

###.## 

-99.32 

0.00 

5.94 

51.06 

NO 

###.## 

759.67 

827.50 

487.58 

196.25 

NO 

-41.08 

-59.75 

0.00 

25.00 

0.00 

NO 

###.## 

0.00 

The  final  table  shows  balance  of  trade  data  in  the  machinery  sector. 
Note  the  U.S.  deficit  in  machinery,  in  general.   This  is  your  challenge. 
Is  the  U.S.  competitive  on  the  world  market  or  not? 

Table  9 

U.S.  Balance  of  Trade  with:  --  WORLD  -- 

JANUARY  -  NOVEMBER 
Million  of  US  Dollars  %  Change 

HS   Commodity 
84  MACHINERY 

8467  TOOLS  FOR  WORKING  IN 
846781  CHAIN  SAWS 
846711  PNEUMATIC  ROTARY  TY 
846719  PNEUMATIC  EX  ROTARY 
84  6799  PARTS  FOR  HD  TOOLS 
846791  PARTS  OF  CHAIN  SAWS 
846789  TOOLS  WORK  IN  SELF- 
8" '792  PARTS  OF  PNEUMATIC 

11993,1995  Global  Trade  Information  Services,  Inc.   All  Rights  Reserved. 


1993 

1994 

1995 

94/93 

95/94 

1,307 

-6,316 

-10,036 

-583.23 

58.89 

-157 

-121 

-168 

-23.20 

39.22 

-61.441 

-54.383 

-58.856 

-11.49 

8.23 

-42.177 

-46.443 

-53.498 

10.11 

15.19 

-29.828 

-25.792 

-30.576 

-13.53 

18.55 

-12.924 

1.317 

-12.257 

-110.19 

-1030.77 

-4.343 

-6.056 

-10.211 

39.45 

68.59 

-26.601 

-0.457 

-9.000 

-98.28 

1867.50 

20.230 

11.169 

6.440 

-44.79 

-42.34 
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The  United  States  is  on  the  cutting  edge  of  technology  to  assist  U.S, 
exporters.   If  they  choose  not  to  use  it,  in  our  judgment,  they  are 
making  a  major  mistake.  Others  will  step  in  and  use  the  data  to  further 
penetrate  the  U.S.  market  and  expand  their  opportunities  globally. 

As  a  case  in  point,  our  single  greatest  customer  group  are  foreign 
governments  which  pass  information  on  to  small  and  medium  size  exporters 
in  their  country. 

We  find  that  the  organizations  which  provide  a  similar  function  in  this 
country  are  often  reluctant  to  take  an  analytical  approach,  relying 
primarily  on  passing  trade  leads  which,  on  average,  have  a  very  low 
return.   There  is  a  huge  difference  between  taking  a  "targeted  approach" 
and  taking  a  "random  approach".   Long  term,  the  "random  approach"  has  a 
very  high  cost  for  U.S.  exporters. 
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Vk  WbrU  Trade  \tlas''^ 
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"World  Trade  Atlas™  CD-Rom  provides  a  different  and  better 
^pnadi  to  retrieving  trade  data."  Dajasasi  Maoaim' 


■  Muhoti  HoljKiin  Uppmion  btfory  ot  Ihe  Wwtw  School,  UnneTSHy  of  Penmyttomi! 


Global  Trade  Information  Services,  ln<.  (GTI) 
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gy;  (2)  iniproveJ  undtrilaiuling  of  tlic  infoniiatioii  liiriviil 
from  the  datj;  and  (.1)  more  infomiod  fnidc  i>r\|jo  dtvisio!) 
making  liased  on  the  data. 
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U.S.  government  and  private  sector 
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Hearing  of  the 

U.S.  House  of  Representatives 

Committee  on  Small  Business 

Subcommittee  on  Procurement,  Exports  and  Business  Opportunities 

Chairman  Donald  Manzullo 


Joseph  J.  Douress 
Director,  Global  Trade  Services 


Dun  &  Bradstreet  Information  Services,  N.A.  February  13, 1996 

899  Eaton  Avenue 
Bethlehem,  PA  18025 
610-882-7270 
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Mr.  Chairman,  representatives  of  Northern  Illinois  University,  and  other 
distinguished  guests,  thank  you  for  this  opportunity  to  demonstrate  how  Dun 
&  Bradstreet  Information  Services  can  help  companies,  especially  small 
businesses,  make  better,  more  informed  exporting  decisions. 

It  is  a  pleasure  to  be  in  Rockford  for  this  field  hearing.    It  is  only  fitting  that 
Illinois  be  the  backdrop  for  such  a  hearing,  since  Illinois  ranks  among  the  top 
10  as  an  exporting  state  --  exporting  nearly  $24  billion  in  1994,  90%  of  that 
being  manufactured  exports.   These  exports  support  more  than  300,000 
jobs  in  Illinois  alone,  accounting  for  approximately  5%  of  the  nation's  total 
exports  annually. 

Let  me  now  provide  you  with  a  brief  explanation  of  how  Dun  &  Bradstreet 
gathers  and  adds  value  to  a  myriad  of  global  information,  developing 
products  and  services  to  help  businesses  identify  and  target  new  markets 
around  the  world. 

1  55  year  old  Dun  &  Bradstreet  Information  Services,  a  leading  supplier  of 
business  credit,  marketing  and  receivables  management  information  and 
decision-support  services  worldwide,  has  long  recognized  the  importance  of 
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maintaining  a  global  presence  to  best  serve  the  needs  of  U.S-based 
businesses.   We  opened  our  first  non-U. S.  office  1  50  years  ago  and  today, 
operate  in  over  40  countries.    Fifty-two  percent  of  our  associates  are 
employed  outside  the  U.S.  while  our  information  gathering  spans  more  than 
200  countries.    More  than  3,000  D&B  information  consultants  in  300 
locations  collect  and  analyze  information  used  daily  by  hundreds  of 
thousands  of  firms  around  the  world. 

This  past  June,  Chairman  Manzullo  requested  help  in  finding  export 
information  for  one  of  his  constituents,  who  was  interested  in  identifying 
potential  foreign  buyers  for  its  products  -  fans  and  blowers  -  used  in  the 
manufacture  of  trucks.   Within  24  hours,  D&B  provided  a  low-cost, 
customized  report  identifying  not  only  a  list  of  more  than  50  global  prospects 
in  three  countries,  but  also  identifying  the  best  potential  markets  and  a 
summary  of  the  trade  conditions  in  those  markets  from  D&B's  global 
database,  containing  marketing  information  on  more  than  40  million 
businesses. 

Next,  let  me  take  a  moment  to  underscore  the  importance  of  exports  to  the 
U.S.  economy  in  particular,  the  role  small  businesses  play.    Exports  support 
more  than  1 1  million  jobs  in  the  U.S.    Since  1  987,  exports  have  more  than 
doubled  and,  in  1995,  exports   are  expected  to  surpass  $550  billion  -  a 
record  high  -  and  an  increase  of  more  than  10%  over  1994.    Exports  are 
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forecast  to  grow  annually  between  8.5  and  10%  between  now  and  the  year 
2000,  a  growth  rate  much  higher  than  that  of  the  overall  economy's. 

Large  businesses  --  those  with  more  than  500  employees  --  account  for 
approximately  80%  of  U.S.  exports.    Small  businesses  account  for  the 
remaining  20%,  or  an  estimated  $110  billion.    These  small  business  exports 
support  approximately  2  million  jobs.    According  to  the  U.S.  Department  of 
Commerce,  every  $1  billion  in  exports  supports  17,000  jobs,  that  pay  higher 
than  average  wages.    Exports  are  important  to  local  economies  as  well. 
Let's  look  at  the  impact  exports  have  on  the  job  market  within  states 
surrounding  Illinois.    Exports  support  more  than  300,000  jobs  in  Illinois  and 
Ohio;  more  than  400,000  in  Michigan;  and  more  than  1  50,000  jobs  in  both 
Indiana  and  Wisconsin. 

According  to  the  Census  Bureau,  97%  of  firms  who  export  have  fewer  than 
500  employees,  and  85%  have  fewer  than  100  --  clear  evidence  that  a 
business  need  not  be  a  large  multinational  to  successfully  compete  in  global 
markets. 

Despite  these  encouraging  statistics,  the  number  of  firms  who  export  is  still 
low  in  comparison  to  the  number  who  could.    For  example,  we  recently 
analyzed  the  top  15  exporting  sectors  in  the  U.S.,  primarily  manufacturing 
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and  agricultural  firms,  contributing  87%  to  our  total  1994  exports.  More 
than  675,000  of  the  705,000  firms  in  these  sectors  --  96  percent  -  were 
small  businesses. 

This  analysis  indicates  that  these  675,000  small  businesses  are 
manufacturing  or  harvesting  products  that  have  already  proven  to  be  globally 
competitive.   Yet,  we  estimate  that  only  1  in  10  of  those  firms  is  exporting. 
Dun  &  Bradstreet  identified  1,939  firms  within  Chairman  Manzullo's  District 
that  fall  into  these  1  5  top  exporting  sectors.   Ninety-four  percent  have  less 
than  100  employees,  and  of  the  1,939,  less  than  200  presently  export. 

To  sum  up,  small  business  accounts  for  more  than  half  of  the  employment 
and  total  sales  in  the  U.S.,  but  it  accounts  for  just  20%  of  our  total  exports. 
Small  businesses  compete  every  day  :..  *he  most  intensely  competitive 
markets  in  the  U.S.,  yet  are  reluctant  to  expand  into  global  markets,  in  part, 
because  of  their  perceived  lack  of  available  export  information. 

D&B  has  worked  with  government  and  private  sector  organizations  such  as 
the  Small  Business  Exporters  Association,  Small  Business  Foundation  of 
America,  the  National  Association  of  Export  Companies,  and  numerous  Small 
Business  Development  Centers  to  identify  the  special  needs  of  today's  and 
tomorrow's  small  business  exporter. 
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Additionally,  this  past  December  we  hosted  research  focus  groups  in 
Chicago  and  other  cities  around  the  U.S.  to  learn  nnore  about  the  export 
information  needs  of  small  businesses. 

Because  of  these   efforts,  D&B  is  well  positioned  to  provide  small  businesses 
with  the  information  they  need  to  make  successful  exporting  decisions.    Our 
U.S.  customer  support  organization  includes  more  than  80  offices  in  32 
states,  including  five  offices  here  in  Illinois.    We  also  have  a  business 
segment  dedicated  solely  to  small  businesses. 

As  we  will  now  demonstrate,  D&B  has  designed  products  that  assist  the 
small  business  owner  through  many  steps  of  export  cycle  --  from  identifying 
best  global  markets  at  the  commodity-specific  level,  to  identifying  and 
avoiding  commercial  risk.   These  solutions  were  specifically  developed   to 
respond  to  the  challenges  facing  small  businesses. 
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Demonstration 
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Closing  Remarks 

Dun  &  Bradstreet  recognizes  the  small  business  owner's  hesitancy  to  look 
outward.   Through  research  and  focus  groups  we  have  determined  that  the 
cause  was  primarily  a  lack  of  awareness  --  small  businesses  often  aren't 
aware  of  the  sales  potential  outside  the  U.S.  and  when  they  are  aware,  they 
do  not  know  how  to  reach  prospective  customers  and  how  to  minimize  their 
risk. 

That's  why  we  are  so  pleased  to  have  had  this  opportunity  today  to 
demonstrate  several  products  and  services  that  were  designed  specifically  to 
assist  this  vital  sector  of  the  U.S.  economy  to  succeed  in  global  markets. 

Once  again,  Mr.  Chairman,  and  distinguished  guests,  thank  you  very  much 
for  this  opportunity,  and  I  would  be  happy  to  answer  any  questions  you  may 
have. 
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U.S.  Small  Business  Administration 

Washinston,  D.C.    20<(I6 


STATEMENT  OF  MARY  N.  JOYCE 

SENIOR  INTERNATIONAL  TRADE  AND  FINANCE  SPECIALIST 

U.S.  SMALL  BUSINESS  ADMINISTRATION 

U.S.  EXPORT  ASSISTANCE  CENTER 

BEFORE  THE 

SUBCOMMITTEE  ON  PROCUREMENT,  EXPORTS,  AND  BUSINESS  OPPORTUNITIES 
HOUSE  SMALL  BUSINESS  COMMITTEE 
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Mr.  Chairman,  thank  you  for  Inviting  m«  to  •xplain  th«  U.S.  Small 
Business  Administration's  (SBA)  role  in  tha  U.S.  Export 
Assistance  Center  (USEAC)  in  providing  trade  information  to  the 
■mall  business  community. 

SEA'S  Role  at  the  Chicago  U.S.  Export  Assistance  Center 

SBA  has  been  a  participant  in  the  Chicago  U.S.  Sxport  Assistemce 
Center  (USEAC)  since  January  1994.   During  that  time  we  have  been 
providing  extensive  export  finance  counseling  emd  export  loan 
gueurantees  to  small  businesses  in  Illinois,  Indiema,  Minnesota 
and  Wisconsin.   SBA  works  closely  with  the  U.S.  and  Foreign 
Commercial  Service  of  the  Department  of  Commerce  and  the  U.S. 
Export-Import  Bank  (Ex-Im  Bank)  to  provide  a  full  array  of 
services  to  the  small  business  exporter.   SBA  works  with  these 
agencies  to  assist  small  businesses  to  identify  markets  abroad 
and  to  obtain  trade  financing  through  lending  institutions  to 
make  certain  their  export  transactions  take  place. 

The  success  of  SBA  and  its  partners  at  the  USEAC  is  possible 
because  of  our  ability  to  provide  joint  counseling  and  financing 
to  business  clients.   Staff  members  from  SBA,  the  Commercial 
Service  of  the  Department  of  Commerce  and  £x-Im  Bank  work  closely 
together  to  provide  U.S.  companies  with  a  wide  range  of  export 
marketing  and  trade  finance/credit  insurance  programs,  at  a 


22-847  -  96  -  4 
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convenient  "one-stop"  location.   The  USEAC  staff  understands  that 
exporting  is  a  process  which  involves  identifying  potential 
markets,  obtaining  information  on  how  to  do  business  in  target 
markets,  identifying  promotional  events  that  will  provide  best 
market  opportunities,  identifying  agents  and  distributors  and 
obtaining  working  capital  and  export  financing. 

The  entire  USEAC  staff  is  cross  trained  in  each  of  the  three 
Agency's  programs  enabling  us  to  provide  the  full  range  of 
Federal  export  promotion  and  finance  services  to  the  small 
business  person.   Depending  on  the  needs  of  the  small  business, 
the  USEAC  often  provides  joint  counseling  either  in  the  USEAC  or 
at  the  business  site.   This  way  the  USEAC  is  able  to  serve  the 
business  more  efficiently  through  a  "seamless"  delivery  of  export 
finance  and  marketing  services. 

Another  important  partner  in  SBA's  efforts  to  help  small 
businesses  export  are  the  five  International  Trade  Centers  (ITC) 
which  are  part  of  the  Small  Business  Development  Center  network 
throughout  the  State  of  Illinois.   They  provide  one-on-one 
counseling  and  technical  assistance  to  businesses  who  are 
potential  or  current  exporters.   We  have  worked  extensively  with 
the  iTCs  and  the  small  business  and  banking  community  to  educate 
and  inform  them  on  SBA's  Export  Working  Capital  loam  guarantee 
program  which  is  the  primary  financing  tool  used  by  SBA  in  the 
USEAC  to  help  small  businesses  export.   The  ITCs,  which  are 
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located  throughout  the  State  of  Illinois,  ar*  oft«n  th«  first 
place  a  email  busin«ss  stops  to  obtain  sxport  assistancs.   Ths 
ITCs  can  then  datemine  whether  the  business  needs  the  more 
extensive  Federal  financial  and  technical  assistance  vbich  the 
USEAC  provides. 

SBA  Meeta  the  Needs  of  U.S.  Small  Buaineas  Exporters  Through  the 
Export  Worlcina  Capital  Program 

Study  after  study  has  sho%m  that  the  single  greatest  obstacle  to 
small  business  exporters  is  their  inability  to  obtain  financing. 
In  October  1994,  SBA  initiated  the  new  Export  Working  Capital 
program  to  meet  these  needs.   Under  this  program,  SBA  offered, 
until  mid-October,  a  90%  guarantee  to  banJcs  to  finance  export 
transactions  for  these  small  business  exporters  for  amounts  under 
$750,000.   This  progreun  was  harmonized  with  Exim-Bank's  EWCP 
progreun  which  guaranteed  loims  above  $750,000  also  at  a  90%  rate. 
SBA  processes  and  approves  these  loans  in  the  USEAC  in  Chicago, 
thereby  providing  a  very  quick  turnaround.   Exim-Bank  processes 
and  approves  these  loans  in  Washington,  D.C. 

We  work  one-on-one  with  the  small  business  person  to  help  them 
structure  these  loans  and  obtain  the  kind  of  information  they 
need  to  present  an  application  to  the  banker.   UnliJcc  other  SBA 
programs,  where  the  finzmcial  institutions  prepare  and  negotiate 
credit  packages,  a  main  function  of  the  SBA  staff  in  the  USEAC  is 
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to  prepare  and  negotiate  export  loan  requests.  This  Includes 
assisting  small  businesses  to  find  lenders  who  are  willing  to 
finance  their  international  transactions.   It  also  involves 
spending  considerable  tine  meeting  with  exporters  to  make  sure 
they  obtain  the  financing  they  need  to  complete  their  export 
transactions.   In  some  cases,  we  offer  the  small  business  a 
"Preliminary  Commitment",  a  written  commitment  from  SBA  for  an 
Export  Working  Capital  guarantee,  which  allo«rs  then  to  "shop"  for 
lenders  who  are  willing  to  lend  them  the  export  working  capital 
they  need. 

We  also  work  closely  with  the  banks  to  educate  and  train  them  on 
the  program  and  assist  them  in  structuring  export  transactions. 
We  do  this  by  meeting  with  the  banker  emd  the  small  business  and 
suggesting  the  most  effective  way  to  finance  their  exports  such 
as  by  using  either  letters  of  credit  or  insiuremce  to  strengthen 
their  method  of  payment;  financing  a  single  transaction  or 
whether  they  need  a  line  of  credit  to  meet  their  trade  finamcing 
needs.   We  also  help  the  banker  determine  country  risk  in 
determining  which  methods  of  payment  sho\ild  be  used. 

In  the  first  year  of  the  program's  existence  SBA  nearly  tripled 
the  number  of  these  export  loans  nationwide  from  the  prior  year. 
The  two  SBA  international  trade  and  finance  specialists  at  the 
Chicago  Export  Assistance  Center  increased  the  number  of  export 
loans  from  one  in  1994  to  23  in  1995,  totalling  more  than  $9 
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million  —  an  av«rag«  of  $300,000  •ach  —  in  loans  aupporting 
export  sales  of  approximately  $S0  million. 

Overall/  the  SBA  ended  fiscal  year  1995  with  the  highest  loan 
volume  in  its  history  for  the  State  of  Illinois.   SBA  guairanteed 
2,277  domestic  loans  totaling  $321  million  to  Illinois  lending 
institutions.   Nationwide,  SBA's  loan  programs  supported  over 
60,000  small  business  loans  totaling  $9.85  billion. 

SBA  launched  an  extensive  marketing  program  last  year  throughout 
the  four  state  area  to  both  banJcs  and  small  business  exporters. 
He  hope  that  the  momentiim  we  gained  from  last  year's  marketing 
efforts  and  a  continued  effoxrt  this  year  will  increase  the  number 
of  export  working  capital  loan  guarantees  provided  to  smAll 
businesses. 

However,  this  may  be  difficult,  with  the  lowering  of  SBA'e 
guarantee  percentage  from  90%  to  75%  following  the  passage  of  the 
Small  Business  Lending  Enhancement  Act  of  1995  in  mid-October. 
Since  Ex-Im  Bank  provides  a  90%  guarantee  for  the  larger  deals  of 
$1  million  and  up,  it  does  put  the  small  business  exporter  at  a 
disadvantage.   We  are  currently  conducting  a  study  for  submission 
to  Congress  which  assesses  the  impact  of  the  reduced  guarsmteed 
rate  on  the  Export  Working  Capital  Program.   We  will  report  our 
findings  to  you  as  soon  as  the  study  is  completed. 
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Local  Success  Stories 

Let  me  cite  some  success  stories  of  how  SBA's  Export  Working 
Capital  Program  benefitted  small  businesses  in  the  State  of 
Illinois: 

1.  Waste-Tech  Inc.  -  Libertyville,  IL.  This  saall 
business,  established  in  1979  enploys  35  people.  The 
company  designs  and  manufacturers  specialized  high 
pressure  dewatering  filtration  systems.    in  January  of 
1994,  a  SBA  guaranteed  loan  through  First  of  America 
Bank  allowed  the  company  to  fill  a  $1.3  million 
contract  with  an  Italian  aining  company.   Subsequent 
exports  in  1995  totaled  more  than  $2  million.  Today, 
Waste-Tech  continues  to  expand  due  to  their  succesB  in 
exporting. 

2.  Ambi-Design,  Inc.  -  Rockford,  IL.   This  small  business 
designs  waste  and  water  treatment  facilities.  An  SBA 
guaranteed  loan  through  Amcorc  Bank  totalling  $18,000 
helped  the  business  finance  an  export  contract  with  a 
major  oil  company  in  the  Netherlands  Antilles. 

3.  C.S.  Johnson  -  Champaign,  IL. :   This  small  business 
designs  and  manufactures  concrete  batching  and  mixing 
equipment  which  is  used  to  construct  dams.   SBA- 
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guaranteed  loans  through  First  of  Aaerica  Bank  to  this 
firm  in  1995,  assisted  the  company  with  several 
overseas  contracts.   C.S.  Johnson  acre  than  doubled  its 
staff,  from  37  in  September  of  1994  to  nore  than  80 
today  as  a  result  of  their  export  expansion.   C.S. 
Johnson's  export  markets  include  China,  Indonesia,  emd 
India.   C.S.  Johnson's  export  sales  are  booming  and 
totaled  more  than  $4  million  during  the  first  nine 
months  of  1995. 

4.  Overseas  Merchandising  Corporation  -  Northbrook,  IL. : 
this  small  export  trading  company  had  sales  of 
approximately  $8S7  thousand  in  1994,  the  year  before 
receiving  an  SBA  guaranteed  loan  through  First  of 
America  Bank.   In  1995,  with  the  aid  of  SBA's  EWCP, 
overseas  Merchandising  exported  nearly  $10  million 
worth  of  U.S.  products  to  Korea,  China  and  Japan. 

5.  Tek-Pak,  Inc  -  Batavia,  IL. :   Tek-Pak,  founded  in  1992, 
is  a  small  business  that  manufacturers  precision 
carrier  tape  used  in  the  electronic  industry  to 
manufacture  circuit  boards.   In  eeurly  1994  Tek-Pak 
received  an  SBA  7(a)  domestic  loan.   In  1995,  Tek-Pak 
wanted  to  expand  its  business  through  exporting  and 
applied  for  an  SBA  EWCP  loan  through  Nerchzmts  National 
Bank  in  Aurora.   As  a  result,  Tek-Pak  exported  more 
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than  $400,000  in  U.S.  prcxlucts  In  1995  and  increased 
its  sales  from  $500,000  in  1994  to  $1.8  million  at  the 
end  of  1995.   They  project  next  years'  sales  to  «ore 
than  double.  Tek-Pak  now  employs  approxiioately  30 
people. 

6.   Unidex  Group,  Inc.  -  Des  Plaines,  IL- :  As  an  export 

trading  company,  Unidex  exports  industrial  and  coneiiaer 
goods  to  South  Korea.   In  1994,  Unidex's  exports 
totaled  $2.4  million.   Through  SBA's  EWCP,  Unidex 
exported  approximately  $4.4  million  worth  of  U.S. 
products  in  1995  and  ie  expecting  this  year's  exporta 
to  exceed  $7  million.   Unidex's  sales  have  dotibled  and 
staff  has  grown  since  receiving  the  SBA  EWCP  loan 
through  First  of  America  Bank. 

Mr.  Chairman,   through  the  United  States  Export  Assistzmce 
Center,  the  SBA,  the  Department  of  Commerce  and  the  Ex-Im  Bank 
are  working  together  to  provide  the  tools  small  businesses  need 
to  succeed  in  the  international  marketplace. 

Thank  you  for  allowing  me  the  opportunity  to  testify  before  you 
today.   I  would  be  pleased  to  amswer  any  questions. 


93 


l  Intenutional  Strategies,  Inc 
11  Beacon  Street.  Suite  1100 
Boston.  MA  02108  USA 
11 


HOUSE  OF  REPRESENTATIVES 
COMMITTEE  ON  SMALL  BUSINESS 

Subcommittee  on  Procurement, Exports  and  Business  Opportunities 
FIELD  HEARING 

Tuesday,  February  13,  1996 
Rockford,  IL 


Submitted  by  Abby  Shapiro,  Chairman  &  CEO  International  Strategies,  Inc. 


Delivering  the  World  by  Fax 


94 


Small  companies  are  going  global.  Why  do  we  say  that?  Here  are  some  of  the 
reasons: 

the  number  of  small  companies  exporting  (small  being  defined  using  the  SBA's 
definition)  more  than  doubled  from  11%  in  1992  to  more  than  25%  in  1995. 

a  recent  study  conducted  by  Arthur  Andersen  found  that  the  more  successful  a 
company  is,  the  more  likely  they  are  to  be  exporting. 

the  percentage  of  export  activity  exceeds  40%  on  average  among  the  fastest 
growing  small  companies  that  report  annual  growth  of  10%  or  more  in  profits 
and  employment. 

To  re-cap:  more  small  companies  are  exporting;  the  more  successful  the  company, 
the  more  likely  they  are  to  be  exporting;  and,  the  fastest  growing  companies  report 
that  exports  account  for  over  40%  of  sales  activity. 

Small  companies  now  realize  what  large  companies  have  known  for  a  long  time  - 
there  is  no  such  thing  as  a  local  economy  -  to  be  successful,  a  company  must  be  able 
to  compete  in  a  global  economy. 

That's  the  good  news.  The  bad  news  is  that  the  majority  of  small  businesses  lack  the 
resources  to  get  the  information  they  need  to  manage  change  and  develop  new 
markets.   Mistakes  at  home  are  costly.  Mistakes  abroad  can  be  disastrous. 

If  America  is  to  build  new  jobs  at  home,  more  companies  must  be  brought  into 
international  trade  and  expand  into  more  markets.  There  must  be  a  fundamental 
change  in  the  American  business  mindset  towards  the  realization  that  international 
business  is  a  key  component  to  long  term  survival. 

Providing  the  necessary  tools  for  these  companies  that  do  not  now  export  regularly  is 
an  opportunity  for  government  and  private  business  to  work  together  in  new 
partnerships  in  which  each  party  brings  specific  strengths.   Marketing  and  information 
dissemination  are  best  suited  to  strengths  held  by  the  private  sector.   Information 
collection  is  best  suited  to  government  with  its  network  of  people  on  the  ground  in 
foreign  countries.   Private  business  and  government  need  to  collaborate  to  avoid 
duplication  and  provide  services  relevant  to  business.   Anything  less  will  confuse  the 
consumer  and  dilute  the  partnership. 

THE  HRST  BARRIER  TO  INCREASED  EXPORTS-INFORMATION 

The  issues  here  are  relatively  straight  forward.   Companies  need  practical,  relevant, 
current  information  to  explore  new  markets.  Whether  its  finding  partners, 
procurement  notices,  trade  shows,  key  contacts,  trade  barriers,  or  finance  programs- 
companies  have  informational  needs.   But  information  for  information's  sake  is  not 
useful  to  a  small  business  person.  The  small  business  owner  is  not  interested  in  doing 
research  on  statistics  -  they  want  solutions  for  their  business. 


95 


And  while  the  U.S.  federal  government  spends  billions  of  dollars  collecting  information 
from  overseas  markets,  much  of  the  information  collected  has  little  direct  value  to 
smaller  American  businesses. 

The  problems  of  determining  what  information  is  most  needed  and  how  to  distribute  it 
to  U.S.  companies  has  never  been  successfully  resolved  by  government  agencies.   Is 
the  information  collected  by  a  variety  of  federal  agencies  of  direct  relevance  to  the 
business  community?  And,  how  can  the  federal  government  get  the  data  it  collects 
into  the  hands  of  business  people  when  they  need  it? 

There  have  been  numerous  failed  attempts  by  the  federal  government  to  solve  these 
problems.   However,  with  the  passage  of  the  Omnibus  Trade  and  Competitiveness  Act 
of  1988,  Congress  mandated  the  creation  of  the  National  Trade  Data  Bank  (NTDB),   a 
CD-ROM  containing  all  government  international  information.   Value  added  resellers 
(VARs)  from  the  private  sector  would  take  responsibility  for  the  distribution  of 
information. 

The  federal  government  could  now  concentrate  on  what  it  does  best--the  collection 
and  analysis  of  information  for  business  application.   No  longer  did  the  government 
have  to  worry  about  how  the  information  found  its  way  to  companies  as  the 
marketplace  would  solve  dissemination. 

Since  then,  however,  the  federal  government  has  developed  a  variety  of  on-line  and 
fax  services  with  different  information  products  from  different  agencies  with  a  wide 
assortment  of  800  numbers  for  promotion.   So,  although  the  government  has  made 
impressive  strides  at  improving  the  quality  of  the  information  it  collects  and  the  speed 
with  which  it  becomes  available  to  businesses,  it  continues  to  develop  a  plethora  of 
information  services  from  a  wide  assortment  of  agencies  that  further  confuses  and 
frustrates  the  small  business  owner  looking  for  solutions  for  his  business. 

In  attempting  to  be  a  retail  distributor  of  international  information,  the  federal 
government  lacks  the  resources  required  to  reach  and  inform  American  businesses  of 
what  information  is  available  from  which  agency  and  how  to  access  it. 

Perhaps  more  importantly,  government  does  not  have  the  resources  to  conduct  an 
ongoing  dialogue  with  American  businesses  so  they  (government)  can  receive 
feedback  on  the  effectiveness  of  the  information  provided. 

From  the  American  business  community's  perspective,  the  changing  administrations 
and  personnel,  competing  agencies,  and  relatively  small  marketing  resources  inherent 
in  any  government  programs,   handicap  the  owner  of  a  small  business  that  is  trying 
to  find  who  has  the  information  they  need,  when  they  need  it. 

Although  the  federal  government  is  uniquely  positioned  to  collect,  analyze  and 
wholesale  package  information  as  Congress  intended  in  1988,  this  concept  appears  to 
be  elusive  at  the  expense  of  American  companies  ability  to  find  the  data  they  need. 
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The  smaller  the  company,  the  bigger  the  hurdle. 

WHAT  SS  THE  EXPORT  HOTLINE® 

Export  Hotline  was  developed  in  1990  with  three  goals: 

1)  To  eliminate  access  to  information  as  a  barrier  to  U.S.  companies  seeking  to 
export; 

2)  to  put  customized,  practical  information  on  the  desks  of  any  business  person 
instantly,  whenever  they  need  it  for  free;  and 

3)  to  identify  public  and  private  services  that  provide  follow  up  assistance  in 
counseling,  marketing,  regulatory,  and  financing  to  complete  an  international 
sale. 

WHY  AN  EXPORT  HOTUNE 

Through  our  research  and  experiences,  it  became  dear  there  was  too  much  noise  and 
clutter  surrounding  how  to  boost  exports  coming  from  both  the  public  and  the  private 
sector.   Companies  were  extraordinarily  frustrated  when  the  sought  help  from  the 
federal  government.  They  faced  an  alphabet  of  names  for  agencies  that  gave  no  clue 
about  what  they  provide  or  worse,  mislead  about  what  they  offer.   Turning  to  local 
chambers  of  commerce  and  national  trade  associations,  a  company  quickly  discovered 
that  these  groups  were  not  equipped  to  provide  assistance.   Private  consultants 
promised  a  lot,  delivered  little  and  cost  a  great  deal. 

When  you  combine  a  confusing  and  frustrating  path  to  information  with  the  U.S. 
domestic  market  being  so  large  and  lucrative  that  it  serves  as  a  disincentive  to  export, 
it's  not  surprising  that  companies  in  the  U.S.  do  not  have  an  export  mentality. 

We  put  it  all  together  and  decided  there  was  and  still  is  a  real  market  need  for 
convenient,  affordable  and  relevant  ip*'^'mation  to  help  business  owners  discover  new 
markets  and  find  partners  internationally. 

Export  Hotline  was  developed  to  fill  that  market  need. 

The  Hotline  provides  customized  international  information  on  an  automated  platform 
available  to  all  businesses  24  hours  a  day,  for  free.  Any  company  with  a  fcix  machine 
now  has  instant  access  to  information  on  80  countries  and  50  industry  sectors  with  the 
ability  to  find  partners,  procurement  notices,  trade  leads,  contacts,  government 
programs,  etc. 

We  wanted  to  eliminate  information  as  the  biggest  barrier  to  trade.   And  we  developed 
a  private  group  of  sponsors  of  some  of  the  most  prestigious  corporations  and 
associations-  like  AT&T  and  the  National  association  of  Manufacturers  working  in 
cooperation  with  the  U.S.  Department  of  Commerce  to  promote  the  service  to  any 
company  thinking  about  international  trade. 

What  has  developed  is  a  unique  service  that  reduces  the  workload  of  state  and 
federal  agencies  while  building  more  informed  consumers. 
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\WHAT  IS  EXPORT  HOTLINE'S  RECORD 

Export  Hotline  was  launched  in  March  of  1992  as  a  nationwide  service  disseminating 
infornnation  through  the  fax  machine  24  hours  a  day,  7  days  a  week.   Export  Hotline 
established  itself  as  a  unique  information  service-a  true  partnership  between  private 
business  and  the  United  States  government.   Sponsored  and  financed  by  private 
companies  led  by  AT&T,  the  service  was  developed  in  cooperation  with  the  U.S. 
Department  of  Commerce  whose  logo  appears  on  the  service. 

Providing  companies  with  basic  international  information,  customized  to  their  request, 
and  accessible  from  any  fax  machine  instantly  and  free.  Export  Hotline  has  helped 
over  60,000  companies  and  handled  nearly  1 ,000,000  inquiries.  At  no  expense  to  the 
government  or  the  users,  Export  Hotline  has  become  the  largest  fax  retrieval  service 
in  the  country. 

Companies  call  Export  Hotline  and  can  access  over  5000  market  research  reports 
covering  78  countries  and  50  industries  including  country  overviews,  export  issues, 
financing,  direct  marketing,  shipping  requirements,  business  etiquette,  travel 
advisories,  key  contacts,  and  special  documents  on  NAFTA,  EU,  government 
assistance  programs,  How  to  Export  guides  and  more. 

TradeBank,  a  companion  service  to  Export  Hotline,  was  developed  in  1993  at  the 
request  of  our  users  who  wanted  to  be  able  to  use  the  service  to  find  international 
partners.   TradeBank,  like  Export  Hotline,  is  free  to  use.     Companies  listed  in 
TradeBank  are  found  under  4  digit  Harmonized  Codes  and  there  are  15,000 
companies  listed  from  70  countries.  In  1995  Export  Hotline  added  the  US&FCS  TOPS 
leads  at  the  request  of  the  U.S.  Department  of  Commerce  sorted  by  Harmonized 
Code  and  sent  with  every  TradeBank  request. 

Export  Hotline  is  the  largest  disseminator  of  information  on  the  NTDB  nationally. 
However,  the  database  that  supports  Export  Hotline  is  not  limited  to  the  NTDB.   We 
aggregate  information  from  over  1 75  different  sources  including  35  foreign 
governments  to  increase  the  value  to  our  users  and  organize  it  into  practical,  business 
topics. 

The  information  is  updated  weekly. 

Through  a  formal  agreement  between  the  Export  Hotline  and  the  U.S.  Department  of 
Commerce,  the  Export  Hotline  provides  statistics  on  usage  to  US&FCS  and  feedback 
from  users  and  promotes  the  US  DOC  logo  on  all  Export  Hotline  brochures. 

WHO  USES  EXPORT  HOTLINE 

Over  60,000  companies  have  registered  to  use  Export  Hotline  since  February  1992. 
They  range  from  companies  that  have  never  exported  to  very  experienced  exporters. 
Callers  average  12.5  requests  from  the  Hotline  although  many  companies  use  it  much 
more  extensively. 
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Through  Export  Hotline  we  have  established  an  on-going  dialogue  with  these  business 
owners  and  managers  nationwide.   We  monitor  their  demand  for  information  through 
usage  figures  and  survey  research  to  learn  more  about  their  level  of  satisfaction  with 
the  service  and  their  needs  for  other  information  and  services. 

We  present  some  demographics  of  companies  using  the  service  to  understand  who's 
out  there  looking  at  new  markets  abroad.   One  of  the  initial  findings  is  that  the  users 
of  Export  Hotline  are  demographically  representative  of  the  companies  in  the 
international  marketplace. 

Type  of  Business 

There  is  an  even  distribution  among  manufacturers,  agents/distributors  and  service 

companies.  Table  I  shows  the  distribution  of  callers  from  Export  Hotline. 

TABLE  I.  TYPE  OF  BUSINESS 


Manufacturers  35% 

Agents/Distributors  36% 

Service  Companies  29% 


Size  of  Companies 

In  Table  II  we  present  size  breakdowns  by  number  of  employees  of  three  groups:  1) 
the  3.9  million  companies  capable  of  exporting,  2)  the  105,000  current  exporters,  and 
3)  the  60,000  registered  users  of  Export  Hotline.  As  is  evident  from  the  data,  callers 
to  the  Hotline  resemble  the  105,000  current  exporters  although  there  are  a  greater 
proportion  of  large  companies  using  Export  Hotline.   This  is  in  contrast  to  the 
distribution  of  the  3.9  million  potential  exporters  which  are  significantly  smaller.   We  do 
find,  however,  that  over  40%  of  the  users  of  the  Hotline  report  that  they  are  new  to 
exporting. 


TABLE  II.    EMPLOYEE  SIZE 

Employees 

Total  3.9M' 

105,000  Exporters^  Export  Hotline 

0-19 

89.4% 

62.7%                                   62.1% 

20-99 

9.1 

24.3                                       17.4 

100+ 

1.5 

12.9                                       20.5 

Position  in  Company 

One  of  the  most  important  factors  in  companies  expanding  in  international  trade  is  the 
commitment  of  the  CEO.  Therefore,  we  find  rt  encouraging  that  a  sizable  plurality  of 
users  of  Export  Hotline  come  from  the  owner/president/CEO  of  the  company.  These 
data  indicate  that  users  of   Export  Hotline  are  serious  about  exporting  with  top 
management  making  a  commitment  to  find  the  information  itself. 
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TABLE  III.    POSITION  OF  CALLERS 

Position 

%  of  Total 

Owner/President/CEO 

47.5 

Manager 

14.2 

VP 

9.3 

Marketing 

14.3 

Experience  of  Users 

A  plurality  of  users  (43%)  report  that  they  are  new  to  exporting  while  32%  are 
exploring  new  markets.   The  distribution  of  companies  with  export  sales  as  a 
percentage  of  total  sales  is  listed  in  Table  V.   The  distribution  demonstrated  that  50% 
of  the  users  have  export  sales  between  0-10%  of  total  sales  while  nearly  one-third  of 
Hotline  callers  report  export  sales  in  excess  of  30%  of  total  sales.   The  Hotline 
responds  to  the  informational  needs  of  both  inexperienced  and  seasoned  exporters. 


TABLE  V.  EXPORTING  EXPERIENCE 

Export  Sales/Total  Sales 

%  of  Users 

0-10 

49.7 

11-30 

19.0 

>30 

31.3 

CONCLUSIONS 

Small  companies  need  information  to  manage  change.   Access  to  affordable,  current 
and  practical  data  on  international  markets  and  opportunities  is  the  first  barrier  keeping 
more  small  companies  from  entering  new  markets  and  building  exports.    Private 
information  providers  and  large  corporations  seeking  to  help  their  customers  grow 
have  an  incentive  to  provide  that  service.  Government  has  the  resources  to  collect  the 
information.  The  "partnership*  between  the  two  creates  added  value  for  American 
businesses. 

Export  Hotline  is  a  good  example  of  that  partnership.   Since  1990,  Export  Hotline  has 
provided  information  to  American  businesses  in  cooperation  with  the  U.S.  Department 
of  Commerce.   With  over  1000  calls  daily.  Export  Hotline  reaches  a  nationwide 
audience,  provides  the  information  free,  surveys  its  users  regularly  to  find  out  what 
information  is  valuable  and  what  other  services  are  in  demand. 

Export  Hotline  is  completely  financed  by  the  private  sector.   The  investments  made  in 
technology,  marketing  and  content  have  kept  pace  with  the  needs  of  the  small 
business  community.  Because  the  sponsors  of  the  service  underwrite  its  costs  and 
market  it,  users  receive  the  information  free  of  charge. 

Now  is  the  right  time  to  encourage  these  working  partnerships  between  government 
and  the  private  sector. 
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The  National  Trade  Data  Bank®  on  cd-rom: 

"Unlocking  the  Mysteries  of  International  Trade"  cr 


Thinking  about  exporting?  Need  to  research  the  mari<ets,  foreign  importers,  regulations, 
investment  climate,  nontariff  barriers  and  other  factors  before  taking  the  plunge? 

You  can  solve  these  and  other  "mysteries"  of  intemationeil  trade  by  using  the  National 
Trade  Data  Bcink  (NTDB)®  on  CD-ROM  ~  the  U.S.  Government's  most  comprehensive 
source  of  worid  trade  data.  The  NTDB,  a  subscription  service  of  STAT- L/Sy4^»^  an  office  of 
the  U.S.  [department  of  Commerce,  is  a  trade  library  of  more  than  200,000  documents 
(three  encyclopedias'  worth)  of  information.  By  using  it,  small  and  medium-sized 
companies  get  immediate  access  to  Information  that  until  now  only  Fortune  500 
companies  could  cifford. 

Topics  on  the  NTDB  Include:  export  opportunities  by  Industry,  country,  and  product; 
foreign  companies  or  importers  looking  for  specific  products;  how-to  market  guides; 
demographic,  political,  and  socio-economic  conditions  In  hundreds  of  countries;  and 
much  more.  The  NTDB  offers  one-stop-shopping  for  trade  Information  from  more  than  40 
Federeil  sources.  You  no  longer  need  to  know  which  Federcil  agency  produces  the 
information:  all  you  need  to  know  is  the  NTDB. 


Costs 

The  NTDB  Is  aveiilable  through  direct  sale  to  you  from  STAT*  USA.  The  cost  for  orders 
shipped  within  the  United  States  cind  possessions  is  $59  for  a  single  monthly  issue  (two 
discs)  and  $575  for  an  annual  subscription  of  12  monthly  issues  (24  discs).  For  orders 
shipF)ed  outside  of  the  United  States  the  rate  is  $75  for  a  single  issue  and  $775  for  the 
cinnucil  subscription.  All  U.S.  orders  are  shipped  Federal  Express  and  are  typically  received 
within  two  business  days  of  placing  an  order.  Most  foreign  orders  are  shipped  as  First 
Qass  Registered  Meiil  through  the  U.S.  Postal  Service. 


Access 

You  can  use  the  NTDB  CD-ROMs  on  IBM-compatible  PC's  with  at  least  640K  of  memoiy 
and  a  CD-ROM  reader.  You  may  cdso  use  a  Macintosh  that  Is  equipped  with  software 
capable  of  running  DOS  programs. 
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The  NTDB  at  a  Qance 

Agricultural  Commodity  Production  and  Trade 

Basic  Export  Infonmation 

Calendars  of  Trade  Fairs  and  Exhibitions 

Capital  Markets  and  Export  Financing 

Country  Reports  on  Economic  and  Social  Policies  and  Trade  Practices 

Energy  Production,  Supply,  and  Inventories 

Exchange  Rates 

Export  Licensing  Infomnation 

Guides  to  Doing  Business  in  Foreign  Countries 

International  Trade  Temis  Directory 

How-to  Guides 

International  Finance  Assistance 

Intemationcil  Trade  Regulations/ Agreements 

Intemationeil  Trade  Agreements 

Labor,  Employment  and  Productivity 

Maritime  and  Shipping  Infomnation 

Market  Research  Reports 

Overseas  Contacts 

Overseas  and  Domestic  Industiy  Infomnation 

Price  Indexes 

Small  Business  Information 

State  Exports 

State  Trade  Contacts 

Trade  Opportunities 

U.S.  Expjort  Regulations 

U.S.  Import  and  Export  Statistics  by  Country  and  Commodity 

U.S.  Intemational  Transactions 

Worid  Fact  Book 

Worid  A/Vinerals  Production 

These  topics  only  scratch  the  surface  of  the  over  200,000  documents  (over  one  gigabyte) 
available  to  you.  The  NTDB  on  CD-ROM  is  updated  monthly  to  give  you  the  most  recent 
intemationcil  trade  infonmation  available. 


Contacts  and  Orders 

For  more  information  about  the  NTDB  on  CD-ROM  or  to  place  an  order,  please  call 
STAT-USAs  HelpLine  at  (202)  482-1986  Monday  through  Friday,  8:30  a.m.-5:30  p.m.  ET. 
STAT-USA  also  accepts  information  requests  by  fax  at  (202)  482-2 1 64.   In  addition  to  the 
NTDB  on  CD-ROM,  STAT-USA  also  operates  and  manages  the  STAT- L/S/4/lntemet® 
worid- wide-web  node,  the  Economic  Bulletin  Board®  (EBB),  and  the  STAT*  L/S-4/Fax® 
system.   Pleeise  call  the  HelpLine  or  fax  us  for  further  information  about  these  sen/ices. 

The  U.S.  Department  of  Commerce  edso  provides  verbal  expxjrt  counseling.  If  you  have 
any  questions,  please  call  the  Trade  Infomnation  Center  at  1  -800-USA-TRADE. 
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STAT*  l/SA/Intemet 

http://www.stat-usa.gov 
TTie  One-Stop  Internet  Source  for  Business  and  Economic  Data 


The  Information  Revolution  has  arrived  in  full  force.  The  Internet,  a  world-wide  network  of 
interconnected  computers,  has  emerged  to  become  a  significant  factor  in  business  and  personal 
communications.   Everyday  thousands  of  people  are  joining  the  'on-line"  world  to  take  advantage 
of  the  many  benefits  that  the  intemet  has  to  offer,  such  as  quick  and  easy  transfer  of  messages, 
the  ability  to  search  vast  libraries  of  information,  and  the  ability  to  download  files  to  your  own 
computer  for  personal  use. 

STAT-USA''" ,  a  recipient  of  the  1 994  Government  Computer  News  Award  for  Excellence  in  the 
Application  of  Information  Technology,  is  leading  the  way  in  becoming  the  U.S.  Governments 
premier  Intemet  publisher  of  business,  trade  and  economic  information.   If  your  business  depends 
on  up-to-date  economic  news  and  market  intelligence... if  you  track  the  exchange  rate  for  the 
Mexican  peso...  if  you  need  Gross  Domestic  Product  data,  or...  if  you  are  looking  to  break  into 
new  markets...  then  you  can  t  afford  to  miss  STAT-USA/lntemet. 


First  Class  Information:   STAT-USA  publishes  the  best  business  and  economic  information  that 
the  Federal  Government  has  to  offer.  Gone  are  the  days  of  calling  from  agency  to  agency  to  find 
the  report  that  you  need.  STAT-USA  gathers  the  most  crucial,  timely  business  and  economic 
infonnation  from  over  50  Federal  Agencies  and  distributes  from  a  central  source:  true  low<ost, 
"one-stop"  shopping,  saving  you  countless  hours  in  research  time. 

STAT-USA/lntemet  brings  over  300,000  reports  and  statistical  series  (the  equivalent  of  7  sets  of 
encyclopedias)   right  to  your  desk  top.  Those  interested  in  exporting  or  international  trade  issues 
will  appreciate  STAT-USAs  extensive  collection  of  trade  reports,  which  includes: 

*  Market  Research  Reports  cabled  back  each  day  from  U.S.  embassies  and  consulates 

*  Overseas  contacts  from  the  Foreign  Traders  Index 

*  Domestic  contacts  from  the  Export  Yellow  Pages 

*  Merchandise  Trade  Statistics  from  the  Census  Bureau 

*  Trade  Leads 
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Our  collection  of  domestic  economic  cind  business  infomiation  includes: 

*  National  Income  and  Product  Accounts  (including  GDP) 

*  Composite  Index  of  Leading  Indicators 

'    Regional  Economic  Data  including  personal  income,  wages  and  employment 
for  states  and  local  arecis 

*  Housing  and  Population  Statistics 

*  The  Economic  Report  of  the  President 

*  Commerce  Business  Dally 

Easy  to  Use:  You  don't  have  to  be  a  "techy"  to  enjoy  quick  and  easy  access  to 
STAT-USA/Intemets  extensive  data  bases    Searching  is  made  easy  with  Inquery,  an  award 
winning  natural -language  search  and  retrieval  software  that  makes  locating  files  as  easy  as  'find 
me  all  reports  about  automobiles  in  Japan"  or  '!  need  total  exports  of  household  appliances, 
especially  toasters." 

For  guidance,  STAT-USA/Intemet  offers  an  abundance  of  on-line  help  documentation,  including  a 
frequently  asked  questions  (faqs)  listing  and  an  e-mail  form  to  contact  us  directly. 

Free  test  drive:    We  encourage  you  to  take  our  service  for  a  free  test  drive.   All  you  need  is  a 

computer  with  a  World  Wide  Web  browser.   Connect  to  http://www.stat-usa.gov/inqsample.html 
and  enter  a  sample  query,  such  as  "where  can  I  sell  metal  cutting  machinery,"  or  "I  am  looking  for 
Vermont  s  population  and  census  data."    Inquery  will  search  through  a  broad  array  of 
STAT-USA/Intemet  sample  documents,   and  quickly  return  an  accurate,   ranked  listing  of  files 
most  relevant  to  your  question.   It  doesn  t  get  much  easier  than  that. 

Access:   With  a  subscription  account,  full  access  is  at:  www.stat-usa.gov 

Costs: 

Quarterly  Subscription  (three  months)  $50.00 

Annual  Subscription  (twelve  months)  $150.00 

Government  and  educational  institutions  are  eligible  for  the  group  rate, $400.00  subscription, 
which  provides  one  full  year  of  unlimited  access  for  all  users  within  one  Clciss  C  Internet  address. 

Companies  interested  in  obtaining  access  for  multiple  users  should  call  202-482-1986  for 
information  on  the  available  pricing  options. 


Contacts  and  Subscriptions: 

If  you  need  additional  information  about  STAT-USA/Intemet,  or  if  you  would  like  to  place  an 
order,  please  call  the  STAT-USA  Helpline  at  (202)  482-1986  or  (202)  482-1526  for  TDD,  Monday 
through  Friday  from  8:30  a.m.  -  5:30  p.m.  Eastem  Time.   Or  reach  us  through  e-mail  at: 
stat-usa@doc.gov. 
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STAT*  l/SA/Intemet 

http://www.stat-usa.gov 

The  One-Stop  Internet  Source  for  Business  and  Economic  Data 


The  Information  Revolution  lias  arrived  in  full  force.  The  Internet,  a  world-wide  network  of 
interconnected  computers,  has  emerged  to  become  a  significant  factor  in  business  and  personal 
communications.   Everyday  thousands  of  people  are  joining  the  "on-line"  world  to  take  advantage 
of  the  many  benefits  that  the  Intemet  has  to  offer,  such  as  quick  and  easy  transfer  of  messages, 
the  ability  to  search  vast  libraries  of  information,  and  the  ability  to  download  files  to  your  own 
computer  for  personal  use. 

STAT-USA^",  a  recipient  of  the  1994  Government  Computer  News  Award  for  Excellence  in  the 
Application  of  Information  Technology,  is  leading  the  way  in  becoming  the  U.S.  Governments 
premier  Intemet  publisher  of  business,  trade  and  economic  information.   If  your  business  depends 
on  up-to-date  economic  news  and  market  intelligence.. .if  you  track  the  exchange  rate  for  the 
Mexican  peso...  if  you  need  Gross  Domestic  Product  data.  or...  if  you  are  looking  to  break  into 
new  markets...  then  you  cant  afford  to  miss  STAT-USA/lntemet. 


First  Class  Infonnation:  STAT-USA  publishes  the  best  business  and  economic  information  that 
the  Federal  Government  has  to  offer.  Gone  are  the  days  of  calling  from  agency  to  agency  to  find 
the  report  that  you  need.  STAT-USA  gathers  the  most  crucial,  timely  business  and  economic 
information  from  over  50  Federal  Agencies  and  distributes  from  a  centred  source:  true  low-cost. 
"one-stop"  shopping,  saving  you  countless  hours  in  research  time. 

STAT-USA/lntemet  brings  over  300,000  reports  and  statistical  series  (the  equivalent  of  7  sets  of 
encyclopedias)  right  to  your  desk  top.  Those  interested  in  exporting  or  intemational  trade  Issues 
will  appreciate  STAT-USA  s  extensive  collection  of  trade  reports,  which  includes: 

•  Market  Research  Reports  cabled  back  each  day  from  U.S.  embassies  and  consulates 

•  Overseas  contacts  from  the  Foreign  Traders  Index 

•  Domestic  contacts  from  the  Export  Yellow  Pages 

•  Merchandise  Trade  Stattstics  from  the  Census  Bureau 

•  Trade  Leads 
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Our  collection  of  domestic  economic  and  business  infomnation  includes: 

*  National  Income  and  Product  Accounts  (including  GDP) 

*  Composite  index  of  Leading  indicators 

*  Regional  Economic  Data  including  personal  income,  wages  and  employment 

for  states  and  local  areas 

*  Housing  and  Population  Statistics 

*  The  Economic  Report  of  tfie  President 

*  Commerce  Business  Dally 

Easy  to  Use:  You  don't  have  to  be  a  "techy"  to  enjoy  quick  and  easy  access  to 

STAT-USA/Intemet's  extensive  data  bases    Searching  is  made  easy  with  Inquery,  an  award 
winning  natural-language  search  and  retrieval  software  that  makes  locating  files  as  easy  as  "find 
me  all  reports  about  automobiles  in  Japan"  or  "I  need  total  exports  of  household  applicinces, 
especially  toasters." 

For  guidance,  STAT-USA/lntemet  offers  an  abundance  of  on-line  help  documentation,  including  a 
frequently  asked  questions  (faqs)  listing  and  an  e-mail  form  to  contact  us  directly. 

Free  test  drive:    We  encourage  you  to  take  our  seivice  for  a  free  test  drive.   All  you  need  is  a 
computer  with  a  World  Wide  Web  browser.  Connect  to  http://www.stat-usa.gov/inqsample.html 
and  enter  a  sample  query,  such  as  "where  can  I  sell  metal  cutting  machinery,"  or  "I  aim  looking  for 
Vermont  s  population  and  census  data."    Inquery  will  search  through  a  broad  array  of 
STAT-USA/lntemet  sample  documents,  and  quickly  return  an  accurate,   ranked  listing  of  files 
most  relevcint  to  your  question.   It  doesn  t  get  much  ecisier  than  that. 

Access:   With  a  subscription  account,  full  access  is  at:  www.stat-usa.gov 

Costs: 

Quarterly  Subscription  (three  months)  $50.00 

Annual  Subscription  (twelve  months)  $150.00 

Government  and  educational  institutions  are  eligible  for  the  group  rate,  $400.00  subscription, 
which  provides  one  full  year  of  unlimited  access  for  all  users  within  one  Class  C  Internet  address. 

Companies  interested  in  obtaining  access  for  multiple  users  should  call  202-482-1986  for 
information  on  the  available  pricing  options. 


Contacts  and  Subscriptions: 

If  you  need  additional  information  about  STAT-USA/lntemet,  or  if  you  would  like  to  place  an 
order,  please  call  the  STAT-USA  Helpline  at  (202)  482-1986  or  (202)  482-1526  for  TDD,  Monday 
through  Friday  from  8:30  a.m.  -  5:30  p.m.  Ecistem  Time.  Or  reach  us  through  e-mciil  at: 
stat-usa@doc.gov. 
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StaT'USA  United  States  Department  of  Commerce 


The  Economic  Bulletin  Board: 
"Your  Electronic  Business  Newspaper" 

Unemployment  figures.. .wholesale  and  retail  prices. ..trade  balances.. .leading 
economic  indicators. ..agricultural  export  leads. ..foreign  exchange 
rates. ..gross  domestic  product... 

Whatever  your  interest  —  if  it  involves  trade,  the  economy,  business,  or 
finance  —  you'll  find  it  on  the  US.  Department  of  Commerce's  Economic 
Bulletin  Board  (EBB). 

The  EBB.  managed  by  STAT-USA  (formerly  the  Office  of  Business  Analysis). 
is  the  world's  leading  source  of  government-sponsored  business  information. 
Begun  in  1985.  it  helped  launch  the  era  of  electronic  reporting  and  today  is 
the  most-used  bulletin  board  of  its  kind. 

On  the  EBB,  you  get  late-breaking  business  developments  minutes  after 
they  happen  and  in-depth  analyses  of  markets,  products,  and  economic 
trends.  More  than  4.500  files  are  available  to  you  24  hours  a  day,  7  days  a 
week. 

"One  of  the  best  values  among  the  on-line  databases  is  unquestionably  the 
Economic  Bulletin  Board  (EBB)  from  the  U.S.  Department  of  Commerce."  — 
Inc./OfRce  Advisor 

Regular  users  of  the  EBB  include: 

•  businesses  of  all  types 

•  economic  and  business  analysts 

•  corporate  marketers  and  planners 

•  educational  institutions  at  all  levels 

•  exporters  and  trade  specialists 

•  financial  analysts 

•  government  economic  policymakers 

•  market  researchers 

Some  of  our  most  popular  files  include: 

•  Advance  Retail  Sales  and  Wholesale  Trade 

•  Business  Cycle  Indicators 

•  Consumer  Price  Index 

•  Daily  Trade  Opportunities  (TOPs) 

•  Housing  Starts  and  Building  Permits 

•  Gross  Domestic  Product 

•  National  Income  and  Product  Accounts 

•  Note  and  T-Bill  Auction  Results 
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A  FREE  TRIAL  FOR  A  free,  limited-access  service  is  available  to  those  who  would  like  to  get 

NEW  USERS:  acquainted  with  the  EBB  before  subscribing.  Call  the  EBB  and  type  GUEST 

when  prompted  for  a  User  ID.  GUEST  users  have  access  to  bulletins,  sonne 
sample  and  special  files,  and  can  access  a  complete  list  of  files  on  the  EBB. 


ACCESS: 


You  can  access  the  EBB  over  the  Internet  using  Telnet.  Our  Telnet  address  is 
"ebb.stat-usa.gov "  You  can  also  reach  the  EBB  with  a  personal  computer 
equipped  with  a  modem  and  standard  communications  software.  For  dial-in 
users,  set  your  communications  software  to  no  parity.  8  data  bits,  and  1 
stop  bit.  For  9600  bps  users,  our  modems  are  US  Robotics  Dual  Standard 
F-iST/V.32  modems.  You  can  reach  the  EBB  by  dialing: 


COSTS: 


300/ 1 200/2400  bps     202-482-3870 

9600  bps     202-482-2584  or  202-482-2 1 67 

An  annual  subscription  to  the  EBB  is  $45.  Connect-time  charges  also  apply 
but  users  receive  $20  worth  of  free  connect  time  with  their  paid 
subscription.  After  the  first  $20  is  used,  the  connect  fee  is  charged  at  the 
following  rates: 


Time  Period 


300/1200/2400  bps 
dial-in  services 


9600  bps 
dial-in  and 
Telnet  services 


8  a.m.- 1 2  NOON,  EI 
Monday  to  Friday 


$0.20  per 
minute 


$0.40  per 
minute 


12  NOON-6p.m.,  ET 
Monday  to  Friday 


$0.15  per 
minute 


$0.30  per 
minute 


6  p.m. -8  a.m.,  ET 
Monday  to  Friday 
All  day  on  weekends 
and  federal  holidays 


$0.05  per 
minute 


$0.10  per 
minute 


CONTACTS  AND  For  more  information,  please  call  our  Help  Line  at  202-482-1986  (Monday 

SUBSCRIPTIONS:  to  Friday.  8:30  a.m.  -  4:30  p.m.  Eastern  Time).  You  can  access  TDD  by 

dialing  202-482-1526.  Subscribing  is  simple  and  inexpensive.  Call  our  Help 

Line  or  subscribe  on-line  as  a  GUEST  user  with  a  valid  VISA  or  MasterCard. 

Checks  and  money  orders  are  also  accepted  for  mail  orders. 
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Commerce  launches  online 
trade  assistance  program 


By  BILL  MONGELLUZZO 

Journal  0'  Commerce  Statt 

LONG  BEACH.  Calif.  -  Com- 
merce Secretary  Ron  Brown  over 
the  weekend  launched  an  online 
trade  assistance  program  that  will 
initially  serve  California  companies 
but  is  expected  to  eventually  be- 
come national  in  scope. 

Federal,  state  and  local  trade  of- 
ficials Friday  gave  an  online  demon- 
stration of  the  service  known  as 
TradePort.  The  program  will  be 
managed  in  Long  Beach.  It  is  avail- 
able on  the  World  Wide  Web  at 
http://tradeport.org. 

TradePort  is  designed  to  appeal 
to  a  broad  spectrum  of  companies, 
from  first-time  exporters  who  will 
use  its  tutorial  function,  to  experi- 
enced exporters  who  will  use  the 
"Verity"  search  function  to  tap  into 
company,  country  and  industry  data 
bases. 

TradePort  is  a  public  and  private 
sector  partnership,  with  $5.2  million 
in  seed  money  provided  by  the  U.S. 
Department  of  Commerce. 

"Commerce  provided  the  seed 
money  in  order  to  attract  private 
sector  capital,"  Mr.  Brown  told  rep- 
resentatives of  export  companies  as- 
sembled at  the  launch  site  in  the 
World  Trade  Center  in  Long  Beach. 
"That  is  the  best  way  to  leverage 
federal  money, '  he  said. 

Partners  in  TradePort  include 
the  U.S.  Department  of  Commerce, 
the  Los  Angeles  Area  Chamber  of 
Commerce/ LA  Trade  and  the  Bay 
Area  Economic  Forum/Baytrade  in 
the  San  Francisco  area. 

Mr.  Brown  said  California  was 
chosen  as  the  location  for  TradePort 
because  it  is  the  largest  exporting 
state,  and  because  it  has  suffered 
more  than  most  states  from  the  loss 
of  jobs  due  to  defense  downsizing. 
California  is  pulling  out  of  its 
lengthy  recession,  and  it  is  "an  ex- 
port-led recovery,"  Mr.  Brown  said. 

TradePort  was  built  with  suffi- 
cient storage  capacity  and  was  de- 
signed to  support  operation  of 
export  service  providers  across  the 
nation.  It  can  be  expanded  by  adding 
customized  modules  and  pages  for 
each  new  partner  provider. 

Mr  Brown  said  export  assistance 
offices  in  other  regions,  such  as  New 
England,  have  expressed  interest  in 


the  program.  A  major  selling  point 
of  TradePort,  he  said,  is  that  there  Is 
"no  cost  to  use  it." 

Sunne  Wright  McPeak,  president 
and  chief  executive  officer  of  thfe 
Bay  Area  Economic  Forum,  said 
California's  strength  in  exports  and 
information  technology  make  this 
state  a  natural  place  to  launch  Tra- 
dePort, but  exporters  across  the 
country  will  find  value  in  the  online 
services.  < 

"We  are  excited  about  the  poten- 
tial of  this  powerful  online  resource 
to  expand  California's  and  the  na- 
tion's exports,"  she  said.  ■"■ 

The  U.S.  Commercial  Service  win 
use  TradePort  as  an  information 
system.  Also,  the  TradePort  part- 
ners are  working  with  551  District 
Export  Councils  to  use  the  system  in 
their  states,  and  the  partners  are 
talking  with  the  Council  of  State 
Governments  about  other  states 
adopting  TradePort.  ^: 

The  features  of  TradePort  in- 
clude an  interactive  trade  tutorial, 
including  a  step-by-step  check  list  to 
guide  export  transactions,  a  library 
of  public  and  private  data  bases  and 
access  to  some  40,000  manufacturers 
and  service  companies  and  hundreds 
of  country  and  industry  reports  from 
sources  such  as  the  National  Trade 
Databank  and  the  United  Nations.. 

Information  is  organized  under 
topics  such  as  export  planning,  find- 
ing buyers  and  financing  the  deal."; 

"TradePort  is  not  just  a  home 
page  on  the  Internet,"  said  Ray  Re- 
my.  president  of  the  Los  Angeles 
Area  Chamber  of  Commerce.  "Its 
an  encyclopedia  rich  with  informa- 
tion that  companies  need  in  order  to 
be  successful  exporters." 
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Trade  Deficit 
Fell  Sharply 
In  November 


Fourth  Straight  Decline 
Featured  Export  Rise, 
With  a  Drop  in  Imports 


By  HzLKNECoopnt 

Siajf  Rejmrter  0/  Tmk  Wau,  Stiiket  Jovknai. 

WASHINGTON  -  Tlw  U.S.  trade  deficit, 
aided  by  a  jump  in  exports  of  such  big- 
ticlcet  items  as  civilian  aircraft  and  mili- 
tary goods,  shrank  considerably  in  Novem- 
ber to  $7.06  billion  from  October's  revised 
S8.16binion. 

November's  overall  figures  repre- 
sented a  textbook  example  of  what  the 


Trade  Deficit 

Selecled  coontnw  .  m  WBons  of  US.  (Mars 
CaWTRT                 ■«.  1NB      aCT.  IMS 

Canada 

$1.80 

$1  93 

Mexico 

1.67 

139 

European  Umon 

0.62 

098 

Ctwn 

2.75 

363 

Japan 

4.13 

4  79 

1 

CTinton  administration  would  Ul«  to  see 
every  month:  Exports  inched  upwards  (to 
$67.36  bUlion  from  $66.74  billion)  while 
imports  pulled  back  (to  $74.41  billion  from 
$74.9  billion). 

The  deficit  in  goods  narrowed  $1.3 
billion  to  $12.48  billion,  while  the  services 
surplus  shrank,  too,  to  $5.42  billion  from 
$0.58  billion. 

The  November  deficit  represents  the 
fourth  consecutive  month  in  which  the 
trade  deficit  narrowed,  according  to  yes- 
terday's Commerce  Department  report. 
Ginion  administration  officials  quickly 
seized  on  the  November  improvement  as 
evidence  that  America's  worrisome  trade 
deficit  has  finally  turned  around  for  good. 
"Obviously,  we're  going  in  the  correct 
direction.  ■  U.S.  Trade  Representative 
Mickey  Kantor  said.  He  and  Commerce 
Secretary  Ron  Brown  noted  that  the  trade 
picture  improved  despite  weak  economic 
growth  in  (Tanada.  Mexico  and  Japan,  the 
major  U.S.  trading  partners. 


But  economists,  while  surprised  by  tiie 
narrowed  deficit,  cautioned  that  the  U.S. 
trade  picture  isn't  exactly  radiant  and  the 
deficit  isn't  likely  to  keep  shrinking  in 
coming  months.  "Our  trading  partners  are 
probably  under  the  same  kinds  of  competi- 
tive pressures  which  we  are."  said  Alan 
Levensen.  an  economist  with  UBS  Securi- 
ties in  New  York.  Foreign  producers,  he 
said,  are  encountering  sluggish  U.S.  de- 
mand in  much  the  same  way  U.S.  ex- 
porters have  been  plagued  by  weak  de- 
mand abroad.  "We've  improved  so  much 
in  November  that  you'll  see  a  widening 
after  this, "  he  predicted. 

The  trade  gap  with  China,  which  ex- 
panded most  of  last  year,  contracted  in 
November  to  $2.75  bilUoa  froai  October's 
$3.63  bilUoo.  But  tbat'i  do(  likeiy  to  ease 
deepening  trade  tensions  between  Wash- 
ington and  Beijing.  Yesterday.  Mr.  Kan- 
tor, wbo  has  been  nBooitoring  reports  that 
diina  sold  nuclear  weapons-related  equip- 
ment to  Pakistan  last  year,  warned  that 
the  "overall  atmosphere "  between  the 
U.S.  and  China  "does  have  some  effect"  on 
trade  issues.  That  includes  whether  the 
U.S.  will  slap  more  than  $1  billion  in  trade 
saactioos  on  China  if  Beijing  doesn't  crack 
down  on  a^yright  violations. 

Meanwhile,  the  worrisorae  defkat  with 
Japan  dropped  to  $4.13  billion  in  Novem- 
ber, its  lowest  level  since  May  1993.  The 
trade  gap  with  Japan  had  been  $4.79  billion 
in  October.  The  deficit  with  Canada  also 
narrowed,  to  $1.8  billion  from  $1.93  billion. 
But  the  deficit  with  Mexico,  still  reeling 
from  the  peso  devaluation  and  the  pn<!iiir^g 
recessioQ.  worsened  to  $1.(7  biBion  from 
$1.39  billion. 

The  big  factors  in  the  export  increase 
were  capital  goods,  including  civilian  air- 
craft and  semiconductors.  Exports  of  capi- 
tal goods  except  automotive  jumped  to  a 
record  $20.76  billion  from  October's  $20.32 
billion.  Sales  of  autos  and  car  parts  also 
increased,  to  $4.93  billion  from  $4.77  bil- 
hon. 

U.S.  trade  officials  credited  the  auto 
agreement  with  Japan  last  summer  with 
the  improved  vehicle  export  numbers. 
"There  are  other  factors  as  well, "  Mr. 
Kantor  said.  But  he  added,  "Cleariy,  the 
agreement  reached  in  Geneva  last  year 
has  had  an  impact.  " 
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Economists  Predict  Strength  in  Exports 

Growth  May  Not  Be  Fast  Enough  to  Cut  Trade  Deficit 


ECONOMY 


By  FbdR.  BiXAiurr 

StAfftUv^Ui  9fTm  Wau.  Street  JoumwAi. 

Tbe  export  togine  is  tliye  and  bck- 
inf. 

natl  tbe  CDQvlctlon  of  many  econo- 
mists. Despite  tbe  slowdown  in  tbe  econo- 
mies at  AiMhca's  trtdioc  partners  and 
deaptte  fetn  that  tbe  American  export 
hoon  etMfX  «OBtloue,  tbere's  a  case  to  be 
made  that  Ods  tlndgrin  o(  tbe  current 
expaaakn  $im  b  wortaog  quite  well. 

-To  tbe  Nntb.  South.  West  and  per 
tiapa  But  of  (■,  tbe  economies  of  tbe  world 
are  oat  ihu*^  as  mucb  (temand.  but  our 
experts  m  MB  frowlnc  at  dDuNe  digits." 
says  Da^  Uvm  of  Higb  Frequency 
EcoBoaries  IM..  In  Vaitialla.  N.Y.  He  cred- 
its Ibe  nitOftfy  weai  U.S.  dolUr.  wtiidi 
makes  VS.  foots  more  competltiTe  over- 
seas, tmS  a  stroDcer  drive  by  American 
mauirfl'lMMl  to  taie  advantage  of  their 
ti  I  lirtSffc  si  leadership  to  gain  martet 
share  afiroad. 
Gwwtt  tote  «f  Exports 

baparts,  ot  course,  still  are  naming 
thmt  afavorls  causing  a  treut>iesame 
trade  deOcM  (or  tbe  U.S.  But  next  year,  for 
tbe  OrU  Omt  ta  Ove  years,  many  econo- 
mMs  IM.  te  growth  rate  of  exports 
f  TffwHnt  Oat  ef  Imports. 

Wtafla  IkaTs  dearly  a  step  in  tbe  right 
direeUoB  . liwanl  Improving  tlie  U.S.'s 
stubbonhnport/export  imbalance,  ecooo- 
misli  tamt  bdieve  exports  will  grow  fast 
eaomh  to  aetnaOy  shrink  tbe  trade  defl 
dL 

Da«M  Wyas  of  DRI  UcGraw  Hill  ex 
pectaaiporto  to  grow  n,  next  year,  wtiile 
impocto  nay  riae  only  8%.  For  tl>e  third- 
qaaitw.  US.  esports  totaled  tlUM  bill- 
Uoo.  19  aauty  S  bilUoo  from  tbe  previous 
quarter.  OS.  exports  totaled  S14SJ2  bill- 
io»>ipMrty  Obillioo  from  tbe  previous 

'^H'n  tasking  for  good  export  per- 
(ofTMace  tor  tbe  next  few  years."  he  says. 
Bven  Ibougfe  tbe  dollar  may  strengthen  a 
bit  against  sea>e  of  tbe  major  foreign 
curTcades,  Mr.  Wyss  adds  that  be  expects 
it  to  remalB  "very  competibve  against 
other  iDdiatTlal  countries.  ' 
PklteK  Up  Part  Of  tbe  Slack 

If.  u  Otony  believe,  tbe  capital  invest- 
ment boooi  Id  tbe  U.S.  is  startmg  to  wind 
down,  tbeo  exports  could  be  an  unporlant 
repteoeneoL  "The  export  side  of  tbe  econ- 
omy is  picking  i4>  a  chunk  of  that  slack. ' 
says  Mkbad  Cosgrove.  bead  of  tbe  Bcooo- 
dast.  a  Dallas-based  advisory  service.  He 
sees  exports  accounting  for  20%  of  the 
growth  In  economic  activity  next  year,  up 
fmo  roogbiy  7%  of  this  year's  economK 
growth.  Tbat  wlB  betp  make  up  for  the 
dedtoe  be  predicts  in  tbe  growth  rate 
of  ipetidlng  by  businesses  on  computen 
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and  other  capital  equipment. 

Banomist  Ptnlip  Braverman  isn't  as 
optimistic  Tbe  senior  vice  prestdenl  of 
DKB  Securities  (USA)  Corp.  says  that, 
"For  a  number  of  reasons  tbe  export 
potential  is  more  limited  than  is  widely 
recogniied."  Among  those  reasons  are: 
coQtlDued  sluggishness  among  economies 
in  tbe  industrlallied  countries  and  less  of  a 
boost  than  expected  from  tbe  dollar's  posi- 
tion In  currency  markets.  "It  is  not  down 
relative  to  two  of  our  major  trading  pari- 
oen.  Canada  and  Mexico,  and  the  U.S. 
can't  make  currency  gains  from  the  in- 
creasing number  of  nations  attempting  to 
maintain  stability  with  the  dollar." 

"That  said,  other  economists  note  tbe 
ovenrbelming  effect  of  high  tech  exports. 
Just  as  the  spending  binge  on  high  tech 
goods  slows  among  U.S.  companies,  many 
economists  see  Its  pickup  in  overseas 
markets  as  the  driving  force  behind  cootio- 
ued  strong  exports.  RobertMellman.aJ.P. 
Morgan  k  Co.  economist,  said  in  a  recent 
report  that  "the  outlook  lor  computer-re- 
lated equipment  looks  especially  promis- 
ing, as  the  gradual  pickup  in  growth  in 
Europe.  Japan  and  Latin  America  can  be 
expected  to  pull  (export)  growth  above 
recent  rates  and  even  higher  through 
1997." 

In  tus  report,  titled  "The  true  story  of 
real  U.S.  trade  flows, '  Mr.  Mellman  dis- 
putes the  notion  that  exports  will  soon 
begin  falling  m  response  to  weak  overseas 
markets.  In  his  view,  the  economic  effect 
on  most  U.S.  exporters  already  is  occur 
ring.  Masking  it  has  been  tbe  beady 
growth  of  computer-related  equipment, 
which  he  expects  to  cootmue. 
BuiUsh  Manafacturliig  Executives 

Manufacturing  executives,  loo.  are 
bullish  00  exports  as  they  carve  out  tern 
tories  in  the  developing  world  lor  their 
products.  At  Eatoo  Corp..  the  Qeveland 
based  auto  parts  and  industrial  supplier. 
Chief  Flnanaal  Officer  Adrian  Dillon  says. 


The  reason  for  our  growth  in  exports  is 
surging  business  In  the  developing  worid."' 
He  notes.  "There  is  this  stereotype  that  we 
serve  only  Europe  and  Japan.  Actually,  we 
sell  substantially  more  in  other  parts  of  the 
world"  Baton  sells  ion  implanters  (which 
turn  silicon  into  semiconductors)  through- 
out Southeast  Asia,  where  ecooomies  Uke 
Taiwan  and  Korea  "are  coming  up  to 
speed  fast."  heiayi. 

Ckrysier  Corp.  too  is  expanding  its 
presence  in  the  developing  world,  where 
economK  growth  rates  are  higtier  than  in 
Europe  and  Japan.  It  recently  opened  the 
rirst  American  assembly  plant  m  Vietnam. 
The  plant  makes  the  company's  Jeep  Cher- 
okee. "■We"re  not  taking  away  our  thrust  in 
Europe,  but  we  are  expanding  in  Asia  and 
Latin  America,"  W.  Van  Bussmann, 
airysler"s  economist,  says. 

Chrysler's  exports  also  are  gaining  an 
advantage  over  Japanese  rivals  m  Asian 
countries  whose  currenaes  are  linked  to 
tbe  dollar.  Mr.  Bussmann  notes  that  the 
relativety  strong  yen  means  that  Japanese 
compaiues  selling  m  South  Korea  (whose 
woo  trades  m  synch  with  the  doUarl  will 
have  10  price  their  products  higher  than 
US.  counterparts  lo  make  the  same  profit 
margin  at  home. 

As  for  the  mdustnaiized  countries  of 
Europe,  compaues  tike  Baton  beneru  from 
gains  ui  productivity  over  theu  foreign 
competitors.  Mr  Dillon  says.  Being  able 
to  produce  more  goods  in  an  hour  of  a 
worker's  time  enables  U.S.  manufacturers 
10  sell  theu"  products  cheaper  Citing  stud- 
ies that  show  U.S.  uidustry  is  20%  more 
productive  than  European  counterparts, 
he  says,  "lay  on  top  of  that  the  extra  help 
from  the  undervalued  doUar  and  it  s  a  no 
brainer  m  terms  of  competitive  advan- 
tage ' 

Even  more  unportant  for  the  long  run. 
says  Mr.  Munro  of  High  Frequency  Eco- 
nomics, is  "the  mescapable  conclusion 
that  U.S.  manufacturers  are  focusing  on 
becommg  more  competitive  overseas." 
One  example:  Rather  than  passmg  on 
every  wiggle  ui  supply  coets  or  adjusting 
product  pnces  if  the  dollar  strengthens. 
:''-.  are  building  relationships  by  keeping 
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OUTLOOK  '96:  MARKETS  AND  INVESTING 


Overseas  Markets 
Expected  to  Improve 


By  PETER  TRUELL 


OVERSEAS  markeu  «re  begin- 
I  ning  to  perk  up  and  may  offer 
better  opportunities  in  1996 
than  they  did  last  year,  several  mar- 
ket analysts  say.  They  argue  that  the 
favorable  trends  in  American  mar- 
kets are  spreading  overseas. 

"The  factors  which  have  made 
U^.  markets  do  well  will  gradually 
apply  to  foreign  Investments  that 
are  in  good  growth  areas,"  said  Da- 
vid R.  Malpass,  director  for  interna- 
tional economics  at  Bear,  Steams  k 
Company.  Mr.  Malpass  said  he  be- 
lieved that  Southeaist  Asia  —  eipe- 
cially  Singapore  and  Hong  Kong  — 
would  panictilarty  beneflL 

Expected  declines  in  interest 
rates  overseas,  particularly  in  Eu- 
rope and  Japan,  should  bolster  over- 
seas markets,  as  they  have  over  the 
last  year  in  the  United  Sutes.  Stock 
markets  kjve  the  prt>spect  of  cheap- 
er money,  which  tends  to  persuade 
investors  to  favor  stocks  over  bonds 
and  which  also  reduces  costs  for 
mvestors  who  buy  stocks  with  bor- 
rowed funds. 

"Deflationary  pressures  rtiam 
throughout  most  of  the  developed 
world  and  downward  pressures  on 
money  rates  and  bond  yields  should 
persist,"  said  Charles  I.  Clough  Jr., 
chief  investment  strategist  at  Mer- 
rill Lynch  k  Company,  whose  firm 
recently  forecast  that  emerging 
markets  in  Latin  America,  the  Asia- 
Pacific  region  and  Europe  would 
continue  to  recover  in  1996  from 
their  recently  depressed  positions. 

Economic  growth  is  expected  to 
remain  particularly  strong  in  South- 
east Asia,  helping  equity  markets 
there. 

Nicholas  Kwan,  senior  economist 
in  Merrill  Lynch's  Asian  Research 
Group,  forecasts  average  economic 
growth  in  1996  of  7.4  percent  for  the 
10  major  Asian  economies,  exclud- 
ing Japan,  compared  with  7  9  per- 
cent in  1995. 

Even  Japan,  which  has  been  in  the 
doldrums  for  more  than  three  years, 
looks  sei  to  pick  up.  The  Bank  of 
Japan  "has  stepped  on  the  gas"  as 
Grant's  Interest  Rate  Observer,  a 
market  newsletter,  wrote  recently, 
drawing  attention  to  the  16.4  percent 
growth  in  the  assets  of  the  central 
bank  in  November 


This  reflationary  push  has  already 
helped  to  revive  Japanese  bank 
stocks  and  is  likely  to  help  push  the 
economy  to  grow  faster.  The  Nikkei 
225  stock  Index  recovered  In  recent 
months,  ck>slng  at  19,888.15  at  year- 
end.  This  turnaround,  from  a  low  of 
14.484.41  In  July,  brings  the  index 
roughly  back  to  its  level  of  19.723.06 
at  the  end  of  1994. 

But  sonie  •-•  — "timn  r>'  t*--  -  • 
look  for  Japanese  stocks.  "It's  hard 
to  read,"  Mr.  Malpass  said.  "Each 
year  for  the  last  four  years,  people 
have  been  positive  at  this  time  of 
year,"  and  their  expecutions  have 
■04  been  met  "This  year  might  be 
dtfferent,"  he  added,  "because  of  the 
new  central  bank  policy." 

And  in  Europe,  there  are  some  big 
risks  aiMJ  uncertainties  to  make  in- 
vestors hesiute  The  countries  of  the 
European  Union  have  yet  to  organ- 
ize, and  agree  on.  their  program  for 
proposed  moneury  union.  And  the 
size  of  fiscal  deficits  are  likelv  to 
inhiMt  econoaiic  growth,  although 
prospective  kiterest  rate  cuu  should 
buoy  equity  markets.  The  London 
stock  market  has  already  experi- 
enced some  strong  growth  in  191$.  Ip 
terras  of  dollars,  the  Financill 
Times  index  of  100  leading  shares 
rose  19J  percent  for  the  year,  to 
3.689.30,  iu  high  for  the  year. 

Now  it  may  be  the  turn  of  markets 
on  the  Continent  Gary  A.  Dugait, 
European  strategist  for  J.  P.  Mor- 
gan Securities  Ltd..  said  he  liked  the 
interest  rate  environment  on  the 
Continent  "We  are  talking  about  in- 
terest rates  coming  down  quite  ag- 
gressively," be  said,  "by  as  much  as 
two  percentage  potnu  to  three  pe^- 
cenuge  points,  in  Spain.  Italy  and 
Sweden,  led  by  the  Germans  cutting 
their  rates."  He  added  that  a  widen- 
ing spread  between  short-  and  kmg- 
term  interest  rates  in  several  Euro- 
pean countries  should  help  bank 
profits,  making  banks  good  invest- 
ments in  the  next  few  months. 

The  DAX  stock  market  index  m 
Germany  has  already  risen  in  re- 
sponse to  recent  cuts  in  interest 
rates.  That  index  ck>sed  at  2.253.88  at 
the  end  of  the  year,  up  substantially 
from  levels  ck»e  to  1,900  in  March. 
The  CAC  40  share  index  In  Fiance, 
depressed    by    recent    nationwide 


strikes,  dkl  not  provide  significam 
gains  in  1905.  At  year-end,  the  index 
was  at  1371J7,  about  ISO  poinlE 
above  the  year  k>w  o(  1,721.14.  and 
down  from  its  high  for  the  year  of 
2.017^  on  May  11 

LriN  America  has  already  begun 
to  rebound  from  the  Mexican 
crisis  o<  a  year  ago.  Argentina 
and  Brazil  are  expected  to  emerge 
from  recession  in  the  first  few 
months  of  1996.  Argentina  and  Mexi- 
co, where  output  declined  in  1995, 
win  recover  in  1996  and  1997,  accord- 
ing to  J.  P.  Morgan's  emerging  mar- 
kets economic  outlook. 

Stock  market  indexes  in  Latin 
America  often  rise  rapidly  as  stock 
pnces  keep  pace  with  kxal  inflation. 
The  chief  sKxi  market  index  in 
Mexico  reached  a  high  for  the  year 
o(  2.747.46  on  Dec  20  and  ctosed  at 
2,778.47  at  year-end,  nearly  doubting 
in  vahie  from  its  1995  Ujv  of  1,447.52 
on  Feb.  27.  Indeed,  one  caveat  for 
Mexico  may  be  that  the  index  is  now 
just  short  of  the  record  high  reached 
B  the  fall  of  1994.  Argentina  and 
Brazil  also  saw  their  stix:k  markets 
rise  late  In  the  year  in  anticipation  of 
the  benefits  of  a  resumption  of  eco- 
nomic growth.  Argentina's  General 
index  finished  the  year  at  16.237.81, 
up  substantially  from  a  March  9  tow 
for  die  ye«r  of  9331-W,  but  stm  down 
from  its  level  in  earty  Jamury  when 
the  index  touched  16,531.1.  TheBove- 
spa  mdex  m  Brazil  ralbed  late  In  the 
year  to  levels  over  42.000,  ending  the 
y.^r  -:  4;,?r:.'r,  i'....-ji  rwice  it;, 
level  in  March. 

But  many  analysu,  while  seeing 
the  opportunities  abroad,  said  that  it 
wouhJ  still  be  difficult  to  move 
American  investors  to  kx>k  overseas. 
Why  should  American  investors 
want  to  exchange  their  dollars  for 
overseas  equities  pnced  in  foreign 
currencies  when  the  dollar  is  expect- 
ed to  strengthen,  thus  cutting  into 
their  gains  in  dollar  terms? 

"The  US  will  provide  the  hurdle." 
Mr  Malpass  said.  •It  will  be  the 
toughest  benchmark  (or  internation- 
al investors  ■ 
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